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ar Sales Reach 
3-Million Mark 
Mn Slow Market 


Third-Quarter Sag 
Puts Damper on Hope 
For 6-Million Year 


By Robert M. Lienert 
Associate Editor 
H a diminishing midsummer 
market putting a crimp in 
ew-car sales, dealers last week 
quietly chalked up the three-mil- 
ionth new-car registration of the 
year. 

Since only a little more than 
five months remain in 1961, re- 
tailers will be hard put to reach 
six million registrations by the 
end of the year—a goal that the 
industry’s optimists still insist is 
possible. 

A more reasonable figure would 
ppear to be 5.6 million to 5.7 
million, including imports. 

Even if a fourth-quarter auto- 
ales boom materializes, in line 
with widespread predictions, the 
urrent doldrums should tend to 
hold down the ultimate 12-month 
otal. 

* ok * 

] OW-LEVEL sales are in y.os- 

pect for the third quarter. Pre- 
iminary reports for this month in- 
dicate the July count may not be 
ble to top 400,000. Except for last 
February, this would be the lowest 
monthly total since the fall of ’58, 

As opposed to other months 
this year, which have all fitted 
into the “worst-since-’58” cate- 
gory, July appears fated to fall 
below that ’58 minimum and pro- 
duce the smallest volume for the 
month since ’52. 

Furthermore, every sign points to 
ven fewer sales in August and 
September, with the first of the 
62s bowing too late in September 
to have much impact on that 
month’s totals. 

A third-quarter registration total 
of no more than 950,000 appears a 
distinct possibility at this point. Of 
ourse, that Many sales would go 
a long way toward reducing dealer 
new-car inventories to a “norma]” 
level at new-model time. 


* * * 


ae ORDING to preliminary re- 
tail reports for July, most 
strength in the showroom is being 
exhibited by Ford Motor Co. and 
General Motors lines. Chrysler 
Corp. lines and Rambler were being 
retailed less readily, while Stude- 
baker suffered most. 

Studebaker built out on ’61s a 
month ago, though, and S-P deal- 
ers have been hampered by being 
forced to sell out of available 
stock. 

According to present timetables, 
however, Studebaker will get no 
jump on its competitors in opening 
the ’62 season, It will show new 

(Continued on Page 4, Col, 3) 
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Top Cars 


*New-car registrations for five months, 
plus two states for June: 


Make 
Chev. 
Ford 
Pontiac 
Rambler 
Olds. 
Plymouth 
Buick 
Dodge 
Comet 
Cadillac 
Mercury 
Chrysler 
Stude. 
Lincoln 


1960 

Pos. 
728,580— 1 
609,507— 2 
173,067— 5 
178,668— 4 
150,278— 7 
195,141— 3 
113,888— 8 
155,680— 6 
37,798—12 
64,477—10 
68,831— 9 
34,097—13 
49,379—11 
10,422—14 


1961 

Pos. 
1—628,058 
2—527,354 
38—146,928 
4—140,377 
5—125,980 
6—123,070 
I—111,142 
8— 93,628 
9— 69,999 
10— 60,822 
11— 47,905 
12— 36,507 
13— 30,851 
14— 12,937 
15— 4,643 Imperial 7,061—15 

158,715 Misc, 231,531 
Total All Makes 
2,318,916 2,821,026 


*—Connecticut not included for April 
and May. 
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Retailers Leading Attack 
On Finance Disclosure 


By Helen Kahn 
Washington Staff Writer 

ASHINGTON. — The hearings 

on the Truth-in-Lending Bill, 
sponsored by Senator Paul Douglas, 
Illinois Democrat» quickly broke 
down last week into a sharp clash 
between two groups with directly 
opposite views on the consumer 
credit field. 

Retailers, with auto interests 
playing a key role, were leading 
the opposition. They had the sup- 
port of other business and aca- 
demic interests. Witnesses favor- 


Price Advertising Spreads 
Under Cleanup Pressure 


By John K. Teahen Jr. 
Associate Editor 

S THE ’61 cleanup moves along, 

auto-dealer advertising studied 
by Automotive News is almost ex- 
clusively in the price category. 
Gimmicks and premiums are tak- 
ing a back seat as dealers chase 
the midsummer shopper. 

How effective is price adver- 
tising? A Detroit-area dealership 
last week used its first price ad 
of the year and found it to be 
very effective indeed. It helped 
the firm post its highest daily 
sales total of 1961. 

Stark Hickey Ford, Inc., in sub- 
urban Royal Oak, offered bargain 
prices on six cars in a “Midnight 
Madness” promotion. The ad in- 
cluded motor number, equipment 
and price of each unit and noted 
that the prices would be in effect 
for only one evening. 

“We sold 15 cars—four of the spe- 
cials and 11 others,” reported Sales 
Manager John Christy. He added 
that the 11 extra sales brought 
good grosses, that they weren't 
“run-of-the-mill” deals. 

* * ok 

LSEWHERE, some dealers were 

advertising Falcons, Corvairs 
and Valiants for less than $1,700, 
and prices below $1,800 were fairly 
common for these models. 

Standard Fords, Chevrolets and 
Plymouths were in the $1,900 range 
in some precincts, but most dealers 
insisted on a bit more for those 
models. 

Buildout bonuses are helping 
Chrysler Corp, dealers in the 
price fight, but other retailers 
are getting along without these 
benefits at present. 

Many Ford and General Motors 
dealers are still hoping for build- 
out payments, but they admit that 
the inventory situation may rule 
them out this year. Dealer stocks 
are considerably lower than a year 
ago. 

A GM dealer in the Great Plains 
area argued last week that te 








out bonuses should be paid regard- 
less of the lower,/inventory. “We 
have to carry a 60-to-90-day supply 
at this time,” he said. “We need the 
bonus to help with our increased 
fioor-planning charges.” 

* * * 


N JACKSONVILLE, Fla., Bur- 

well Motor Co, advertised a 

Corvair two-door at $1,697 and a 
(Continued on Page 4, Col, 3) 


L. A. Jury Ends Hearings 


In Discount-House Fight 


LOS ANGELES. — Hearings 
have been completed by a Fed- 
eral grand jury investigating 
antitrust aspects of industry ef- 
forts to eliminate discount-store 
selling of new cars, it was learned 
last week. 

The grand jury reportedly 
questioned discount-house opera- 
tors, auto dealers and dealer as- 
sociations in an effort to deter- 
mine whether there was factory 
pressure involved in shutting off 
the supply of new cars to the 
discount outlets. 


As of This Week... 


} 





ing the bill were drawn from all 
walks of life. 


The hearings have boiled down 
to a fight over whether the Federal 
government should compel retailers 
to inform consumers of the simple 
annual] interest rate they are pay- 
ing on time sales deals. 

* * * 

HOSE in favor of the bill feel 

that consumers will make much 
sounder use of credit, if they. have 
such information. Other benefits 
are claimed for the bill—help in 
stabilizing the economy and a brake 
on credit abuses by retailers. 

There is actually a third side 
in the fight—officials of govern- 
ment agencies. While a number 

of them have given the bill mild- 

to-enthusiastic support, all have 

taken pains to duck the responsi- 
bility for enforcing the regula- 
tions, 

The opposition has attacked the 
bill from all angles, The chief ob- 
jections are: Computing the inter- 
est rates would be a great burden 
on retailers, the measure would cre- 
ate more problems than it solves 
and the Federal government should 
not legislate in this area, anyhow. 

* * * 


OrE of the chief opponents of 
the bill has been Senator Wal- 
lace Bennett, Utah Republican who 
is also board chairman of Bennett 
Motor Co. (Ford), Salt Lake City. 
He is a member of the group hold- 
ing the hearings. 

He has charged that the bill is 
impractical, unenforceable and 
would do more to conceal the 
“truth” by causing credit charges 
to be hidden in selling prices than 
it could possibly do to benefit the 
public. He said consumers are in- 
terested only in the dollars they 
pay for credit and not the simple 
annual interest rate. 

White House support was given 
by the first witness, Dr. James 
Tobin of the Council of Economic 


Here's the Score on Changeovers 


°62 Makes 
In Production 


Down for 
Changeovers 


Cadillac 

F-85 

Oldsmobile (Std.) 
Pontiac (Std.) 
Studebaker Hawk 
Studebaker Lark 
Tempest 


CANADA 
Chrysler Corp. 
| General Motors 
Studebaker 


(NONE) 





| 
*Some plants already down for changeovers, 





"61s Still 
In Production 


Checker 

Comet 

Corvair* 
Chevrolet (Std.)* 
Falcon 

Ford 

Lincoln 

Mercury 
Thunderbird 


Going Down 
This Week 


Buick (Std.) 
Chrysler 
Dart* 
Dodge (Std.) 
Imperial 
Lancer* 
Plymouth* 
Rambler 
Special* 
Valiant* 


CANADA 
American Motors 
Ford Motor 


but not officially built out on ’61 models. 


* — > 


Advisers. The divergence of opinion 
between President Kennedy’s CEA 
and the Federal Reserve Board that 
has shown itself on general mone- 
tary policy appeared again on the 
Douglas bill which would require 
lenders to state finance charges 
both in dollar terms and as a sim- 
ple annual interest rate. 

Tobin felt that passage of S, 1740 
would “contribute to economic sta- 
bility and to the efficiency of our 
market economy” as well as “pre- 
vent fraud and deception” and “in- 
vigorate competition” in consumer 
finance. 

* * OF 


As Tobin did not think 
the “overall level of consumer 
credit” was at issue, he did note 
the problem of recessions and the 
bill’s impact then. He spoke of its 
“counter-cyclical” effects in re- 
straining credit buying in booms 
and expanding use of credit in 
downturns. 

“By increasing consumer 

(Continued on Page 34, Col, 1) 

* * * 


NADA, Bankers Assailed 


For Divestiture Stand 


ASHINGTON. — The National 

Automobile Dealers Assn. and 
the American Bankers Assn. have 
been strongly criticized by Rep. 
Wright Patman, Texas Democrat, 
for failing to testify on a bill to 
divest automobile manufacturers of 
their financing subsidiaries, 


Patman, chairman of the House 
Small Business Committee and 
chairman of a House banking 
subcommittee, testified on H.R. 71, 
sponsored by Rep. Emmanuel 
Celler, New York Democrat, in 
hearings before the House anti- 
trust subcommittee, 

NADA on the last day of the 
hearings filed a statement in op- 
position to the Celler bill. (Nation- 
al Independent Automobile Dealers 
Assn. earlier filed a resolution sup- 
porting the bill.) 

Rep. George Meader, Michigan 
Republican, objected to Patman’s 
criticism of NADA. He inserted the 
text of the NADA statement into 
the Congressional Record and, in 
doing so, professed to be “amazed 
that the gentleman from Texas 
knew so little about his subject 
matter.” 

In a speech on the House floor, 
Patman began his attack by saying 
that ABA and NADA were ex- 
amples of how “big corporations 
can influence the passage. or defeat 
of legislation or influence people to 
act against their own interest or 
the public interest.” Patman de- 
scribed H.R. 71 as a bill to restrain 
monopolistic practices in the manu- 
facture and sale of automobiles and 
he said he hoped for floor consider- 
ation soon. 

Patman told the House: “It is the 


(Continued on Page 4, Col. 1) 


Compacts ‘Top 39 Percent as s Output Recedes 


By Martin L. Whitmyer 
Staff Writer 

AR output in the United States 
sank to a three-week low last 
week as Oldsmobile and Pontiac 
closed out ’61-model production and 
Chrysler Corp, and Chevrolet began 
phasing out at several plants across 

the nation. 
Last week’s car output totalled 
an estimated 105,186 units, com-+ 


pared with 127,260 units rolled 
from U. S. assembly lines a week 
earlier, and 112,276 cars built dur- 
ing the week ended July 23 a 
year ago. 

The low-price standard group 
was able to. pick up 46 percent of 
total industry production on an es- 
timated 48,37 assemblies last week, 
but the spotlight was stolen by the 
compacts, which took a record 389.8 


percent on 41,875 assemblies. The 
medium price group picked up 14.1 
percent on 14,796. cars, and the 
highest priced group took 0.1 per- 
cent on Imperial’s 140 assemblies. 
Cadillac was shut for changeovers 
and Lincoln for inventory adjust- 
ments. Lincoln, however, will re- 
sume production today (July 24). 
One milestone was reached last 
week as the industry turned out its 


three-millionth car of the 1961 cal- 
endar year on Tuesday (July 18). 
The comparable car of 1960 was 
auth during the week ended May 


* ok * 
‘us shutdown of Oldsmobile and 
Pontiac last week brought to 
seven the number of makes now 
down for changeovers — Cadillac, 
(Continued on Page 37, Col, 1) 
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Seeking Clearance on Good-Faith Suit .. . 





Bergstrom, 


By John K, Teahen dr. 
Associate Editor 

ILBERT C, (GIB) BERG- 

STROM spent nine hours on the 
witness stand last week without 
learning whether he will be per- 
mitted to sue General Motors on 
charges arising from the termina- 
tion of his Detroit Pontiac fran- 
chise in March, 1958. 

In a suit brought under the 
good-faith law, Bergstrom is ask- 
ing $620,000 from GM. The cor- 
poration claims he doesn’t have 
a case and has asked for dis- 
missal and a summary judgment. 
At a June 5 hearing on the GM 
motion, United States District 

Judge John Feikens decided that 

Bergstrom should appear in court 

to testify about his relations with 

GM. (Bergstrom now is a Stude- 

baker and Mercedes-Benz dealer in 

Northville, Mich.) 
* 


ok ok 
.— questioning consumed all or 
part of three court days. After 
Bergstrom’s appearance, Feikens 
adjourned the hearing until] next 
Thursday (July 27), at which time 
attorneys for both sides will present 
their arguments. 

Bergstrom is represented by Jesse 
R. Bacalis, Handling the case for 
GM is Daniel Boone, of the corpo- 
ration’s legal staff. 

The current proceeding is not 
a trial. It is simply an effort by 
the court to determine whether 
there is cause for action. GM con- 
tends there is no such cause. 

If the court grants GM’s plea for 
a@ summary judgment, Bergstrom 
can appeal. If the court denies 
GM’s motion, GM cannot appeal. 
The case then would enter the pre- 
trial stage. 

The Bergstrom Pontiac dealership 
was at 5959 Cass Ave. in midtown 
Detroit, a few blocks from the Gen- 
eral Motors Building. The point 
was closed in March, 1958 under 
GM’s buyout program after a sur- 
vey found it to be “illogically situ- 
= ; * * of 

ERGSTROM contends that at 

the time of termination he was 

promised another Pontiac fran- 


Makers Call UAW Demands 
‘Most Expensive’ Ever 


By Francis J. Gawronski 
Staff Writer 


ANAGEMENT took the offen- 

sive last week in negotiations 
for a new labor contract in the auto 
industry. 
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a half-billion dollars last year, or 
an average of $124.58 a month for 
each hourly-rated employe in the 
United States, 


represented an added employment 
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GM in Preliminary Bout 


his Pontiac franchise in April, 
1957. 





chise. GM says he was assured that 
he would be considered for another 
Pontiac franchise when one became 
available in the Detroit area, but 
that there was no outright promise. 

GM says only one Detroit Pon- 
tiac dealership has changed hands 
since the spring of 1958, although 
others have been bought out and 
closed. The one that changed hands 
was Fisher Pontiac, now Charlie 
Burke Pontiac. 

The corporation contends that 
the Fisher location was discussed 
with Bergstrom, but Bergstrom 
did not have the necessary capi- 
tal. Bergstrom denies that any 
such discussions were held. 

Bergstrom came to Detroit in 
1951 from Kansas City, where he 
was part owner of the then Berl 
Berry Ford. He operated a Detroit 
Ford dealership until 1956 and was 
a uSed-car dealer when he received 


Studebaker Plant 
‘Sold Out’ of ’61s; 
62 Orders Roll In 


SOUTH BEND.—The Studebaker 
factory is “sold out” of all 1961 
cars, according to L. E. Minkel, 
Studebaker-Packard Corp. market- 
ing vice-president. 

“All Studebaker Larks and 
Hawks have been delivered to our 
dealers,” Minkel said, “and show- 
room shortages have already been 
reported in several markets.” 

Minkel predicted that the clean- 
up of 1961 cars by Studebaker deal- 
ers will be one of the most rapid 
and orderly in recent years. With 
late orders exceeding production, 
Studebaker is ending the model 
year in an exceptionally favorable 
position, he added. 

“Advance orders for 1962 models 
are currently over two months 
ahead of orders being received a 
year ago,” Minkel said. “We expect 
sales to accelerate when the new 
— are introduced early this 
fal Pag 



































* * * 


IS Pontiac outlet was a Motors 

Holding dealership, Bergstrom 
invested $20,000; Motors Holding in- 
vested $110,500. Bergstrom received 
a salary of $1,500 per month as 
president and was to get one-third 
of the profits after taxes. : 

Bergstrom testified last week that 
early in March, 1958, the Pontiac 
zone and regional managers told 
him that a GM survey had found 
that his location was no longer 
needed and it was going to be 
closed. 

“They almost had to pick me up 
off the floor,” he recalled. 

He said that he wanted to keep 
operating but that James M. 
Quinlan, Motors Holding repre- 
sentative on the dealership board 
of directors, said Motors Holding 
would accept Pontiac’s offer to 
purchase the assets of the firm. 

On cross -examination, Boone 
noted that Bergstrom had asked the 
Pontiac field men about a future 
dealership. “Didn’t they tell you,” 
Boone asked, “that there was noth- 
ing open at that time, but that you 
would be ‘considered’ when a fran- 
chise became available?” 

“They didn’t say ‘considered,’” 
Bergstrom maintained. “They said 
there would be a deal for me.” 

* ok ok 

A Bergstrom said, Quinlan 

informed him that he had no 
more equity in the dealership be- 
cause of operating losses. Berg- 
strom blames this on a $13,000 
writedown of used cars, which he 
considered unnecessary. The used- 
car adjustment was contained in a 
year-end audit (for 1957) prepared 
by a public accounting firm. 

At this point, Feikens asked At- 
torney Bacalis: “If the adjustments 
were proper, do you concede that 
Bergstrom’s equity was wiped out 
by operating losses?” 

Bacalis said he could not answer 
because he had not seen the finan- 
cial statements. 

Bergstrom was not the only one 
who lost money in the dealership. 
Toward the end of last week’s 
hearing, Boone told the court 
that GM “took a perfectly fer- 
ocious licking.” 

On March 13, 1958, Bergstrom, 
Quinlan and Pontiac and GM peo- 
ple met in a Detroit hotel. Berg- 
strom said the purpose of the meet- 
ing was to arrange for the purchase 
of the dealership assets by Pontiac. 

He said Quinlan accepted Pon- 
tiac’s proposal on behalf of Motors 
Holding. (Motors Holding had an 
85 percent equity in the dealer- 
ship.) 
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Dealers Sponsor Telecasts of Boat Races— 


The Greater Seattle Chevrolet Dealers Assn. will cosponsor live telecasts of the 
$40,000 Seafair Derby Hydroplane Races in Seattle on Aug. 6, Admiring the perpetual 
trophy awarded to each year's winner are, from left, Directors Elmer McCarty, West. 
lake Chevrolet, Seattle; Bob Lansdon, Bel Air Chevrolet, Bellevue; Chick LeCuyer, Gene 
Fiedler Chevrolet, Seattle, and Howard Bothell jr., Bothell Chevrolet, Auburn. 


But Quarter Trails 1 960... 
AMC’s Profits, Sales Rise 


DETROIT. — American Motors| were well below those for the like 
Corp, reported a sharp upturn in| period of the previous year. 
sales and earnings in its fiscal third} Sales in the first nine months of 
quarter, ended June 30. the current fiscal year totalled $701, 
Earnings for the three-month | 921,937, off 18.9 percent from the 
period were $7,689,174, compared | $865,007,264 sales total a year ear- 
with $2,208,264 in the previous | lier. This year’s nine-month profit 
quarter. In the June quarter a | WS $20,060,762, down 54.1 percent 
from the $43,726,428 earned in the 
year ago, when production and lik ‘ 
e period of last year. 
sales reached alltime highs, net “In additio a a 
ings totalled $17,109,144. n n to reduced produc- 
— : 7 tion and sales volume that was 
President George Romney an-| characteristic of the industry as 
nounced that net sales in the third; g whole,” Romney said, “factors 
quarter were $244,562,832, up 36 per-| responsible for the lower net in- 
cent over the previous quarter when| come in the third quarter of 1961 
$179,741,066 was reported and eX-| from 1960 included the expense of 
ceeded only by the record $310,409, - sales stimulation necessary to 
367 in the April-June quarter of meet competitive forces at the 
1960. dealer level, increased deprecia- 
However, AMC’s results in the| tion of capital equipment and 
first nine months of its current| amortization of tools, absorption 
fiscal year (October through June)| of higher costs of product im- 
—_—_——_—-e ooo | provements, greater expense re- 
sulting from. more liberal war- 
Smith Honored ranty terms, higher labor and 


" material costs, and closer com- 
: petitive pricing of automotive and 

For Civic Work a 
Romney pointed out that Ram- 
By Atlanta Rotary bler’s share of the domestic auto- 
ae ;_| mobile market during the June 
a ATLANTA. Hal L. Smith, res] Guarter was &8 percent, according 
let), has received the’ Armin Maier to trade reports, representing a con- 
pane tinued improvement over the 6.7 


Award for community service for : 
percent in the first two quarters of 
1961 from the the fiscal year. 
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These extra benefits, GM said, 









* * * 





































































































































































































































































































































































(Plymouth-Dodge-Chrysler), ob-| it of $8,355,718 on sales of $145,216, 


* Miners’ vacation. : : 3 ‘ 
served his 40th year in business, | 972 in the first six months of 1960. 
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Dealer Forum 


by Robert M. Finlay 







VER wonder how easy it is to 
buy from your shop? Or how 
your business looks from the posi- 
tion in which the customer stands? 
If you are the boss, you see it 
differently, because it is different 
for you. But it might be helpful 
to try to weigh the customer val- 
ues as the stranger would see 


think he works here.” 


AUTOMOTIVE NE 





“I never heard of him. I don’t 







them. 


To give you the feeling for this, 
here is a report from one of our 
correspondents who has a reputa- 


tion for objective reporting: 
* * ok 


His Story 


I 


regular.” 


Because I had a few extra min- 


utes, I walked over to a TBA store 


the dealer operates next to his new- 
car showroom. I needed a pair of 
seat covers and thought he might 


have some he could put on while 
I was interviewing the service man- 
ager. They had lots of seat covers. 
But none had prices. I didn’t want 
any cheap covers, so the clerk said, 
















ARRIVED at the dealership a 
few minutes early, delivered my 
car to the washrack and asked the 
man to steam clean the engine and 
wash the car. He asked me if I 
wanted gasoline. I said, “Put in 


doorway. ye 
These Things 


A 


x * 


Happen 


I were sitting in the dealer’s 


sort of reception I had received. 
I told them about trying to buy 
seat covers and wandering all over 
the place. They laughed and said, 
“Well, it’s too bad, but once in 
awhile these things happen.” 

The dealer figured that if I 
wanted seat covers, he would take 
care of it. He made a few notes 
On paper about my car and color, 
what I’d like to have and how 


page Mr. Jones. We started to do 
that, when somebody hollered that 
Jones was standing in the office 













FEW minutes later, Jones and 


office. They were asking me what 









“Well, we have some down here in 
boxes.” 

We began to look through 
boxes. Some must have been 20 
years old. They had dust on them 
so thick it blew in the air every 
time we moved. All they showed 
were numbers, so you couldn’t 
tell which box was for what car. 
I asked the clerk, “Do you have 
a code book, so we can figure out 
which covers fit my Ford?” 

The clerk replied, “We have no 
code book. I don’t know which fits 
your car. How about my ordering 
you some?” 

“No, don’t do that. I’ll forget it, 
and get covers another day.” I 
started to walk out, “Oh, I almost 
forgot. Where do I find Mr. Jones?” 
(Mr. Jones was the general service 
manager.) 

‘I don’t know,” said the clerk, 


Sales by Dealers 
Rise 12 Percent 
During Month 


WASHINGTON. — New-car deal- 


much I wanted to pay. After more 
conversation, the service manager 
and I went to his office where I 
spent four hours to get a two-hour 
interview. It seems the service 
manager has his office where he 
can watch everyone work. Unfor- 
tunately, they all knew he was 
there, and couldn’t turn around 
without calling on the phone or 
interrupting to find out how things 
should be run. 

After hearing what a wonder- 
ful organization he had (this man 
had many excellent ideas), I took 
my leave and went to get, my car 
and bill. At the cashier’s, it was 
carefully explained that my car 
was two quarts low in oil. But 
because they had no authoriza- 
tion, they couldn’t add the oil. 
There was no record of the seat 
covers, nor had they been put on. 
I ordered “regular” gasoline and 
they put in more expensive 
“Ethyl.” 

It seems to me that although the 
service manager knew a great deal 
about his business, his employes 
aren’t “hep” about taking care of 
customers. I’m sure that had any 
employe taken an order for $20 


5 million, up 12 percent from the 


ers’ sales in May totalled $2,792 


April figure but 9 percent under 
the report for May of last year, 
the Commerce Department re- 
ported. 

Total retail sales in May reached 
$18,621 million, up 7 percent from 
April but little changed from the 
May, 1960, figure. 

May sales by tire, battery and 
accessory dealers amounted to $217 
million, a gain of 10 percent from 


seat covers, then failed to have 
them installed, the service manager 
would have fired him. In this case 
it was the dealer who had failed 
to follow up the order. Be rough 
trying to fire the boss, 

Is it possible the reason this 
dealer’s service operation runs at 
only 40 percent capacity is because 
the boss isn’t alert to opportunities 
of taking care of customers who 
want to buy things? Like seat 
covers? 









Yours truly, 


Sam 
* * * 


This couldn’t happen in your 
shop, could it? 


First Test Case 
Of D.C. Law Lags 


WASHINGTON. — The first test 
case on the District of Columbia’s 
law requiring that auto salesmen 
be licensed has bogged down in a 
legal snarl. 

Francis Thibodeau was charged 
with selling a car while not licensed 
as a salesman. He is in charge of 
the service shop at Nationwide 
Motors. 

His attorney asked for a jury 
trial in spite of the penalty pro- 
vided by the new law—$500 fine 
and/or six months -in jail: The 
judge agreed. The prosecutor 
sought action on a 1903 law which 
carries a lighter penalty and does 
not require a jury trial. 

The judge would not go along 
with the prosecutor’s plan so the 
matter is being held up pending 
an appeal by the prosecutor. Thi- 
bodeau is free on $100 bond. 


April but a drop of 3 percent from 
the total for May of last year. 

Sales of automotive wholesalers 
in May were $681 million, a gain of 
6 percent from April but a decline 
of 3 percent from May, 1960. 
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So, I walked out into the service| 
area, The first man I asked about] | 
Jones pointed to an office building] | 
and said he was over there. I 
walked over, and asked a man if] 
Jones was there, He said, “No,|' 
he’s back where you came from.” |’ 
So, back to where I was in the first 
place. The nice man in the white 
coat said, “No, Jones is not here, 
and I don’t know where he is.” I 
suggested that maybe we could 
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Dealer Celebrates Anniversary— 


Ford Denver district sales manager. Other 


used units in 40 years. 


Walton Motor Co. is celebrating its 40th anniversary as the Ford dealership in 
Cheyenne, Wyo. James H. Walton, right center, company founder, accepts a plaque 
commemorating ‘'40 years of outstanding service” from J. W. McClanathan, left center, 


dealership officials present at the ceremony 


are Edward H. Krumm, left, vice-president, and Robert B. Walton, right, president. 
Founded in 1921 with eight members on the staff, Walton Motor now employs 70 
persons. The dealership has sold 15,000 new cars and trucks and more than 40,000 


After Legislative Probe .. . 


California 
Auto-Sales 


By William Carroll 
West Coast Editor 


LOS ANGELES.—Gov. Edmund 
Brown has signed into law a Dill 
authored by Assemblyman Thomas 
M. Rees, Beverly Hills Democrat, 
designed to protect the public in 
auto purchases. 

As chairman of the Assembly 
Finance and Insurance Commit- 
tee, Rees conducted an investiga- 
tion into charges of unfair auto- 
mobile sales and finance practices 
last year. 

Southern California dealers are 
not yet aware of the full impact of 
the act, according to opinions of- 
fered by local dealer association 
executives. 

“I don’t think dealers really 
know what this thing (Rees-Lev- 
ering Act) does,” said one associa- 
tion advisor. “It’s a technical thing 
that’s really going to sock the 
dealer.” 

Another association executive 
told Automotive News, “This is 
what happens when the factory 
puts in a stimulator dealer. He 
brings down the wrath of the 
public on every dealer in the 
state.” 

Among other things, the Rees- 
Levering Act: 

1. Provides for award of attor- 
ney’s fees to the buyer who goes 
to court in auto cases and wins. 
“Without this provision,’ Rees com- 
mented, “the present law is like a 
toothless lion; fierce at first sight 
but lacking the ‘bite’ necessary to 
discourage dishonest dealing.” 


2. Bans outright the use of trust 
deeds on real estate as a means of 
security for a car sale. Rees con- 
demned this practice as brutal, as- 
serting, “It is unthinkable that an 
auto. dealer should have the right 
to seize a man’s car, sue him for 
the amount still owing on the con- 
tract and take his home away from 
him, if he gets behind in his pay- 
ments,” 

3. Makes it possible for the 
state to deprive a dealer of his 
license if he falsely advertises “no 
money down” when in fact the 
buyer is required to negotiate a 
separate loan to cover the down- 
payment. 

4. Requires a dealer to give each 
car buyer a copy of a binding 
agreement when the buyer takes 
the car home. “Some dealers have 
made it a regular practice to de- 
ceive the buyer into thinking he 
has a hard and fast deal, then 
‘buffalo’ the buyer into signing a 
new agreement to his own detri- 
ment,” Rees stated. 

5. Subjects the seller to penalties 
if he does not inform the buyer 
fully of the price and terms of the 
sale at the time the deal is “closed.” 
6. Makes it easier for the buyer 


















Tightens 
Rules 


whose car has been repossessed to 
redeem the automobile. 

7. Stipulates that when a court 
nullifies a contract, the compensa- 
tion which the dealer must pay 
the buyer for his tradein shall be 
the value of the car as originally 
agreed to by seller and buyer— 
not the prevailing trade value. 

8. Compels the dealer to alert the 
buyer that public liability and prop- 
erty damage insurance are not in- 
cluded in the deal when such is the 
case. “Some people have been 
talked into buying costly insurance 
on the salesman’s word that it 
would meet the requirements of the 
Financial Responsibility Law when 
actually such was not the case,” 
Rees said. 

9. Allows correction of contracts 
under restricted circumstances in 
order to reduce the amount of law 
suits over carelessly drawn agree- 
ments. 

10. Redesignates the cost of buy- 
ing on time as “finance charge” so 

(Continued on Page 38, Col, 1) 


Plymouth Deal Closes; 
One Left in Memphis 


MEMPHIS. — John L. Wellford 
has closed his Plymouth dealership 
at 2509 Summer, leaving Memphis 
with only one Plymouth outlet. 

The remaining Plymouth dealer 
in this city of 497,000 is John T. 
Fisher, 211 S. Dudley. Chuck Hut- 
ton East (Dodge), 2870 Poplar, also 
has been authorized to handle war- 
ranty work on Plymouth. 


3 


Dealer Total Dips 


In Toronto Area 


All Makes Show Trend 
To Larger Outlets 


TORONTO. — Dealerships here 
are getting bigger but fewer. Sev- 
eral dealerships that have closed 
in recent years have not been re- 
placed. 

Chrysler Corp. of Canada shows 
the biggest reduction in number 
of dealers. Two years ago, there 
were 32 Plymouth and Dodge 
dealers in Metro Toronto. Now 
there are 16. 

Chevrolet outlets have dropped 
from 16 two years ago to 11, Olds- 
mobile is down from five to three, 
and Buick is down from six to five. 
Pontiac has risen from seven to 
eight, 

Ford Motor Co. of Canada with 
about 12 dealers in the area last 
year, is down to 10. Hillcrest Mo- 
tors, Finch Motors and Cedarvale 
Motors, a Mercury-Lincoln-Meteor 
outlet, all have closed in recent 
weeks. 

There were 12 Mercury dealers 
here two years ago. Now there are 
nine, 

A Ford spokesman said all com- 
pany dealerships are under review. 

“The trend in metropolitan 
areas is to high-volume dealer- 
ships,” he said. “Three years ago, 
there were 30 percent more deal- 
ers in some of the metropolitan 
areas than there are now. But 
many of the dealers were not ac- 
tive.” 

A GM spokesman said his com- 
pany could not spot a trend to big- 
ger and fewer dealers on a national 
basis. “It could happen in specific 

areas,” he said. 

American Motors of Canada re- 
ported that its Toronto dealer body 
has remained at nine in the last 
two years, with one open franchise. 

Earl K. Brownridge, president, 
said: “We don’t think we will have 
more than 10 dealerships in the 
Metro area. 

“We work under the premise 
that our dealerships must grow 
with us. We have better dealers 
now than we had two years ago.” 

Volkswagen of Canada has gain- 

ed one dealer in the last two years, 
bringing its network in Toronto to 
10, according to Frederick Mallard, 
wholesale manager, 

VW has reached the point in this 
area where expansion of sales will 
come from within the existing deal- 
erships, Mallard said. 

British Motor Corp. has seen an 
expansion of Morris dealerships 
from 12 to 16 in the Metro area in 
the last two years. The number of 
Austin dealerships has remained at 
eight, but the quality of the dealer- 
ships has improved, according to 
BMC. 

According to a survey by the 
Federation of Automobile Dealer 
Assns. of Canada, average net 
profit for members before taxes 
and including dealer reserve 
slipped to $94 per car last year, 
down from $113 in 1959. 

The FADA survey said net profit 
before taxes was 1.71 percent of 
sales in 1960, compared with 1.98 
percent in 1959. 



























On the House... 


Introduce new models in January instead of early 
fall, auto makers are being urged by Missoula 
(Mont.) dealers. This group feels northern dealers 
particularly could better handle deliveries if new 
cars were brought out after Jan. 1 instead of just 
before the holiday season and cold weather. This 
also, these dealers believe, would partly eliminate the 
uncertain customer who is waiting to see the new 
models when dealers are in the middle of their 
best selling season. The NADA Task Force is being 
asked to include this proposal in its long-range 
dealings with the factories ... 

Wemhoff A GM official says the trend is to still further 
reductions in the number of dealers, as a@ means of bulwarking 
strong dealers and eliminating marginal operators. He says, too, 
that GM is determined to solve the new-car distribution problem 
... Martin Bury’s “The Automobile Dealer,” first published in 1958, 
is now in a revised edition ... Chicago dealers will sponsor 4,000 
unfortunates at annual Orphans’ Auto Day Aug. 16... Tom Frost, 
Warrenton (Va.) Ford dealer, reelected to State legislature . 


Chuck Elmendorf, manager of Los Angeles dealer association, 
plans to retire soon ... Harry Messer, Chevrolet’; new manager in 
North Central region, started his career with Ford; helped Chevrolet 
officials clean up Chicago-area bootleg ring after World War II. 


—Perte Wemuorr, Editor, 
Automotive News 
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Industry Promotes 
Stainless Steel 
To Auto Dealers 


NEW YORK.—“Brighter Sale 
with Stainless Steel” is the promise 
of a dealer sales promotion devel. 
oped by the Committee of Stainless 
Steel Producers, American Iro 
and Steel Institute. 

Announcement of the promotion, 
which points out the sales appeal 
of stainless and which shows how 
to capitalize on it, has been made 
to all United States car dealers in 
a 16-page brochure. To provide ad- 
ditional sales ammunition, a num 
ber of showroom display aids are 
offered by the committee at mm 
charge to interested dealers. 

The booklet, which identifig 
the stainless brightwork on all car 
makes in a series of two-cuilor 
sketches, outlines Detroit’s engi: 
neering and styling requirements 
which, the steel industry claims, 
are best answered by stainless steel, 
The consumers’ knowledge of the 
steel alloy in both small and big- 
ticket items is pointed out as an 
untapped selling point. 

“Recognizing that stainless is 
known to consumers in thousands 
of products and applications,” said 
a committee spokesman, “encour. 
ages dealers to link manufacturers 
demand-for-performance with the 
prospects’ presold attitude toward 
the quality metal.” 

A considerable amount of support 
has been generated by the steel in- 
dustry to strengthen this presold 
attitude among consumers, the 
spokesman said. 

One phase of this backup is the 
developing of increased public 
awareness of the materials used in 
the products they buy—from toast- 
ers to TV sets and from carpet 
sweepers to cars. 


Firestone to Make 
2-Ply Tires for 
Standard Cars 


AKRON.—Firestone Tire & Rub- 
ber Co. has announced plans to pro- 
duce two-ply tires for 1962 models 
of several standard-size automo- 
biles, as well as most compact cars, 

The company is producing two- 
ply tires as original equipment for 
some 1961 compact models, and 
since 1955 has made hundreds of 
thousands of the tires for small, 
lightweight European cars. 

President Raymond C. Firestone 
said the two-ply tires for American 
cars will have four-ply ratings in 
all sizes manufactured, and will 
carry the same road hazard guar- 
antees as their four-ply counter- 
parts. 

The company has introduced sev- 
eral innovations in the construc) 
tion of the two-ply tire, according” 
to Firestone, These include a new 
method of locking the beads into 
the tire, a layer of red rubber be- 
tween the tread and cord body to 
warn motorists when treads are® 
worn, nylon reinforcement, a new 
curing process, stronger body cord 
and a new tread rubber. 

Firestone said he is confident the 
company’s two-ply tire will stand 
up under all types of motoring. 


Hits Failure to Testify ... 


Patman Chides NADA 
On Celler Bill Action 


(Continued from Page 1) 





worst kind of monopoly when a| business, but I am sure without 
huge firm like General Motors,| GMAC I would be paying a higher 
which makes many millions of dol-| rate of interest on my floor-planned 
lars every year from selling auto-| cars. And I do not use GMAC floor 
mobiles, also is permitted to multi- | plan.” 

ply these millions of dollars of Nels A. Hendrickson (Pontiac- 

profit by financing their sales} Rambler), Chicago, a 46-year auto 

through a nationwide branch-bank-| veteran and a 36-year GM dealer: 

ing system innocently called Gen-| “I have my own finance company 

eral Motors Acceptance Corp. This} and my own insurance company, 

is greed at its worst. The same/ and I have not had one iota of 

thing can be said of Ford Motor! criticism on the part of GMAC, 

Co.” Pontiac or Rambler.” 

The Texas Democrat noted that; fHerb Estes (Ford), Ann Arbor, 
ABA is made up of big and small! president of the Michigan Automo- 
banks and said the bill would help! pjje Dealers Assn.: “It seems un- 
little banks particularly. American to me to divorce any 

“For what strange and unex- | manufacturer from a legitimate 
plained reason did the banks not | business enterprise. GM dealers are 
testify? Does a big corporation | the envy of our whole dealer body 
wield such powerful influence | because they have access to the 
over our economy? Have the | services of GMAC.” 
bankers abdicated to the tentacles In addition to Meader’s letters, 
of GMC’s national money-lending | the House Antitrust subcommittee 
system?” has received many other communi- 


Patman also found “deathly cold | cations from dealers, showing a 
silence” from NADA, although the | divergence of opinion on the divest- 


dealers association did file a state-|iture bill. 
ment in opposition. The president of Terrill-Phelps 


Patman continued: “It seems in-| Chevrolet Co., Springfield, Mo., 
credible that this big organization | said: “During the heyday of the 
would not appear before the com-| blitz, the so-called auto discounters’ 
mittee. Since it directly affects the | main pitch and most of their profits 
business of every dealer in the| Were made on fraudulent claims 
country, one would think NADA| and packed finance charges. In my 
representatives would have been| Opinion, General Motors Acceptance 
among the first on the firing line to| Corp. working with sound General 
testify one way or the other. They | Motors dealers was one of the prin- 
surely have to be for or against| cipal deterrents to this bad prac- 
something that directly affects their | tice which did incalculable injury 
daily lives, to our industry.” 

“This is a situation where the au- On the other hand, Nemith 
tomobile manufacturer often makes| Motor Corp., Troy, N. Y., wrote 
more from the financing and insur-| the subcommittee: “As soon as 
ing than the dealer does from the| these two giants of the automo- 
sale of an automobile. Could they| tive industry start to lock horns 
be influenced? Are the dealers| With the vast financial resources 
afraid of losing their franchises ?” of their financial subsidiaries, it 

In its statement opposing the | is a foregone conclusion that 
Celler bill, NADA said it desires Chrysler, American Motors and 
to “preserve to all auto manufac- Studebaker must become casual- 
turers the freedom to engage | ties as the dealer body of these 
ethically in any business that independents will not be able to 
would promote and further the compete.” Nemith operates from 
welfare and interests of the retail three locations and sells Fords, 
auto dealer and the public he Willys, and about 10 foreign 
serves,” makes. 

The auto dealer, NADA said, re- An independent motor truck deal- 
quires adequate low-cost financing | er who competes with International 
of retail sales, of the cars he buys | Harvester, Mack Trucks, and White 
from the factory and of capital | Motors — McGee Trucks, Inc. St. 
loans which he needs from time to| Paul, said: “A selling dealer could 
time. not under any circumstances police 

GMAC, the trade group said, has| the operations of individual opera- 
provided these services for GM] tors without some national organ- 
dealers at low cost, while some| ization such as Yellow Manufac- 
other financing institutions have| turers Acceptance Corp. No single 
shown a certain reluctance or in-| individual would be able to finance 
ability to provide one or another| the necessary stocks that must be 
of them. maintained in order to have the 

NADA also believes that the ex-| proper tools.” 
istence of GMAC has “enabled our} Mercantile Trust Co., St. Louis, 
members who are not GM deal-| opposed divestiture of GMAC and 
ers to obtain services of better|Says it “is handling the finance 
value and quality from other fi-] business of approximately two- 
nance companies.” thirds of GM dealers in St. Louis.” 

Amputation of the finance arms Tivoli Motors (Ford), Zelienople, 
of GM and Ford would increase| Pa. thinks spinning-off auto fi- 
financing costs, according to NADA.| nance subsidiaries “will hurt a lot 
The association declared that the|of dealers and honest buyers.” 
we one i Le cO1- 
absorb such costs and the consumer 
has indicated definite resistance to 
higher costs of automobile acquisi- 
tion. 

Addressing the House, Meader 
again criticized Celler for refus- 
ing to let auto dealers testify in 
person on the divestiture bill. 
Meader insists that dealers are 
“the most informed class of wit- 
nesses on the cost of financing 
and insuring auto sales.” 

He read several letters he has 
received from dealers on the sub-| @) 
ject of H. R. 71. Following are 
excerpts from those letters: 

H. Richard Coffey (Cadillac), Ann 
Arbor, Mich.: “I believe that if 
H. R. 71 should pass, it would cre- 
ate increased cost to the consumer 
as well as decrease the manufac- 
turers’ auto production.” 

W. A. Williams, Dundee, Mich., 
a Chrysler Corp. dealer: “I am op- 
posed to H. R. 71 because it appears 
to be discriminatory, as it would 
affect the auto industry when many 
other types of business are engaged 
in the same practice.” 

Paul C. Chapman sr., Ypsilanti, 
Mich.: “In my community, GMAC 
has no monopoly on the finance 








































































Plymouth Trophy for Winners— 

El Cerrito (Calif.) High School will be able to display this trophy won by Tom 
Young, right, and Mike Chambers in Plymouth's trouble-shooting contest in the San 
Francisco area. Honorary Judge Lucile Lando not only presented the trophy to the 
winners but also hosted the youngsters on her program over station KSAN. Miss Lando 
also gave the contest space in her newspaper column San Francisco Progress. Young 
and Chambers repaired 23 pre-installed malfunctions in 36 minutes. 


Price Advertising Spreads 
Under Cleanup Pressure 


(Continued from Page 1) 


Biscayne utility sedan at $1,897.| ed $1,595 for a Falcon with a $200 
Dick Green, Detroit, priced a Val-| tradein, and Moore Ford Co., Little 
iant at $1,674 and a Plymouth at/| Rock, priced Falcons at $1,650 and 
$1,831. Burns Ford, Louisville, had | Fairlanes at $1,885 plus a ’53 or ’54 
a Falcon at $1,687 and a Fairlane| “in good condition.” 

at $1,902. 

Ford Fairlanes were $1,895 at nak Sil, ses : ae )s 
Richmond Motor Co., Richmond, -. staged a demon 
Va., while Morris Chevrolet, Ok- | *ttator sale. A newspaper ad car- 
lahoma City, offered a Biscayne | Tied pictures of seven Robinson 
two-door at $1,898. Perkins Mo- | salesmen and descriptions of 
tors, Louisville, mentioned Plym- | their cars. Mercury is paying a 
= for os. ree ——— $250 rebate on demos sold to 

uncan ercury, Jeffersonville,| salesmen an com wn 
Ind., listed a Comet at $1,798, and demos sais cao 
Cecil Holland Ford, Miami, offered 

In Rochester, N. Y., two Olds- 
mobile dealers offered bargain 


a Falcon at $1,699. Othling Wil- 

liams, also in Miami, advertised 

Plymouths at “$99 over factory in-| prices on loaded cars. Fincher Olds- 
mobile mentioned a Dynamic 88 
for $2,791, including automatic 


voice.” 
Security Motors (Rambler), Mem- , 
phis, priced a Metropolitan at| transmission, power steering and 
$1,495, including radio, heater and| heater. 
whitewalls, and S. T. Bird Co.} Bonenblust & Buckman Oldsmo- 
bile, in a Fourth of July promotion, 
offered a long list of equipment free 


Summerville, S. C., featured a Ram- 
to Rochester residents who paid the 


bler American two-door sedan at 
$1,675 and a Rambler Classic De- 

“regular price of the car and auto- 
matic transmission.” 


luxe four-door sedan at $1,845. 
* * * 
OME dealers stressed the “differ- 
The list of free items totalled 
about $475 retail and included 


ence,” quoting the price after 
deduction of the tradein. Mike Per- i 

power steering, power brakes, 
radio, heater, whitewall tires and 


sia Chevrolet, San Antonio, offered 
custom interior. 


buyers their choice of a Corvair 
or Biscayne for $1,395 after a $400 

In the same vein, Palmer-Hooper 
Motors (Mercury-Comet), staged 


trade. 
Duval Motors, Jacksonville, want- 

Se el ee ee” OR Once Oa 

ment. Cars were priced at their 


Of Year Recor ded select accessories at $1 per item. 


In Slow Market 


(Continued from Page 1) 
models late in September, as most |@ 
other makes will do. e 

* * 










































































































































































































cs 
E three-millionth registration 
this year, by falling on July 17, 
came 38 days later than a year ago, 
when the milestone was passed 
June 9. 

In other words, cumulative ’61 
registrations are trailing 1960 by 
about 750,000 units. 

It took 80 days to sell the first 
million new cars this year; 55 
days for the second million and 
63 days for the third million. 

A year ago, when full-year regis- 
trations totalled 6,576,650 new cars, 
it took 54 days to sell the first mil- 
lion, 43 for the second million and 
38 days for the third million. 

The three-millionth car was reg- 
istered this year a day before its 
counterpart was assembled. Regis- 
trations, of course, involve units 

















































Pontiac's Dealer Council Meets— 


Pontiac's new national dealer council was pictured recently as the 12-man grou 
met with company officials at the home plant in Pontiac. From left are Anthony Urs¢ 
marso, Union Park Pontiac, Inc., Wilmington, Del.; Clint Coons, Coons-Fredlake Pontia 
Co., St. Joseph, Mo.; Woodrow W. Woody, Woody Pontiac Sales, Inc., Hamtramck, Michi 
Charles B. Coker, Chick Coker Pontiac, Inc., Oklahoma City; Joe W. Hamel, Hamel 
Pontiac-GMC, Sedro Wooley, Wash.; F. V. Bridge, Pontiac general sales manage! 
Al Dykes, Al Dykes Pontiac-Cadillac, Newman, Ga.; Calvin D. Wible, Wible Pontic 
Cadillac, Inc., Medina, O.; W. F. Davis, Davis Pontiac, Inc., Elmhurst, Ill.; Troy 7 
Douthit, Douthit-Carroll-SanChez Co., Memphis; H. B. McGrath, McGrath Pontiac, Int, 
Cedar Rapids, Ia.; S. E. Knudsen, Pontiac general manager; C. H. Wilkins, Wilkin 
Pontiac, Van Nuys, Calif., and Howard W. Esler, Esler Pontiac, Bloomsburg, Pa. 













New Fabric— 


Cool-Puff by Lumite is the new channel 


fabric introduced by Chicopee Mills, Inc., 
New York. Seen here as an insert, it is| carried over from the 1960 calendar 


also suitable for seat covers. Deep, puffed | year as well as approximately 205,- 
channels provide maximum air circulation| 000 imports included in the three 


for greater comfort and less fatigue. million. 












=] The Listening Post 


A monthly newsletter from Universal C.I.T. Credit Corp., 
with views and ideas of interest to automobile 


dealers and salesmen. 


in the Rain 


Selling 


The Post Man 


UNIVERSAL 
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es First-Half Earnings, ’62 Season... 





Chrysler Board Faces Key Session 


By Maynard M. Gordon 
News Editor 
A NEW chapter in the recurring 

Chrysler “crisis” will unfold 
Thursday when the corporation’s 
directors are scheduled to meet for 
the first time in seven weeks. 

If the board receives an un- 
favorable earnings report for the 
second quarter, fresh steam may 
be generated for installation of 
@ new president before the ’62 
models reach the market in Sep- 
tember. ; 

L. L. Colbert, chairman and pres- 
ident, has withstood all assaults on 
his dual position since the stormy 
shareholders meeting last April 18. 
Colbert has confirmed, however, 
that a committee of non-manage- 
ment directors is screening pros- 
pects for company president, 

J * * 

IHIERE is reason to believe that 

the so-called “outsider” direc- 

tors are working toward the new- 
model season as a deadline for 
a new hand in the presidency. The 
purpose, of course, would be to 
bolster dealer and public confidence 
in the corporation’s approach to its 
problems. 

After a disheartening loss of 
$21.9 million in the first quarter, 
a second-period loss or even little 
more than a slender profit could 
trigger the presidential] change. 

Company officials refused to 
speculate on the second-quarter 
showing. Net earnings of $12.8 
million for April-June of last year 
were the best of any 1960 quarter. 


The company’s sales volume in 
the second quarter of this year was 
off sharply from the 1960 level, 
mainly because of diminished ac- 
ceptance of the Dodge Dart and a 
lag in Valiant deliveries. A report 
that Chrysler’s new breakeven 


Nichols Backs State Laws 
On Compulsory Inspections 


DETROIT. — Compulsory inspec- 
tion of motor vehicles in all states 
was endorsed by Dodge General 
Manager Byron J. Nichols with the 
warning that “defective cars are 
dangerous not only to their drivers 
and passengers, but to all others 
on the road.” 


Urging all Dodge dealers to sup- 
port proposals for state-required 
inspections, Nichols said: 

“Even the most skillful motor- 
ist driving on a well-engineered 
highway is a menace to himself 
and others, if his car is not in 
satisfactory operating condition.” 


Nichols noted that many com- 
munities have voluntary safety- 
check programs. “These are worthy 
programs,” he said. “But they 
should not be thought of as a sub- 
stitute for regular, compulsory ve- 
hicle inspection.” 


The auto executive said it is not 
known how many traffic accidents 
are caused by unsafe vehicles, “but 
recent evidence suggests that ve- 
hicle condition plays a far more 
important part than we once be- 
lieved.” 

He pointed out that states with 
effective vehicle-inspection laws 
had a traffic death rate in 1959 
which was 15 percent below the 
national average. He noted that, 
in New Jersey, traffic fatalities 
were reduced 32 percent the first 
year that vehicle inspection was 
made mandatory. 

“In spite of this kind of evi- 
dence,” he asserted, “only 19 states 
and the District of Columbia have 
compulsory inspection laws, and 
two of these do not have the facil- 
ities for enforcing inspection.” 

“It is clear to us at Dodge,” he 
said‘in a letter to dealers, “that 
steps to improve the general oper- 
ating condition of cars and trucks 
on the road must be a part—an 
important part—of any balanced 
highway safety program.” 

Nichols urged the dealers to sup- 
port these other safety programs: 
Training for all new drivers, a con- 
tinuous program of driver educa- 
tion, promotion of use of seat belts, 
improvement in the nation’s roads 





spent last week conferring with 
allies in Detroit. They reportedly 
included Sol A. Dann, James M. 
Robbins and associates of Wil- 
liam C. Newberg, who a year ago 
this month was signing the now- 
disputed settlement agreement 
that followed his dismissal as 
Chrysler president. 


point is 800,000 units annually has 
not been denied by the company, 
but sales in no month this year 
have reached that annual rate. 
ok * oa 

RESSURE for Colbert’s de- 

thronement as president is 
building up from dissident stock- 
holders. J. Bacaloff, Portland (Ore.) 
builder who now is sparkplugging 
the campaign, will be in New York 
this week to contact company direc- 
tors prior to the Thursday meeting. 

Bacaloff said Colbert refused to 
let him address the board after it 
formally convenes in the Chrysler 
Building, although the West Coast 
shareholder said he would attempt 
to attend the closed session any- 
way. 

As self-designated leader of a 
proxy solicitation fight against 
Chrysler management for the 
1962 annual meeting, Bacaloff 



































action at Thursday’s meeting. How- 
ever, he declined to reveal the iden- 
tities of other shareholders whom 


Motor City. 


to carry the ball since the April 
shareholders meeting. It is Dann’s 
hope that anti-management groups 
will unite around “influentia] finan- 
ciers of the Murchison Brothers 
type” if the Chrysler board volun- 
tarily fails to act on a top-level 
change. 

Colbert’s leading four antagonists 
own 8,500 shares of Chrysler stock 
in their own names, broken down 
as follows: Dann, 5,100; Newberg, 
2,100; Robbins, 1,000, and Bacaloff, 


300. 
pare of Chrysler Corp. are 
moving ahead with new-model 
plans without regard to any im- 
pending corporate personnel re- 
alignments. Chrysler-Plymouth Di- 
vision, now operating entirely from 
the old Chrysler-Imperial head- 
quarters on Detroit’s East Jeffer- 
son Ave., is preparing to finalize 
a number of staff consolidations. 

Sales and public relations were 
the first two staff functions to be 
welded at Chrysler-Plymouth. An- 
nouncements are imminent on 
service, engineering and. manu- 
facturing. 

The legal front has been quiet, 
except for a Circuit Court decision 
in Wayne County (Detroit) to con- 
tinue in effect a restraining order 
on Newberg’s personal-damage suit 
against Colbert in neighboring 
Oakland County. The order means 
that Newberg’s suit to dissolve the 
$455,000 settlement agreement must 
be tried in Detroit before he can 
proceed with the wrongful-dis- 
charge litigation against Colbert. 

Chief Judge Theodore Levin of 
Detroit’s Federal] District Court has 
yet to rule on Chrysler’s motion to 
dismiss the Dann suit charging 
proxy violations in connection with 
the April shareholders meeting. 

* * + 
Chrysler Councils Hear 
Quinn in Joint Parley 

DETROIT.—The national dealer 
councils of Chrysler-Plymouth and 
Dodge met here Thursday in an 
unusual joint session, at which 
Sales Vice-President E. C. Quinn 
outlined corporation planning for 
the rest of 1961. The councils also 
met separately with Division Gen- 
eral Managers Clare E. Briggs of 
Chrysler-Plymouth and Byron J. 
Nichols of Dodge. 

Council members were sum- 
moned back for the sessions last 
week barely a month after they 
held their regular spring meet- 
ings. 

It was learned that Quinn, men- 
tioned as a possibility for Chrysler 
Corp. president if a management 
director is to be chosen, assured 
the council members that dealer 
strength would remain a continuing 
goal of the company. 





Mercedes-Benz Sales 


Set Quarterly Record 


SOUTH BEND.—United States 
domestic and tourist retail de- 
liveries of Mercedes-Benz cars 
for the second quarter of 1961 
were the highest for any three- 
month period in the history of 
Mercedes-Benz Sales, Inc., said 
J. Bruce McWilliams, sales vice- 
president, 

McWilliams stated that record 
second-quarter sales of 4,348 units 
represented a 76.7 percent in- 
crease over the first three months 
of this year and a 14.4 percent 
increase over second-quarter 
sales of 1960. McWilliams also 
noted that sales for the first half 
of 1961 were up approximately 4 
percent over sales during the 
first six months of last year. 


* * * 





and streets, and safety-check pro- 
grams in all auto dealerships. 

Nichols noted that all 1962 
Dodge cars will have seat-belt 
anchorages as standard equip- 
ment and that the company is 
making seat belts available to 
dealers on a nonprofit basis. 

“We are encouraging installation 
of seat belts because it has been 
proved conclusively that they do 
save lives and that they do reduce 
the seriousness of injuries,’”’ he said. 

He also urged the use of seat 
belts that meet standards recom- 
mended by the Society of Automo- 
tive Engineers. 

Nichols told the dealers they have 
“a unique opportunity to make cer- 
tain that a large number of the 
nation’s cars and trucks are kept 
in safe condition.” 

“Every time a customer, 
whether regular or transient, 
comes into your service depart- 
ment, give his car a thorough 
safety-check,” he said. “Make 
sure that every vehicle leaving 
your place of business is a safe 
vehicle.” 

In his letter to dealers, Nichols 
said the ever-increasing use of 
motor vehicles in this country pro- 
vides the automobile industry “with 
a grave responsibility.” 

“It is vitally important,” he said, 
“that we lend our wholehearted 
support to every sound effort to 
promote safety on the highways.” 


Late Report... 


Used-Car Market 


The overall average price of used cars sold at wholesale auction 
increased $4 last week to $1,026, the highest level recorded in three 
weeks, according to Automotive News’ index. A year ago it was 
$936. 

Increases amounted to $62 on ’61s (bringing them to a five-week 
high), and $1 each on ’59s and ’58s. The price of ’60s remained 
unchanged. 

Losses amounted to $2 on ’57s, $5 on ’54s, $6 on ’56s and $15 on 
55s. The adjusted price of ’55s represented a new low for that 
model, cancelling the previous minimum which had stood since 
April 10. 

At a group of representative auctions last week the sales ratio 
was 76.5 percent, compared with 76.7 percent a week earlier. 

Auction reports begin on Page 22. 





Bacaloff also planned to confer 
in Detroit over the weekend with 
out-of-town dissidents, including 
some dealers, with the intention of 
“keeping pressure” on the board for 


he expected to journey to the 


Dann, the perennial bee in Col- 
bert’s bonnet, has allowed Bacaloff 
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———— “ Be 
Ford Dealers at Regional Council— 


Among dealers elected to represent the 1,000 dealerships in Ford's 10-state central 
region at the annual Regional Dealer Council meeting in Kansas City, were, standing, 
from left, Dwight L. Ghent, Ft. Collins, Colo.; O. Willard Noller, Topeka, Kans.; John 
M. Reinecke, Schuyler, Neb.; H. M. Skaggs jr., Dodge City, Kans.; Jack K. Heutel, 
St. Louis; Ben G. Gentry, Vandalia, Mo.; Keith H. Bell, Winterset, la.; John A. Whit 
taker, Council Bluffs, la.; Fred’ F, Mount, Marshalltown, la., and E. J. Tiehen, Lincoln, 
Neb. Seated: Donald S. Morgan, executive assistant—regional sales office; Richard J, 
Fairbank, manager, Kansas City parts depot; Montgomery B. Carrott, Quincy, Ill., re. 
gional dealer council vice-chairman; John S. Snyder, central regional sales manager; 
Sanders G. Arnold, Boulder, Colo., regional dealer council chairman; Tjark F. Riddle, 
Kansas City assembly plant manager, and Jack L. Jones, Albuquerque. Jones and 
Skaggs will represent the region at the Ford National Dealer Council meeting. 


























At the Factories... 













Late Personnel News 













gramming manager. In his new 
post, McNamee will develop current 
and future programs for car and 
truck market penetration and pro- 
duction requirements. 

* OK * 


Studebaker-Packard 


Establishment of an applied re- 
search division to develop new 
products and improve existing 
products for Studebaker-Packard 
Corp. was an- f 
nounced by Sher- 
wood H. Egbert, 
president. 

Egbert also an- 
nounced the ap- 
pointment of 
Maynard J, Isley, 
a research pio- 
neer in ballistic 
weapon systems, 
as the first of a 
group of special- : 
ized engineers Maynard J. Isley 
who will be in charge of the divi- 
sion. Isley has been associated with 
Chrysler Corp, since 1937. 

Isley, 48, has more than 18 years 
of experience in engineering man- 
agement of research, development, 
test and evaluation programs for 
ballistic missile weapon systems, 
automobile and aircraft engines, 
and air conditioning equipment. 
This was preceded by six years of 
automotive development engineer- 
ing. 

Since 1958, he has been chief ” 
project engineer for the Chrysler 
Missile Division, Warren, Mich. 





American Motors 


L. T. Kouns has been appointed 
Dallas zone manager for American 
Motors, according 
to Roy Abernethy, 
executive vice- 
president. 

Kouns succeeds 
T. J. Sloggett, 
who has been as- 
signed to the 
company’s cen- 
tral office staff. 
Kouns previously 
served in execu- 
E tive positions 
L. T. Kouns with American 
Motors and other automotive man- 
ufacturers. 


















































Chevrolet 


Appointment of Howard H. Kehrl 
as Chevrolet quality control man- 
ager has been announced by Ed- 
ward H. Kelley, general manufac- 
turing manager. 

Kehrl, who for the past two years 
has been a staff engineer at Chev- 
rolet’s Engineering Center at War- 
ren, Mich., succeeds George A. 
Brundrett, who was named general 
superintendent of production at 
Chevy’s automobile and truck as- 
sembly plant at Janesville, Wis. 

Kelley also announced the ap- 
pointment of Manley A. Yeida as 
a special assistant in Chevrolet’s 
assembly research and development 
department at Central Office in 
Detroit. Yeida for the past year 
was general superintendent of pro- 
duction at Chevrolet-Janesville. 
& * * 


* * 













































Ford Division 


Harry B. King, former Philadel- 
phia district manager, has been 
named Southwestern regional sales 
manager of Ford Division, with 
offices in Dallas. 
He succeeds R. R. 
Anfin, who retir- 
ed this month 
after 36 years 
with Ford Motor 
Co, 

King joined 
Ford in 1934 as 
a clerk in the 
Jacksonville 
(Fla.) sales office. 
A series of pro- ae 
motions led to his Harry B. King 
appointment there as assistant dis- 
trict manager and, in 1954, to At- 
lanta district manager. He returned 
to Jacksonville in 1957 as district 
sales Manager. 


Thomas C. Page has been named 
planning and research manager, na- 
tional parts and service depart- 
ment, Ford Division, and William 
A. McNamee, division programming 
manager. 

As planning and research man- 
ager of the parts and service de- 
partment, Page is responsible for 
developing long range policies and 
plans to improve the company’s 
position in the parts and service 
market and to review and analyze 
parts and service market penetra- 
tion. 

McNamee succeeds Page as pro- 








































Homecoming— 


Houston's A. J. Foyt jr., right, after 
winning the Indianapolis 500 race, re 
turned home to a king-sized celebration. 










and general manager, Hemphill Ford, fur- § 
nished the automobiles for a 12-mile mo @& 
torcade. During formal ceremonies at Gulf- @ 
gate’s Shopping Center, Mayor Lewis Cul- 
rer presented Foyt with a plaque, symboliz- 
ing the City of Houston's appreciation for 
national fame the community has received 
through Foyt's racing achievements. Foyl, 
besides winning the Indianapolis 500 race 
this year, won the United States Auto 
Club national championship and eastern 
sprint car championship in 1960. Ed Ham- 
blen, center, promoter at Joseph F. Meyef 
Speedway, was co-chairman of a seven: 
man committee which organized the “A 
J. Foyt jr., Meet the Champ” celebration. 















































Jim Sanders, left, executive vice-president 9 . 


Motorola was dedicated to the 
advancement of car radio back when 
you rode the rumpus room 


friends. And before long it was long gone. 

Not this car’s Motorola, though. The novelty 
of it never wore thin. And today it’s more than 
ever part of the finest cars. 


Remember? A trifle more than a hop, skip and 
/ a jump put you into the rumble seat for the 
| most spirited ride in town. 

Here’s where the fun was. But the rumble 
| Seat had more than its share of fair-weather 


OMOTOROLA 
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DETROIT. — The profit situation 
and how to improve it was a major 
topic of discussion at the summer 
session of the General Motors Pres- 
ident’s Dealer Advisory Council 
here. 

“Everybody had ideas on prof- 
its,” one delegate reported, “and 
many of the other points men- 
tioned were part of that overall 
subject.” 

The meeting brought together 38 
dealers from large and medium- 
sized cities in the United States and 
12 dealers from Canada. 

They talked about factory-dealer 
policies and other matters of mu- 
tual interest with 15 corporation 
officials headed by Chairman Fred- 
eric G. Donner and President John 
F. Gordon. 

Distribution, discounts, hold- 
backs and factory aid in floor-plan- 
ning were among the many items 
discussed at the meeting. One deal- 
er noted that buildout bonuses, a 
hot point in other years, were not 
mentioned. 

Summing up the meeting, a dele- 
gate remarked: “The factory men 
are good listeners, They didn’t say 
much; they let us do the talking, 
but I’m sure they’re sincere in their 
desire to help us solve our prob- 
lems.” 

While waiting for GM to act 
on their proposals, council mem- 
bers may remember that three 
changes suggested at last winter’s 
meeting have since been put into 
effect by the corporation. 

These were a revision in the parts 
program, the inclusion of dealer- 
owned demonstrators in the 5 per- 
cent carryover rebate and doubling 
the allowance (now $250) on cars 
loaned to schools for driver-train- 
ing. 

GM executives at the summer 
meeting were Frederic G. Donner, 
chairman; John F. Gordon, presi- 
dent; Louis C, Goad, Cyrus R. 
Osborn, George Russell and Sherrod 
E. Skinner, executive vice-presi- 
dents; James E. Goodman, body 
and assembly group vice-president; 
Edwin H. Walker, president, GM of 
Canada, Ltd, and Charles A. 
Chayne, engineering vice-president. 

Also, James M. Roche, distribu- 
tion vice-president; Edwin C. 
Klotzburger, Fisher Body Divi- 
sion general manager; Kenneth 
N. Scott, Buick-Oldsmobile-Pon- 
tiac Assembly Division general 
manager; Howard E, Crawford, 
sales section director; Myrle E. 
St. Aubin, service section direc- 
tor, and Patrick J. Crowley, deal- 
er relations director. 

Members of the President’s Ad- 
visory Council present were: 

Large city group—Harry G. Ar- 
thur jr. Arthur Pontiac, Inc., 
Cleveland Heights, O.; Fred H. 
Benjamin, Benjamin Chevrolet, Inc., 
Brooklyn, N. Y.; Eli Bloom, Myrtle 
Motors Corp., Maspeth (Queens), 
N. Y.; Warren W. Braley, Braley 
& Graham, Portland, Ore.; B. 
Clarke Buckman, Bonenblust & 
Buckman, Inc., Rochester, N. Y.; 
Wilfred J. Bundy, Jerry McCarthy 
Chevrolet Co., Detroit, and Alton 
M. Costley, East Point Chevrolet 
Dealer, Inc., East Point (Atlanta), 
Ga. 

Also, Donat L. Coutu, Coutu 
Brothers, Central Falls (Provi- 
dence), R. I.; Frank J. Cullerton, 
Cullerton Cadillac Co., Brookfield 
(Chicago), Ill.; George Albert De- 
Montrond jr., DeMontrond Buick 
Co., Houston; John C. Faircloth jr., 
Faircloth Buick Co., Tampa, Fla.; 
Herbert L. Galles jr., Galles Motor 
Co., Albuquerque, and Eugene A. L. 
Jantzen, Gene Jantzen Chevrolet 

Co., St. Louis. 

Also, Joseph N, Larson, J. N. 


North Dakota Group 


Chooses McCarney 

BISMARCK, N. D. — R. P. Mc- 
Carney, president of Universal 
Motor Co, (Ford), Bismarck, has 
been elected president of the Bis- 
marck-Mandan Automobile Dealers 
Assn. 

Other officers are Jack Norby, 
Rumond Ford-Mercury, Inc., vice- 
president, and William C. Davis, 
Davis Chevrolet, secretary-treas- 
urer. 


Dealer Council Offers Ideas .. . 


How to Raise Profits 
Is Main GM Topic 
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Larson Chevrolet, Inc., Minne- 

apolis; Paul L. Mennenga, Dailey 

Chevrolet Co., San Leandro (Oak- 

land), Calif.; Bernard N. O’Dan- 

iel, O’Daniel Oldsmobile, Inc., 

Omaha; Norbert S. O'Neill, 

Greenlease-O’Neill, Inc., Kansas 

City; Ceburn Parker, Parker 

GMC Truck Sales, Inc., Indian- 

apolis, and Michele F. Salta, Salta 

Pontiac, Long Beach (Los An- 

geles), Calif. 

Medium city group—John D. 
Casey sr., Royal Motors, Inc., White 
Plains, N. Y.; John W. Caskey, 
Caskey Pontiac Co., Paducah, Ky.; 
J. Ray Dickey, Scoggin-Dickey 
Buick Co., Lubbock, Tex.; David 
H. Glass jr., Leader Chevrolet Co., 
Inc., West Springfield, Mass.; Lan- 
dess L. Harris, James Matthews, 
Inec., Marion, Ind., and Champ H. 
Huffman, Huffman Motor Co., Alex- 
andria, La. 

Also, John N. Late jr., Broncho 
Chevrolet Co., Odessa, Tex.; Wil- 
liam T. Male, General Truck Sales 
Corp., Charleston, W. Va.; Donald 
R. Miller, Miller & Sons Chevrolet, 
Aliquippa, Pa.; Frank E. Osborne, 
Osborne-McCann Pontiac-Cadillac, 
Inec., Tacoma, Wash.; James H. 
Reed III, Jim Reed Chevrolet Co., 
Nashville, and Roger I. Reichert, 
Reichert Chevrolet & Buick Sales, 
Inc., Crystal Lake, III. 







Mercury Wins Youth Safety Run— 

Two West Covina (Calif.) youths and their sponsors pose beside the Mercury Meteor 
600 in which they won the Sweepstakes and first place in the economy six-cylinder 
class in the eighth Annual Youth Safety Run to San Jose, Calif. From left are Sgt. 
Keith Anderson, advisor; Mike Mallon, Ho-Tyes Car Club, observer; William H. Alen, 
Lincoln-Mercury Los Angeles district sales manager; James Anthony, Ho-Tyes Car 
Club, driver, and Max Klinger, owner, Crown Mercury Comet Sales, West Covina, car 
sponsor. The Mercury topped all entries in the run with a ton-mile average of 43.645. 
The Mercury also topped the five entries in the economy six-cylinder class averaging 
24.113 actual miles per gallon. 


27 Top Parts Managers 
Receive Pontiac Awards 


Russell Motor Car Co., Scranton, 
Pa.; J. C. Paschal, Byron Stout 
Pontiac, Inc., Wichita; Robert F. 
Platfoot, Roth Motor Sales Co., To- 




























PONTIAC.—Pontiac was host re- 
cently to its 27 most outstanding 
parts managers from Pontiac deal- 
erships across the nation, all of 












Also, J. Fred Rippy jr., Coastal 
Motors, Inc., Wilmington, N. C.;| whom are winners _in the com-| ledo; Jack K. Smith, Cashon Pon- 
Walter Schlapp, Pontiac Master] pany’s annual “Belt of Champions”| tiac, Inc., Tulsa; John Guzzardi, 
Auto Service, Augusta, Ga.; J.| contest. Rex Pontiac Corp, Jackson 
Thomas Steel, Fair Cadillac-Olds-| The awards, according to A, L.| Heights, N. Y. 


Bob McGowan, Packer Pontiac 
Co., Miami; Edward C. Baker, 
Frizzell Pontiac, Inc., Houston; 
Donald Winger, Arrow Pontiac Co., 
St. Paul; Billy A. Barrow, Wilson 
Pontiac, Inc., Silver Spring, Md.; 
Clarence F. Woodie, Badger Pcn- 
tiac, Inc., Milwaukee 


Stanley Piet, Tony Piet Motor 
Sales, Inc., Chicago; Stan Morri, 
Richmond Motor Co., Richmond, 
Calif.; Harry G, King, Boomer- 
shine Pontiac, Atlanta; Lee E. 
Hume, Seifert Pontiac Cadillac, 
Inc.. Denver; J. C. Sutherlin, 
Stephenson-Wilson, Inc., Durham, 
N. C.; John D. Stainer, Utter 
Motor Co., Spokane; George R. 
Miller, River Dell Pontiac, Ora- 
dell, N. J.; Alfred B. Moore, 
Newman Motors, Inc., Cleveland. 


John H, Kerner, Downtown Mo- 
tors of Pittsburgh, Pittsburgh; 
Bruce G. Weimer, Cooke Pontiac, 
Louisville; Robert W. Manyx, Dave 
McCormick Pontiac, Quincy, II]; 
Stephen Swierczek, Don Watson 
Pontiac, Clinton, N. Y.; John Autry, 
Anderson-Farmer Motor Co., Ar- 
tesia, N. M.; Lee P. Lightfoot, 
Kasey Pontiac, San Diego, Calif., 
and Robert C. Shultz, Sedars Pon- 
tiac-Cadillac, Mason City, Ia. 


Drury, national] parts and accesso- 
ries manager, are based on man- 
agement ability, sales promotion, 
inventory control, display, neatness, 
efficiency and initiative. 

Included among the winners are: 

Alfred Zarrella, Regine Pontiac, 
Inc., Providence; Albert E, Clark, 


mobile Co., Danbury, Conn.; Carl L. 
Stewart, Stewart Buick Co., Inc., 
Winston Salem, N. C.; Joe M. Tay- 
lor, Gem City Motor Co., Sidney, 
Mont.; Jake T. Vidmar jr., Vidmar- 
Mathis Motor Co., Pueblo, Colo., 
and Eugene Winer, Gene Winer 
Cadillac, Bakersfield, Calif. 

Members of the President’s Deal- 
er Advisory Council Canadian 

Group present were: 

Conrad Belisle, Belisle Automo- 
biles, Ltd., Ottawa; Harry Dick- 
son, Dickson Motors, Ltd., Winni- 
peg, Man.; Robert M. Everson, 
Montreal Buick, Ltd., Montreal; 
John R. Ferris, Red Deer Motors 
(Canada), Ltd., Red Deer, Alta.; 
Thomas H. Fox, Foxbrooke Mo- 
tors, Ltd., Sherbrooke, Que., and 
Hugh L. Macauley, York Mills 
Pontiac, Ltd., Toronto. 

Also, Eric G. Teasdale, Citadel 
Motors (1957), Ltd., Halifax, N. S.; 
Allan H. Trout, Mid-City Motors 
(1950), Ltd., Saskatoon, Sask.; John 
D. Umphrey, London Motor Prod- 
ucts (1955), Ltd, London, Ont.; 
Maxwell J. Webster, Queenston Mo- 
tors (1957), Ltd., Hamilton, Ont.; 
J. Norval Willson, Ontario Motor 
Sales, Ltd., Oshawa, Ont., and Evan 
M. Wolfe, Wolfe Chevrolet-Olds- 
mobile, Ltd., Vancouver, B. C. 


Sunday-Closing Resolution 


Adopted in New Orleans 


NEW ORLEANS.—The Author- 
ized New Car and Truck Dealers 
Assn, of Greater New Orleans has 
adopted a resolution urging its 
members to close on Sunday. 

James Bryan, association presi- 
dent, released the following resolu- 
tion: “The Authorized New Car and 
Truck Dealers Assn. of Greater 
New Orleans hereby commend the 
congregation of the Greater New 
Orleans Federation of Churches in 
urging the proper observance of 
Sunday, and, therefore, did pass the 
following: Be it resolved, that the 
Authorized New Car and Truck 
Dealers Assn. of Greater New Or- 
leans does hereby urge each of its 
members to close their respective 
places of business on Sunday.” 


L-M Dealer Council Meets in Dearborn— 

The Lincoln-Mercury National Dealer Council convened in Dearborn. Meeting with the council were Lincoln-Mercury Division 
executives, front row, starting second from left, C. E. Bowie, general sales manager, Ben D. Mills, general manager, and Chase 
Morsey jr., general marketing manager. Dealer council members are, front row, from left, Clarence B. Smail sr., Greenburg, Pa. 
Double middle row: Ralph M. Young, Quincy, Ill.; Steven R. Barry, Lakewood, O.; Anthony Geiges, Jenkintown, Pa.; Monroe M. 
West, Newburgh, N. Y.; Henry Fette, Clifton, N. J.; Stokely E. Doster, Chattanooga, Tenn.; Joe Kerley, San Jose, Calif.; Fran Kral, 
Rockford, Ill.; Jerry Scott jr., Kansas City, secretary; Charles E, Clark, Fairport, N. Y.; John Walker jr., Dayton; Richard D. Niles, 
Portland, Ore.; C. B. Knickerbocker, Santa Ana, Calif., chairman, and Ray Young, St. Paul. Seven. delegates in back row: Dean 
C. Baugh, Logan, Utah; Roy A. Butler, Austin, Tex.; H. C. Green, Mobile, Ala.; William A. Skeeles, Panama City, Fla.; Jack C. 
Hutchinson, Royal Oak, Mich.; Woodward O. Buie, Smithfield, N. C., and Stanley S. Grant, Manchester, N. H. 
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Growth for Sake 
Of Growth Seen 
Peril to Liberty 


, CHICAGO, — Bay E. Estes jr, 
marketing vice-president, U. § 
Steel Corp., said that the economic 
philosophy of “growth for growth’s 
sake” bears a resemblance to sta- 
tism found in nations whose lead. 
ers suggest it is superior to our 
tradition of “individual dignity and 
liberty.” 

He told members of the Indus. 
trial Designers Institute that “in 
our country, cult of growth for 
growth’s sake, parading as prog. 
ress, but looking very much like 
the statism that other lands have 
accepted, is loudly proclaiming its 
supposed superiority over our tra. 
ditions of individual dignity and 
liberty.” 

Estes was keynote speaker at a 
luncheon which cited outstanding 
industrial design achievements dur- 
ing 1960. 

“If you feel a sense of frustra- 
tion in the practice of your profes. 
sion, if you feel that limitations 
upon your liberty are impeding 
your progress, is it not possible 
that these frustrations stem from 
the compulsions placed upon you 
as an individual and a taxpayer, 
and upon your clients or your em- 
ployers whose enterprise is being 
stifled by bureaucracy, wasteful 
government spending, and even 
outright discrimination against 
those who want to work with free- 
dom from compulsion?” he asked, 

“In our own country We speak 
of ‘the economy’ as if it were a ma- 
chine and we chart its ‘growth’ in 
dollars of ‘gross national product, 
which are as fictional in meaning 
as they are diluted in real value by 
inflation. We ignore the reality that 
the economy is not only products— 
even more it is people—and eco- 
nomics is not statistics but rather 
the material manifestation of 
human action and the satisfactions 
underlying freedom of choice.” 


Volvo Opens 
Midwest Office, 


Training Center 


CHICAGO —A Midwestern re- 
gional headquarters and technical 
training center have been opened 
here by Volvo Distributing, Inc., 
Volvo distributor in states east of 
the Mississippi. 

In a message to James Sedam, 
Volvo Midwestern regional man- 
ager, on the occasion of the in- 
auguration of the headquarters, 
David Beesley, Volvo Distributing 
sales manager, said: 

“Establishment of this new head- ~ 
quarters and training center for 
Volvo’s Midwestern operations once 
again emphasizes the determination 
of Volvo to remain in this market 
and to expand our sales here. 

“In spite of greatly increased 
competition from domestic com- 
pacts, Volvo has risen to sixth 
place among imports sold in the 
United States according to latest 
registration figures, compared to 
our tenth place position at the end 
of 1960,” he said. 

Beesley said Volvo has over 30 
dealers in the eight-state area cov- 
ered by the new headquarters and 
plans to expand the dealer network j 
in this area in the near future. 

Located in a recently remodeled 
two-story structure at 6015 N. 
Ridge Ave., the Volvo headquarters 
includes, in addition to executives’ 



































































































2,400 - square - foot technical center 
for training mechanics. 


At NAAA Meeting 


CHICAGO, — John H. Lander 
(Dodge), Atlanta, first vice-presi- 
dent, National Automobile Dealers 
Assn., will be a guest speaker at 
the National Auto Auction Assn. 
meeting here Aug. 11-12, according 
to Joseph C. Briley, NAAA presi- 
dent. 

A record turnout is expected for 
the meeting at Chicago’s Bismarck 
Hotel, Briley said. 

Rem Rogers, Charlotte, N. C, 
president, Nationa] Independent 
Automobile Dealers Assn., also is 
scheduled to address the meeting. 





; For carefree, wearfree performance, 
Car buyers count on steel Steel takes the wear in 


all modern automobile engines. The gears—turning powerfully, quietly 
and efficiently mile after mile—are made of alloy steels. Antifriction 
bearing surfaces—withstanding extreme heats as they guide the 
smooth flow of power—are backed by steel. Special steels do practi- 
cally all the rugged jobs in today’s fine cars. 





-, 


Gears, shafts, universal joints, axles—wherever stresses and wear are 
most severe—you'll find special steels, each grade carefully selected 
to do its job best. The strength and toughness of steel permit you to 
sell dependable, economical performance to your prospects. 





There are over 160 types and grades of steel used in the new cars, 


1 Te- each selected to do the most dependable, most economical job. Tell 
a your customers about the durability of the special steels used to 
~~ resist wear in engines and other hard-working parts. The public prefers 
sii steel in automobiles, as shown by consumer surveys conducted by 
— Alfred Politz Research, Inc. The surveys show that car buyers look to 
ro steel for strength, dependability and quality. We’re strengthening the 

public’s preference for steel even more with a big national advertising 
"| campaign in magazines, billboards and network television. Make this 
‘thea preference for steel in automobiles work for you. 
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Start profiting now from the 


BIG BUTYL 
BUYING BEE 


Answer summer driving demand—with 
premium profits in sets of 4 











They don’t hesitate...when you demonstrate / 


BUTYL rubber’s remarkable ability to absorb shock But the best test of all is to take your customers 
cushions rough roads to a degree never before at- on a short demonstration ride. That way they’ll ac- 
tained by any tire. For a simple and dramatic dem- tually experience how this totally new kind of tire 
onstration, take a BUTYL tire and any other tire; soaks up bumps and road shock, gives a ride that is 
bounce both from the same height. Your customers unbelievably smooth and quiet. No wonder over 80% 
will be amazed by the difference! of all BUTYL tire sales are made in sets of four. 


National Advertising: This is only one example 


Powerful, full-color BUTYL tire advertising is now 30,000,000 people. Be sure to tie-in with the new 
running in LIFE magazine. It tells the dramatic BUTYL sales promotion material .. . see your sup- 
story of BUTYL benefits to an estimated audience of plier of BUTYL tires now. 

Note: Enjay does not make tires. It supplies BUTYL rubber to manufacturers of quality tires, tubes and hundreds 
of other fine products. 






Now a new standard of driving safety... proved by billions of miles 


Get the smoothest, safest 
ride of your life on tires of Butyl 


BETTER TRACTION, GREATER SAFETY are yours with tires of BUTYL rubber. As dramatically 

shown in the photograph above, the car equipped with BuTYL tires (lower half of illustration) 
stopped on the wet pavement in a shorter distance than the car equipped with ordinary tires 

on dry. In other tests on dry roads, cars equipped with BUTYL tires stopped up to 30 per cent faster. 
BUTYL tires also provide the quietest, smoothest ride on the road today. 

Major tire marketers such as FIRESTONE, GOODYEAR, HUMBLE OIL, PurE OIL and U.S. RUBBER are 
now bringing you tires made of this remarkable material. Manufacturers of these tires combine BUTYL 
with their individual tire building “know-how” to bring you tires unlike any you’ve ever known. 


Note: Enjay Chemical Company does not make tires. It supplies BUTYL rubber (pronounced 
BEw’-TL)to manufacturers of quality tires, tubes and hundreds of other rubber products. 


ENJAY CHEMICAL COMPANY 


A DIVISION OF HUMBLE OIL & REFINING COMPANY Taapewann 
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Coming 
Events 


%& Eprror’s Norz: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
time they are used. 


Dealer Conventions 


os craghOS. “ ncisco Aug. 20-21— Wyoming Automobile Deal- 
hig 000 Sunset Bivd. Oey ers Assn., Jackson, Wyo. 
Aug. 20-22—Colorado Automobile Dealers * 
Assn. Harvest House, Boulder. 

Aug. 20-23—Automobile Dealers Assn. of 
West Virginia, The Greenbrier Hotel, 
White Sulphur Springs. 

Sept. 16— Maine Automobile Dealers 
Assn., Poland Springs Hotel, Poland | 
Springs, Me. 

Sept. 18-19—Wisconsin Automotive Trades 
Assn., Schroeder Hotel, Milwaukee. 

Oct, 2-4—I4th Annual Convention and Ex- 
hibit, Truck Body and Equipment Assn., 
Hotel Sherman, Chicago. 

Oct. 22-24—New Jersey Automotive Trade 
Assn., Chalfonte addon-Hall Hotel, 
Atlantic City. 

Oct. 22-24— New York State Automobile 
me The Concord, Kiamesha Lake, 
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Oct. 29-31 — Florida Automobile Dealers 
Assn., Galt Ocean Mile Hotel, Fort 
Lauderdale. 

Nov. 14—Connecticut Automotive Trades 
Assn., Statler Hilton Hotel, Hartford. 
Nov. 25-27—Arkansas Automobile Dealers 
Assn., Arlington Hotel, Hot Springs. 
Dec. 4—Utah Automobile Dealers Assn., 

Hotel Utah, Salt Lake City. 

Dec. 4-5—Minnesota Automobile Dealers 
Assn., Hotel Leamington, Minneapolis. 

Dec. 8-9— Montana Automobile Dealers 
Assn., Billings. 


"Gentlemen, | just received the '62 color chart— 
Wistful Blue—Klondike Gold—LEMON YELLOW?!!" 
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Letterbox 
‘Discounts Discussed... . 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used if you so request. Address Editor, Automotive News, Detroit 7, Mich. 
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1962 
Jan. 14-17—National Independent Automo- 
bile Dealers Assn., Stardust Hotel, Las 






Vegas. 

Feb. 3-7— National Automobile Dealers 
Assn., Atlantic City, N, J. 

March 18-19—Louisiana Automobile Deal- 
ers Assn., Roosevelt Hotel, New Orleans. 


May 7-8—Ilinois Automotive Trade Assn., 
Hilton Inn, Auroda, Ill, 

May 16-17—Missouri Automobile Dealers 
Assn., Elms Hotel, Excelsior Springs, 
Mo. 

May 20-22— Oregon Automobile Dealers 
Assn., Sheraton-Cadillac Hotel, Portland. 

* * * 


Auto Shows 


Oct. 14-18—Milwaukee Auto Show, Arena, 
Exhibit Hall and Market and Mechanics 
Halls, Milwaukee, 

Oct. 18-22—New England International 
Auto Show, Commonwealth Armory, 
Boston. 

% Oct. 26-Nov. 5—Los Angeles Automo- 
bile Show, Pan Pacific Auditorium, Los 
Angeles. 

Oct. 28-Nov. 5—Southern Automobile Ex- 
a Merchandise Mart, Charlotte, 
N, C. 









































parts from a supplier who is in 
some difficulty of his own, 

We would far prefer to be in 
Position to give the public too 
much than to be unable to keep 
enough for ourselves to survive. 

The pitch for the 2 percent hold- 
back stems from our desire to play 
ball with the smaller dealers who 
frequently find what they need in 
a larger dealer’s stock. All dealers 
would be inclined to carry a larger 
stock, which the manufacturers 
would like, within reason. The 
larger dealer would bé more inter- 
ested in making a transfer straight 
out in the event the purchasing 
dealer did not have a satisfactory 
Piece of trade.—C. Huiet PAut, vice- 
president, Paul Motor Co., Inc., 147 
Meeting St., Charleston, S. C. 

* * * 


16 Pct. Discount Opposed 

I have just read Mr. Samuel L. 
Marshall’s article in AUTOMOTIVE 
News of July 3, 1961, entitled “Re- 
duce Discount to 16 Pct., Veteran 
Dealer Urges.” 

To identify ourselves, we are 
Ford dealers of over 40 years in 
Charleston, and move about 1,500 
new vehicles per year. 

Mr. Marshall’s suggestion of a 
16 percent discount (including hold- 
back) would accomplish one fine 
objective, which is to get our com- 
pacts on the same discount as our 
regular cars. 

However, I have a BIG objec- 
tion to 16 percent. 

Some of our most profitable 
























Oct, 28-Nov.@—Turin Auto Show, Turin, 

















motor vehicles, parts and accessories; Italy. ice-ceili a 
‘ ‘ ‘ years were under price-ceiling con 
f 2. Every dollar of auto excise, gasoline and oil taxes, collected by states Nov. I1-18—Philadelphia Auto Show, Phila- ditions, and o : ‘ “ ° 
H : ; ; ' perating strictly ac P ickne 
and U. S. governments, applied to building and maintenance of highways; delphia. ona ding to the rules. The Good Lord rofit s ckness ; 
Eprror’s Note: Below is a copy 


Nov. 13-18—Denver Auto Show, Denver 
Coliseum, Denver. 

Nov. 21-26 — 4th Annual Imported Car 
Show, Brooks Hall, San Francisco. 


1962 
Feb. 17-25— Chicago Automobile Show, 
McCormick Place, Chicago. 
Oct. 19-28 — 1962 National Auto Show, 
Cobo Hall, Detroit. 
ek. eS 


General 


Aug. I1-I12—National Auto Auction Assn. 
Convention, Bismarck Hotel, Chicago. 


Oct. 1-5—I4th annual convention and ex- 
hibition, Truck Body and Equipment 
Assn., Hotel Sherman, Chicago. 


Oct, 8-13—American Trucking Assn. An- 
nual Convention, Statler and Mayflower 
Hotels, Washington, D. C, 


Oct. 23-26—Fleet Maintenance Exposition, 
Private Truck Council of America, Inc., 
New York Coliseum, New York, 

Oct. 29-Nov. | — National Lubricating 
Grease Institute, Rice Hotel, Houston. 

Nov. 8-10— Automotive Parts Rebuilders 
Assn. Annual Convention and Trade 
Show, Hotel Biltmore, Los Angeles. 

Dec. 9-l11—8th Annual Auto Trim Show- 
Convention, Hotel Ambassador, Los An- 


geles. 
1962 
%& Jan. 29-31 — Automotive Accessories 
Manufacturers of America, McCormick 
Place, Chicago. 


knows we don’t advocate war or 
price ceilings, but with a 16 per- 
cent ceiling and a limited supply 
in times of national crisis, it’s go- 
ing to be awfully tough to operate 
—particularly when the illegitimate 
operator seemingly can live with 
his conscience while taking hun- 
dreds of dollars under the table 
per deal. 

Mr. Marshall’s operations are in 
perhaps a more highly competitive 
market than ours. There are occa- 
sions upon which we do realize full 
gross, particularly at the outset of 
a new model. 

If contract negotiations break 
down in the coming weeks between 
the manufacturers and the UAW, 
there will surely be some full-gross 
business on the ’62s, and if the situ- 
ation gets out of hand, which I 
doubt very seriously, there could 
be some strong deals in the ’61 
stockpile. 

We never know when our sup- 
ply line will get strangulated 
next—for lack of steel, copper, 
aluminum, rubber or component 


The Big Stories 


35 Years Ago—1926 

The United States Patent Office rendered a decision holding that 
Henry Ford is not entitled to the exclusive names of Lincoln or Ford 
. .. The automobile industry, showing an output gain of 300 percent 
in 11 years, was cited as proof of the degree which labor productivity 
has increased in certain indusStries. 


{7 3. Guard the precepts of individual freedom, which made the U, S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 


of a letter sent to the National 
Automobile Dealers Assn.: 

I have just been reading the July 
3 issue of AuTomoTive News and 
note that “the Task Force Commit- 
tee has asked auto manufacturers 
to restore traditional discounts and 
to adopt a floor-plan payment plan 
as major remedies to the dealer 
profits sickness.” 

While I appreciate the commit- 
tee’s good intentions and efforts in 
behalf of the dealers, I do not be- 
lieve that either of these measures 
will help the dealer. 

I believe that every dealer 
knows that cutthroat competition 
among the dealers is the cause 
of the dealer profits sickness— 
not a lack of sufficient discount 
from list price by the manufac- 
turer. It would seem to me that 
if the factory ships cars to deal- 
ers on consignment that the cut- 
throat competition will get worse. 

Without their own money in 
these cars and no interest to pay, 
I am afraid many of them will in- 
sist on large inventories and will 
sell them for anything they can 
get above invoice on the theory 
that they are making a profit on 
an item that they had no money — 
invested in. This free inventory | 
financing plan could keep a large © 
number of marginal dealers in 7 
business that our industry would ~ 
be better off without. 

Now, about our socalled historical ~ 
discount. If we were selling our © 
ears at list price and still not mak- © 
ing a satisfactory profit, then by ~ 


































Capsule Comment 


New-car dealers’ service and parts business has staged 
a strong comeback this spring and summer, following a 
recession dip during the winter and early spring, AUTo- 
MOTIVE NEws finds in its cross-country survey. 
Is your shop keeping pace with the national average? 
* * * 

Dealers may be in disagreement on what is the ideal 
discount for new cars, but they are in one voice that the 
compacts should carry the same rate as standard-sized cars. 

A car is a car, is a car, is a car, regardless of its size. 
* * * 

Even though their share of the total U. S. market declined 
slightly, import cars recorded their highest sales figure in 
seven months during May. 

Who said the imports are through? 
* * * 

Forty-two percent of consumers, surveyed by the Uni- 
versity of Michigan Survey Research Center, believes the 
next 12 months are a favorable period to buy new cars. 

“An unusually large proportion of would-be buyers plan 
to purchase new cars in the fourth quarter this year,” 
reports the Center. 










































* * * 







With the smoothest cleanup in years expected, dealers 
have shifted their attention to selling the remaining ’61s 








at a profit. 
The law of supply and demand worketh again. 20 Years Ago—Il 941 all means we should ask for more 7 
Described as the first steps to meet the shortage of gasoline, Canada || discount, But when we know that = 
most dealers are giving away from 7 


prohibited the sale of gasoline and oil on Sundays and between 7 p.m. 
and 7 a.m. on weekdays. 


10 Years Ago—1951 

The National Production Administration authorized auto manu- 
facturers to put spare tires back on new cars. The spare had been 
eliminated to conserve rubber for the Korean War effort. 


* * * 


Actual bargaining in the UAW contract talks with auto 
makers is finally getting under way, following presentation 
of proposals. 

The next six weeks will probably see plenty of head- 
lines, but the best bet is there’ll be no strikes this year. 





one-half to two-thirds of the dis- ~ 
count they are already getting, it © 
seems a little foolish for us to ask | 
for still more discount. 
In insisting on the “traditional” 
and the “historical” we are ignoring | 
(Continued on Page 14, Col. 4) 










the Santa Fe 


: , It started on 
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The first tri-level rail car for hauling 
automobiles was built on a flat car in 
Santa Fe shops. Completed January 14, 
1960, it was in service six days fater 
hauling automobiles from Michigan to 
California. This car was the prototype 
for the tri-level cars used by the rail- 
roads today to carry 12 standard or 15 
compact automobiles. 


| 





2 New autos-—delivered “3 deep” 
res J To make it more economical to deliver new automobiles from factory 
— to markets, Santa Fe has a fleet of 202 triple-deck and 44 double-deck 
a new Auto-Veyor cars in service—and 100 more on order. Each triple- 
rf deck car has a capacity of 15 compact or 12 standard autos; each 
af double-deck car hauls an average of 10 larger-type vehicles. This new 
an fl addition to the Santa Fe fleet is another example of how Santa Fe is 
oe helping to meet the transportation needs of a growing America. 


° The railroad that is always 
uld 7+ on the move toward a better way 





For fast, dependable freight service, just call 
by SANTA FE SYSTEM LINES 


hat @ Chicago Division Freight Offices * 80 E. Jackson Bivd. 
‘om Phone HArrison 7-4900 
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see for yourself on 


ALCOA 
PRESENTS” 


JULY 25 


that aluminum shaves pounds 
from car weight to jack up 
power. Example: lighter, more 
efficient engines and transmis- 
sions. There’s more about 
Alcoa® Aluminum—plus a 
fascinating story of psychic 
phenomena — on “Alcoa 
Presents,’’ July 25, 10:00 p.m. 
EDT, ABC-TV. 




















DDIE SACHS, considered 












In a conversation with 


AUTOMOTIVE NEWS, Sachs pre- 
dicted that the top Indianapolis 
cars of the future will have rear 
engines because 
“they go through 
the turns 1% 
miles an hour 
faster.” 

Supporting this 
contention, he 
pointed to the 
performance 
of the rear-en- 
gined Cooper-Cli- 
max car which 

: was driven at In- 

J. M. Callahan dianapolis this 
year by Jack Brabham, the Aus- 
tralian. s 

Sachs asserted, “Although this 
car had far less engine displace- 
ment than the other cars (about 
160 inches compared with about 
250 inches), Brabham did an out- 
standing job and finished ninth. A 
lot of people predicted that this 
car couldn’t stand the gaff, but I 
felt all along that Brabham would 
do well.” 

An ironic thing was that while 
Brabham could have gone 
through the turns at Indianapolis 
faster than the Americans did, 
he was unable to do so because he 
found every turn clogged with 
American drivers sliding through. 

Sachs, who makes safety speeches 
for Monroe Auto Equipment Co. 
and has several other part-time oc- 


Two Cars Share 
Top Honors 
In Grand Classic 


DEARBORN. — A 1929 Packard 
convertible coupe and a 1937 Mer- 
cedes-Benz cabriolet shared top 
honors in the Classic Car Club of 
America’s fifth Midwest Grand 
Classic at Greenfield Village. Each 
tallied 98 points. 

The Packard was entered in the 
primary division by Brooks Fuller, 
LaGrange, Ill., who restored the car 
himself over a four-year period. It 
was the first time Fuller had par- 
ticipated in a Grand Classic. 

An entry in the senior division, 
the Mercedes-Benz is owned by 
Cc. E. Valentine jr., Birmingham, 
Mich. Valentine scored 99 points 
with the same car in 1960 and was 
trying for a perfect score this year. 

More than 100 cars from a dozen 
states and Ontario, Canada, were 
entered in the competition, the 
highest number in five years the 
event has been held at Greenfield 
Village. 

Entries from Ohio and Michigan 
each took four first places in the 
various class competition, Iowa and 
Illinois each had two first; and New 
York and Nebraska, one each. 

A rally highlight was the presen- 
tation of a 1937 Chrysler Airflow 
sedan to the Henry Ford Museum 
from the Swigart Museum, Hunt- 
ingdon, Pa. William E. Swigart jr., 
owner of the Swigart Museum, 
made the presentation and Dr. Don- 
ald A. Shelley, executive director, 
accepted the car for the Ford Mu- 
seum’s collection of 175 antique 
cars. 


Chrysler Enforcer 


Offered for Police 


DETROIT. — Chrysler-Imperial 
Division has introduced a Chrysler 
four-door sedan for police use, It 
is called the Enforcer. 

The car has a 122-inch wheelbase, 
a 325-horsepower, 383-cu bic-inch 
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The Easy Way! 





WORLD'S “SIMPLEST” 


aa aR US AD 






A “SIMPLE” 
CUSTOMER CONTROL PLAN 
One “Simple” Card 

— No pigeon holes 

— No file folders 

— No tabs 
And you have complete infor— 
mation about Your customers at 
LESS COST than any other 


follow-up system 


Write for free literature 





USED engine and a full range of heavy- 
NATIONWIDE duty equipment items engineered 
BY for police use. 
eld MERCHANDISER Standard equipment includes a 
DEALERS 40-ampere alternator, a 70-ampere- 


REG, U.S. PAT, OFF. 


hour battery and 12-inch brake 
drums with 251 square inches of 
brake lining. 


P.O. Box 8817 Okla. City 14, Okla. 
Wanted — Regional Distributors 





Rear Engines Predicted 
For Indianapolis Cars 


By Joseph M. Callahan 


Engineering Editor 
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below zero to 240 degrees Fahren- 


by many as the race driver 


most likely to win a future Indianapolis 500 Mile Race, ; 
has some strong opinions about coming race cars. 


cupations, also was enthusiastic 
about the chances of a gas turbine 
car at Indianapolis. He has been 
asked to drive a car powered by a 
Boeing gas turbine engine in next 
year’s race, but he has made no 
commitment as yat. 


LWAYS a. marathon talker 

when on the subject of auto 
racing, Sachs becomes particularly 
articulate when the subject matter 
gets around to race tires. This is 
probably partly due to the fact that 
he had the Indianapolis race won 
this year, until he decided on a pit 
stop after 197 laps to change tires, 
thus coming in second. 

“Race tires are improving every 
year,” he said, “They’re more dur- 
able and I particularly noted that 
they were more stable on the 
turns this year, Yet, three sets of 
tires formerly were enough for 
this race, but I and several other 
drivers now need four changes. 

“The only thing that I can figure 
out is that they’re wearing out fast- 
er because we’re pushing the cars 
that much faster. Boy, it’s going to 
be a terrific day when somebody 
develops a set of tires that will 
stand up the entire 500 miles.” 

Although the last tire change re- 
duced Sach’s prize money from 
about $110,000 to about $50,000, he is 
not the least embittered, asserting 
that he was happy to be second and 
to be alive so that he could compete 
next year. ee ce 

E CONTINUED, “1 thought 

about three or four different 

things I might do to keep my car 
running, despite that bare canvas 
on the right front tire, but I finally 
decided to pull into the pit, A lot 
of newspapers have noted that I 
pulled into the pit suddenly on that 
197th lap, but nobody has written 
that I had bad rubber from the 
194th lap on and that I drove three 
laps with a bad tire.” 

Sachs, who has had 13 crack- 
ups since he abruptly quit college 
more than a decade ago to be- 
come a race driver, said that the 
possibility of being injured is one 
of the worst features of racing, 
but that he never thinks about 
this. 

Although Sachs is quite blase 
about his experience in this year’s 
500-mile race, he showed that he 
hadn’t forgotten it completely by 
commenting in a poker game, “I’ve 
got to be very careful about this 
raise—I’ve already lost $60,000 in 
another business eal this year.” 

OK 


Cold and Hot 


A BETTER understanding of why 

automobiles and their compo- 

nents are built as they are can be 

gotten if one realizes that they are 

exposed to a wide variety of tem- 

peratures, ranging from 40 degrees 
on 


Classic Car Winner— 


The 310-mile return trip home to LaGrange, Ill., 






























heit above zero. 

The higher temperatures are 
encountered in some components 
when cars are exposed to 125- 
degree temperature in desert op- 
eration and after “soak” period 
in which the vehicle faces the sun 
for eight hours. 

Here are some recent Ford Motor 


temperatures that might be en- 
countered: 








Location Temperature 
220 
240 
210 
Master Brake Cylinder 210 
Behind Sun Visor ........ 215 
Padded Instrument 
PII. > sciusbtncuescetasssecsivees 220 
Front Seat ...................... 185 
Seat Side Shield ............ 160 
Steering Wheel 195 
Rear Floor .......... 160 
Headliner. ..................0..... 165 
Inner Door Space ........ 155 
Accelerator Pedal ........ 130 
Exterior Roof ................ 165 
Side Panel ...................... 150 
MOE Sicciieciocelatvidectisdenyak 170 


In the Letterbox 





Co. figures on some typical vehicle -@ é 





Driver Sachs— 


Eddie Sachs seated in the car which he 
drove to second place at the 1961 In- 
dianapolis race. 

















(Continued from Page 12) 


the fact that we are living in a 
changing world with new business 
methods and new merchandising 
techniques. I have been an auto- 
mobile dealer for 26 years and 
practically everything else has 
changed during this period; so why 
should not discounts change if they 
need to change—up or down. I fail 
to see why there should be anything 
sacred, or traditional or historical 
about discounts. 

Many dealers can recall that 
20 to 40 years ago the purchase 
of a suit or a shirt or a pair of 
shoes was something to bargain 
and haggle over. The same was 


Datsun Appoints 
6 District Chiefs, 
11 Dealers in West 


GARDENA, Calif—Ray M. Hoen, 
newly named sales manager for 
Nissan Motor Corp. in U. S. A., im- 
porter of Datsun vehicles, has ap- 
pointed six district managers and 
11 dealers in the Western states. 


The new district managers are: 
William Cushing and Bob Margraf, 
Northern California; George Man- 
uel and Larry Williams, Los An- 
geles area; Leroy Stubberfield, 
Washington and Idaho, and Russ 
Gould, Oregon. 

New Datsun dealers are: Winter 
Motor Co. Sacramento, Calif.; 
Friendly Motors, Santa Clara, 
Calif.; Chris’s Imports, Salt Lake 
City; New Castle Sport Car Center, 
Hermosa Beach, Calif., and Vic’s 
Auto Sales, San Francisco. 


Also, Coast Auto Center, Canoga 
Park, Calif.; Crain-Hillis Motor 
Co., Portland, Ore.; Clyde Mc- 
Knight, Denver; LaSalle Motors, 
Van Nuys, Calif.; Bob Dunn Auto- 
mobiles, Seattle, and “C”’ Hurlbut 
Motors, Bellingham, Wash. 





from Greenfield Village, Dearborn, 


in his 1929 Packard convertible coupe didn't seem nearly so long to Brooks Fuller. 
His entry was a top winner at the Classic Car Club of America's Midwest Grand 
Classic, Fuller, left, is congratulated by Head Judge Donald R. Peterson, Minneapolis, 
after tabulations credited him with 98 points for accuracy of restoration and mechan- 
ical performance. The Illinois insurance executive, who did the restoration himself in 
four years, shared the grand championship with C. E. Valentine jr., Birmingham, Mich., 
whose 1937 Mercedes-Benz Cabriolet also scored 98 points. Fuller's Packard was in 
the primary or novice division while Valentine was in the senior division. 


true at the hardware store if 

you bought a lawnmower or a 

hammer. This practice has long 

since stopped with practically all 
retail merchants except the auto- 
mobile merchant, 

How many of us today offer the 
clothing merchant $75 for an $85 
suit or the hardware merchant $3 
for a $3.50 hammer? We would be 
embarrassed to think of such a 
thing. 

Yet our cars are priced so un- 
fairly, they already have such an 
unreasonable markup that we don’t 
wait for the clothing merchant and 
the hardware merchant to start the 
bargaining. Just as soon as we 
quote the price we immediately 
add, “But I will give you a good 
discount.” 

It is embarrassing to admit that 
my merchandise is priced too high. 
I don’t like to be put on the de- 
fensive. But when I admit my price 
is too high by offering to cut it as 
soon as I quote it, I put myself on 
the defensive. Once I offer him a 
substantial discount this is just an 
invitation to start haggling and 
bargaining with me and every 
other dealer for 50 miles around. 

I hope you have read the AvurTo- 
MoTIVE News article in the July 3 
issue in which Samuel L. Marshall, 
veteran Ohio Ford dealer, suggest- 
ed a discount of 16 percent. I agree 
almost completely with the reason- 
ing of Mr. Marshall in the entire 
article. 

Ten to 12 percent including one 


‘ay 


or 2 percent holdback would prob- © 


ably prove to be even more realis- 
tic in getting rid of price cutting. 


If the holdback is as much as 3 | 


percent there is no doubt in my 
mind that many dealers will sell 
to the customer at invoice on 


straight sales and try to stay in | 


business on the 3 percent plus 
financing and insurance revenue. 

Frankly, I would favor a 10 
percent discount plus one percent 
holdback. On this basis we should 
be able to get the used car in at 
wholesale and show a fair profit 
on it as well as the full gross on 
the new car. 

Some fair and reasonable form 
of territory security is, I believe, 
our greatest need and as long as 
we are divided on this issue per- 
haps we do not deserve to make 
a profit in this business. I also be- 
lieve there is a lot that the manu- 


facturers could legally do to dis- | 


courage cross Selling if they could 


be convinced that it was to their | 


advantage to do so. 

I am in full agreement with your 
proposal to work for fewer models 
and options, also the proposal not 
to add dealers in substandard areas. 


I appreciate the effort of the com- 


mittee toward getting the 5 percent | 


rebate on demonstrators left on 
hand when there is a model change. 
We have added another car and 
truck demonstrator because of this 
new policy. 

I have been a member of National 
Automobile Dealers Assn. for many 
years and have always valued this 
membership very highly.—E. E. 
PRINCE, president, Prince Chevrolet 
Co., Loris, S. C. 
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Customers Can Even Get Haircut, Shoeshine . . . 


Muller Service Covers All Bases 


By William Carroll 
West Coast Editor 


OLLYWOOD, Calif.—‘An Olds- 

mobile dealer, washing 700 cars 
a day, or a wash rack selling 40 
new and 50 used cars a month.” 
This is the dual description of Mul- 
6380 Sunset Boule- 
vard, which also calls itself the 
“World’s Largest Service Station.” 


ler Brothers, 


Muller Brothers, one of Los 
Angeles’ major Olds dealers, uses 
a five-acre site for auto servicing, 
including service station, TBA 
store, lease and rental service, 
paint and body shop, a wash rack 
capable of handling up to 1,200 
cars a day, and a new-car deal- 
ership. 


There is nothing small about the 
service operation. Muller’s writes: 
an average of 2,200 repair orders 
per month. Of these, parts average 
$814 per order and labor, $21.24. 
The total business for a month is 
about $65,000, with approximately 
$18,000 worth of parts and $47,000 


for labor. 


Muller’s wash rack, a feature of 
the operation since 1925, is respon- 
sible for an average of $18,000 gross 
per month. It can handle 1,200 cars 
per day, though average output is 
700 cars with 26 people working 
the rack. Price of a wash is 99 
cents, except Friday, Saturday and 


Sunday, when it ups to $1.25. 


According to Ted Mark, service 
sales Manager, “most everyone 


wants their car clean for Sunday. 
We expand our price on weekends 


to spread our business during 


weekdays. 

“Occasionally, we run a special. 
For example, with any $3 purchase 
(and we don’t care what they buy) 
we'll wash their car for 49 cents. 
A wash job also includes 15 min- 
utes’ free parking.” 

* * * 


9-Pump Service Station 


A FEATURE of Muller’s igs a 
nine-pump service station, with 
six lube hoists and a central traf- 
fic-control tower on top. Service 
station attendants are on straight 
salary. 

Lube men get 50 percent of 
their labor, 10 percent of mate- 
rial, and 30 percent of all muf- 
fler sales. The station pumps be- 
tween 50,000 and 60,000 gallons 
a month, and is operated on a 24- 
hour basis. The lube rack and the 
service station account for an 
average of $1,800 worth of labor 
every month. 

The manager of the filling station 
is responsible for the major selling 
effort, one of the most unusual 
os “the George Washington af- 

r.” 

Whenever one department does 
not have sufficient workload to 
keep its men busy, the public-ad- 
dress system goes on the air with: 
“There is a George Washington for 
the first three polish (or brake, or 
front-end) jobs signed today.” 

Every one of 200 men working at 
Muller Brothers knows that if he 
sells the named “George Washing- 
ton job,” all he need do is take the 
signed customer order to the cash- 
ier’s desk and he'll be given a dol- 
lar bill. In this way, Muller’s serv- 
ice management equalizes the load 


Small Corner of Big Operation— 


























and keeps every department busy. 

A towing department uses four 
trucks and operates the police 
pound. Tow-truck drivers are paid 
40 percent of labor. Average tow 
business is $3,200 per month. Im- 
pounded and wrecked vehicles 
towed to Muller Brothers are 
charged $1 per day for parking 
plus towing charges. 

ca * ok 


“ AVERAGE $1,500 per month 
from our storage service,” 
Mark said. “Most dealers let a car 
lie around 30, 60 or 90 days taking 
up space. We figure there is no 
reason to do this. If nothing else, 
people get their cars out quicker 
when a parking charge is made. No 
employe can park his car on this 
lot. We don’t have a car here unless 
it is making us money.” 

(Ted parks his car across the 
street, paying $5 per week in a 
public parking lot). 

Heavy-duty mechanics account 
for little gross. Their department 
averages $2,300 per month. Me- 
chanics are on a 45 percent basis 
of customer-paid labor. An excep- 
tion is the tuneup man, who gets a 
salary, plus 10 percent of parts and 
20 cents for every tuneup he sells. 

The body-and-paint shop is re- 
sponsible for much added gross. 
The body shop alone averages 
around $5,200 per month, “spot- 
paint” about $2,200 and “complete 
paint” about $3,500. The spot paint- 
er is on a 45 percent basis, the body 
man, 45 percent and the body 
painter, 40 percent. 

The brake department, combined 
with wheel alignment, turns out 
about $3,500 worth of labor a 
month, with brake and front-end 
men working on 45 percent. The 
electrical department averages 
about $3,000, with mechanics taking 
45 percent of labor. No mechanic 
is paid for parts sales, except the 


tuneup man. 
as * * 


3 Full-Time Advisers 


HERE are three full-time serv- 

ice advisers to write orders as 
customers drive onto the property. 
There also is one service writer at 
the head of the car wash. He sells 
tickets for the car wash while 
soliciting mechanical and lubrica- 
tion work. 

Service writers are paid an 
above-average salary, with a 2 
percent override on parts and 
labor. Muller management be- 
lieves that a high base salary, 
with a minimum percentage, 
keeps service writers from over- 
selling customers and creating ill 
Variation in mechanics’ percent- 

age of customer-paid labor (from 


Canadian Vehicle Sales 


Down 12.8 Percent 


OTTAWA —Canadian motor 
vehicle registrations totalled 222,- 
136 units in the first six months 
of 1961, the Canadian Bureau of 
Statistics reported. 

The bureau said registrations 
for the period were 12.8 percent 
below the figure for the same 
period a year ago. 








Oo 


This is a view of a small part of the five-acre auto service and sales operation of 
Muller Brothers, 6380 Sunset Boulevard, Hollywood, Calif. The wash rack is responsible 


for an average of $18,000 gross per month. 


More than $5,000 per month. 


Both the body and paint facilities average 


40 to 50 percent) is, according to 
Muller people, based on the amount 
of equipment involved. In the case 
of the lubrication man at the serv- 
ice station, there is little equip- 
ment involved, and most of his 


work is labor. Accordingly, he re-|"™ | 


ceives a higher percentage. 

Tow trucks and paint booths re- 
quire a maximum equipment in- 
vestment. As a result, the mechan- 
ics’ percentage is less because 
Muller is putting up a greater por- 
tion of the investment necessary 
to maintain the operation. 

Leased operations on the Muller 
property include an upholstery 
shop (on a rental basis), cafe leas- 
ed on a percentage of business, a 
barber shop, and shoeshine par- 
lor as rented space, 

* * * 


pe enough business to keep 
200 people busy was handled 
in past years through massive pro- 
motions and stunts. Such as nomi- 
nation of “Miss 3,000,000th Car 
Wash Queen,” or a much-publicized 
tire-testing ride at high speed on 
one of the major Los Angeles free- 
ways. Years ago Muller Brothers 
had a “Gift Lift” for Korean GIs, 
and it has put its effort behind 
many Red Cross blood-donor cam- 
paigns. 

Mark said the firm has spent 
as much ag $5,000 a month in 
newspaper, radio and television 
advertising. 

Mark said Muller Brothers finds 
regular customers give the best re- 
sponse to service specials. 

There are nearly 4,000 credit-card 
holders who deal with Muller 
Brothers, and every statement 
mailing carries a “special” insert. 
The firm does not use outside mail- 
ing lists or solicit business by ran- 
dom direct mail. 

* * 


* 
New Neighbors Surveyed 


CCASIONALLY, Muller Broth- 

ers surveys new building in the 
area to make a list of professional 
people who have moved in recently. 
These individuals are invited to 
visit Muller Brothers and receive 
a free car wash. 

Another unique promotion, a 
Muller Brothers executive will drive 
into a Hollywood parking lot and 
ask the attendant: “Where can I 
get my car serviced?” 

If the attendant says, “Muller 
Brothers,” he is immediately 
given a card entitling him to a 
free wash job. In this way, Mark 
claims, every parking lot in Hol- 
lywood makes it a practice to 
refer customers to Muller Broth- 
ers. 

In addition to these unusual 
means of obtaining business, Muller 
Brothers makes a personal tele- 
phone followup on every job of $50 
Or over. The service adviser calls 
the customer after five days to 
check on the work. 

New or old customers driving 
into Muller Brothers are greeted 
by one or more male receptionists, 
who are full-time employes, to see 
that people get to the right service 
adviser and keep the driveway 
clear. 

When a-customer is greeted by 
a service writer, there is never any 
question at Muller Brothers as to 
prices, Every service writer carries 
a printed card which lists lubrica- 
tion, paint jobs, electrical and 
minor mechanical work and tune- 
ups, all sorts of brake and wheel- 


-| alignment jobs, wash and polish 


prices. 
* * * 


Confidence Builder 


E USE this card to gain cus- 

tomer confidence. There is no 
need for anyone to fumble on the 
price of a common job. If they get 
a toughie, it is easy to ask a cus- 
tomer to step to one side, pull out 
the flat rate manual, and figure 
what it is going to take to keep 
the customer happy.” 

Muller Brothers charges a $3 
fee for estimating collision re- 
pairs. Mark said this was done 
after a survey showed that: 80 
percent of collision estimates 
never returned to Muller Brothers 
for the work. 

Accordingly, a rubber stamp is 
put on all estimates which reads: 
“Minimum charge of $3 for colli- 
sion estimate will be refunded when 





Control Tower— 


Traffic operations at the giant five-acre 
layout of Muller Brothers, 6380 Sunset 
Boulevard, Hollywood, Calif., are control- 
led from this tower. The cashier's office 
is on the ground floor. 

* * of 
authorization is given to have the 
work performed.” 

In addition, all wrecked cars on 
Muller Brothers property are 
charged $1 per day for storage, 
from the time they arrive until the 
work is authorized. When the work 
is completed, the cars have a 72- 
hour free-parking period, after 
which the $1 per day charge again 
is applied. 

* * 

T’S Muller Brothers’ policy to 

offer no pickup or delivery. The 
firm believes it eventually loses the 
customer because he may call once 
a year for a $25 to $50 maintenance 
service job, but the remaining pick- 
ups and deliveries are lubrication 
and car wash jobs. 


Mark said no dealer can afford 
the high cost of labor today to 
deliver and pick up cars. If the 
firm refuses the customer on 
small jobs, the customer won’t 
see eye to eye with Muller man- 
agement. Another reason for not 
making delivery and pickups, 
Mark added, is that the delivery 
boy is never in a position to dis- 
cuss the bill or services. 


Asked what he would suggest for 
the isolated dealer, Mark said, “I'd 
pick up and deliver. But I’d have 
the customer pay a small rental fee 
on loaner cars. If nothing else, he’ll 
take better care of it, and not drive 
so hard. Some dealers are forced 
to this by isolated location of the 
dealerships. They have no other 


choice.” 
Ed * 


Muller Handles Credit 


= is handled through Mul- 
ler’s own office with its own 
money. Customers with good credit 
can open an account or have a 
credit card. These are payable at 
the end of the month, within 10 
days. 

Credit arrangements are han- 
dled through the credit office be- 
cause Mark told Automotive 
News, service writers should 
know nothing about the budget 
plans—it might influence their 
thinking in handling the custom- 
er. He said the only time a serv- 
ice writer sees an account receiv- 
able is when there is a complaint. 

Muller Brothers also offers a 30- 
60-90-day charge plan, to which is 
added % of 10 percent of the un- 
paid balance. However, the pay- 
ment card is stamped: “If paid in 
full as agreed, carrying charges 
are cancelled.” If the customer pays 
the account on or before 90 days, 
there is no charge for carrying the 
account. Longer credit is available, 
up to a maximum of 12 months. For 
established customers, the down- 
payment ranges from nothing to 
10 or 20 percent. Usually one-third 
down is requested, Charge for ex- 
tended credit is 10 percent per year 
on the balance due, after the down- 


payment is made. 
* *~ * 


yee of Muller personnel} } 


begins with a meeting every 
Tuesday from 7:30 to 8:30 a.m. This 
is a department managers’ meeting, 
chaired by a different manager 
each week. They discuss their own 
department, the amount of busi- 
ness being done, comment on prob- 
lems and how they intend to solve 
them. 

The last Tuesday of each 
month, every department man- 
ager meets with his group of 
people. Operation is discussed, 
rules are made by employes and 
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Muller policy is explained. A 
blackboard listing in the meeting 
room shows all departments’ 1961 
and 1960 sales figures. 

According to Muller people, they 
do their best to make sure each 
department sells another depart- 
ment’s work, and encourage inter- 
department selling to maintain a 
maximum workload throughout the 
organization. 

Mechanics are trained to make 
sure every piece of work done at 
no charge is written on the pur- 
chase order, The customer knows 
for sure everything was done, and 
is reminded of those things he was 
given for which he did not pay. 

Shopping service is used through- 
out the Muller organization. All 
major departments are shopped 
frequently by an outside organiza- 
tion. A car-wash report gives the 
attendant a 70 percent rating be- 
cause he did not suggest other mer- 
chandise, service or solicit future 
business. A comment on the report 
read: “The attendant did not sug- 
gest other items and did not ask 
me to return. He was courteous and 
thanked me.” 

* * * 


Gas Attendant Rated Tops 


A SHOPPING report at the gaso- 
line service station gave the 
attendant a 100 percent rating, 
which earned him a $10 cash award. 
It was given because he performed 
10 necessary services, beginning 
with approaching the car as soon 
as he was free to do so, ending 
with solicitation for future busi- 
ness. 

A second service-station at- 
tendant received a rating of only 
30 percent. The only three things 
he did properly were to approach 
the car, greet the driver, and say 

you.” The shopping serv- 
ice is charged to advertising and 

has been in operation for 10 
years, 

“You get a reflection of the em- 
ploye and his attitude toward cus- 
tomers,” said Mark. “If we can’t 
train them, we let them go. We find 
that over 80 percent of our em- 
Pployes need little more than train- 
ing to be extremely helpful. 

“After all, the best thing for 
getting business is customer word- 
of-mouth advertising. It’s the 
cheapest and most reliable. The 
recommendation of a satisfied cus- 
tomer can’t be beaten. But you 
can’t find out whether your cus- 
tomers are being satisfied unless 
you have some sort of shopping 
control on employes.” 

* ” 


oo Oldsmobile dealership is op- 
erated by Addie A. Bebb, Mul- 
ler’s general sales manager. In 1960 
the firm moved 400 new and 500 
used cars. 

“We signed our Olds franchise 
in 1944, but didn’t get our first car 
until late 1945,” said Bebb. “We 
have 10 salesmen here, a used-car 
manager, and a manager of the 
U-drive and leasing operation. 
About 150 cars are on lease.” 

On Jan. 1, 1920, the operation 
began when a single gas pump was 
put up by Walter and Frank Mul- 
ler. For the first five years, it was 
literally all work and no play for 
the brothers until they hit on the 
“brand new” idea of a 15-minute 


assembly-line car wash. 





Links Champ— 


Winner of the men's individual cham- 
pionship in the New York State Automo- 
bile Dealers Assn. golf tournament at 
Saranac Inn, N. Y. was Welsey Van Ben- 
schoten (Dodge), Poughkeepsie, right. At 


left is Chick Sayles (Pontiac-Cadillac- 
Vauxhall), Suffern, convention committee 
chairman, presenting the B. F. Curry 


Trophy. Van Benschoten, who is first vice- 
| peneitent of the. association, won with 
a low gross of 155 for 36 holes. 
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els, although some specialization of 
manufacture will be undertaken in 
the future, it was explained. 
Saviem will sell Henschel ve- 
hicles in France and Henschel 
will sell Saviem vehicles in Ger- 
many. In foreign countries the 
two companies will consolidate 
their sales activities. Dealers will 
service both types of vehicles. 
Saviem, heavy truck and bus 
manufacturing subsidiary of Re- 
nault of France, is the second larg- 
est commercial yehicle maker in 
France. Its 1960 output was 5,026 
vehicles, 18 percent more than in 
1959, while in the first quarter of 
1961 it produced 1,500 vehicles, com- 
pared with 1,400 in the first quar- 
ter of 1960. It is the leading bus 
manufacturer in France. . 
Henschel produced 5,500 heavy 
trucks and buses in 1960, in addi- 
tion to diesel locomotives, special 
vehicles, diesel motors and related 
equipment. Its gross sales have 
more than doubled in the past three 
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its new $2.5 million national head- 
quarters building in Englewood 
Cliffs, N. J. 

The three-wing building will have 
55,700 square feet of space and will 
be built of pre-cast concrete. Com- 
pletion is scheduled for late this 
year. 

The new structure will be situ- 
ated on an 18-acre tract and will 
be used by about 200 employes. 

World-Wide Automobiles Corp., a 
Volkswagen distributorship, has 
moved its offices to 32-43 49th St., 
Long Island City 3, N. Y. 

ad & * 

Datsun 
AY M. HOEN, newly appointed 
sales manager for Nissan 

Francois Daeschner, left, executive vice-| Motor Corp. in U. S. A., Gardena, 
president, Peugeot, Inc., awards the Peu-| Calif.. has announced the appoint- 


geot Indianapolis Trophy to Jack Brabham,| ment of district 
world road racing champ, who placed| Managers and 
ninth in the Indianapolis 500-mile race} new dealers for 
in his Kimberly-Cooper Climax. The award} Datsun. 








Pat on the Back... 


Import-Car News Notes 


Triumph Motor Co., Inc. They are: 
Card-McDonald Motors, Inc., 410 
Main St., Norwich, Conn.; Kirby 
Chappel, Inc., 1955 W. 95th St., Chi- 
cago; Eastern Service Sports Car 
Sales, 13123 Mack Ave., Detroit; 
LeMans Import Sales, Inc,, 29455 
Gratiot Ave., Roseville, Mich, 
Foreign Cars, Inc., 2752% Far- 
num, Omaha; Roswell Imported 
Cars, 1801 S. E. Main, Roswell, 
N. M.; O. C. Taylor Motor Corp., 
Merrick Rd. and Clocks Blivd., 
Amityville, N. Y¥.; Castle Car Co., 
Inc., Mohawk St. and Fourth Ave., 
Herkimer, N, Y.; Larry Haney 
Cars, 3547-49 James St., Syracuse. 
Archer Motor Sales, Route #24, 
P. O. Box 355, Jacksonville, N. C.; 
Murdock-Salyer Imports, 220 S. 





Leyland 


. imported car has had a 
healthy effect on the American 
automobile industry, Donald G. 
Stokes, general sales manager of 
Leyland Motors, 
Ltd., Lancashire, 
England, said on 
a visit to the 
United States, 
Stokes, recently 
elected president 
of the Society 
of Motor Manu- 
facturers and 
Traders (the 
British Automo- 
bile Manufactur- 
Donald G. Stokes ers Assn.) is on a 

































International Trophy— 



















































































trip through the U. S. and Canada! pote gt, Norman, Okla.; C. B.| 7°": 
for a look at major marketing Sparks Import Cars. 2336 s High ay ee on will be given each year to stimulate inter- Newly appoint- 
areas of Standard-Triumph Motor) Longview, Tex.; West Virginia Alfa Romeo national competition in the Memorial Day| ed district man- 
se 5 +7 classic. The French auto official said Brab-| agers include 









William Cushing, 
San Francisco, 
and George Man- 
uel and Larry 
Williams, Los 
Angeles. 

New dealers Ray M. Hoen 





Motor Sales, 110 Virginia St. E., 
Charleston, W. Va., and Roewardt 
Thompson, Inc., Eighth and Clara, 
Sheboygan, Wis. 

The three Triumph entries in the 
Le Mans race were awarded the 
Organizer’s Team Trophy for being 


ham's showing this year may encourage 
as many as seven foreign entries in 1962. 
oi 
Motor Co., Inc., 642 Lynnway, Lynn, 
Mass. 
Bay City Imports, 106 S. Euclid, 





Co., Inc. This company was recently 
acquired by Leyland in a $56 mil- 
lion merger. 

Noting that the success of Eu- 
rope’s economy cars in America 
spurred the development and in- 
troduction of the compact car, he 


"os 10 to 15 percent price reduc- 
tion on Alfa Romeos, initiated 
just two months ago, has virtually 
cleared our showroom floors,” re- 
ports Herman W. Kohler, opera- 
tions chief of Hoffman Motors, dis- 
tributors in Los Angeles. 



























































said: “The compact car changed} the only complete team to finish. ie oe Bay City, Mich.; Gibb Auto Sales, : 
the face of Detroit, almost over-| In addition, the leading Triumph, Rootes 1 Knight St., Rochester, N. H.; ape: winter. Motor Co., Sacramento, 
Poole Motor Co., Inc., 1100 N. Main, | C@lif.; Friendly Motors, Santa 












which placed ninth, received the 
Motor magazine award for the best 
performance by British competitors 


in a British car. 
x * +* 


Mercedes 


A 190-SL was donated by Mer- 
cedes-Benz to the 1961 Belmont 
Ball in New York City for the bene- 
fit of United Cerebral Palsy and the 
National Museum of Racing. The 
ball, which was held prior to the 
running of the third leg of the 
Triple Crown, raised $25,000 in a 
drawing for the automobile. 
+ * * 


Volvo 


| bts LARSSON, newly appoint- 
ed president of Volvo Import, 
Inc., United States importer of the 
Swedish-built car, is no stranger 
to this country. 
He previous- 
ly spent two 
years in the U. S. 


Las Cruces, N. M.; Harmon-Bailey, | Clara, Calif.; Chris’s Imports, Salt 
Inc., 429 S. Wilmington St., Raleigh,| Lake City; New Castle Sport Car 
N. C.; M G Motor Sales, Inc., 16000} Center, Hermosa Beach, Calif.; 
Madison Ave., Cleveland; Alamo/ Vic’s Auto Sales, San Francisco; 
Sports Cars, Inc., 626 N. Main Ave., Z 
San Antonio, and Plaza Motor Co., 
2828 White Settlement Rd., Fort 
Worth. 


night. It came just in time and it 
was a beneficial change, not only 
to the automotive world, but to the 
consumer. 

“The recreation industry actually 
called the turn, When people found 
they needed substantially more 
funds for boating, bowling, hunt- 
ing, fishing and vacation travel, 
something had to give. The lower 
initial cost and inexpensive main- 
tenance factors in the economy car, 
particularly as a second car, pro- 
vided a good deal of the cushion. 

“And this has been beneficial to 
our industry. More people are driv- 
ing more miles today than ever 
before. The emphasis everywhere is 
on greater service to the consumer. 
You can’t get by any longer by 
merely introducing a new product 
because the calendar says its time 
to do so. 

“With the customer setting the 
trend, he is being catered to as 
never before. The four chief fac- 





OOTES MOTORS has named 

three new dealers, They are: 

Suburbanite Motors of Ohio, 
Mansfield, O.; European Engineer- 
ing Corp.; Belmont, Mass., and 
Stevenson’s Quality Cars, Bethel, 
Conn. 

The Suburbanite will handle the 
Sunbeam Alpine sports car, Euro- 
pean Engineering is taking on the 
Sunbeam and Hillman franchises, 
and Stevenson’s will handle the 
Singer line. 

Rootes Motors announces the 
beginning of work at Linwood, 
Scotland, on a $61 million small-car 
plant. Present schedules call for the 
first cars to come off the assembly 
line by the end of next year. 

The new Rootes car will be 
smaller than the current Hillman 
and will be priced below the pres- 
ent Hillman, according to Rootes 
officials. A prototype design is 
undergoing exhaustive tests in 
the United Kingdom at the pres- 






























Calif.; Crain-Hillis Motor Co., Port- 
land, Ore., and Clyde McKnight, 
Denver. 

Takashi Ishihara, a director of 
Nissan Motor Co., Ltd., and presi- 
dent of Nissan Motor Corp. in 
the U. S. A. announces the appoint- 
ment of Fine 
Cars, Inc., 152 W. 
56th St, New 
York City, as ex- 
clusive sales 
agency and serv- 
ice center for the 
Datsun automo- 
bile in the Man- 
hattan borough, 

George Sau- 
vigne is president 
of Fine Cars, Inc. 
Takashi Ishihara Following are 


















s * @ 
Long Beach Imports 
Yoaer sone accounted for 
91.4 percent of the 1,555 foreign- 
built autos shipped into Long 
Beach, Calif., in April, according |. 
to the Long Beach Harbor Depart-| | 
ment. : 
Of the total, VW was easily the] : 
leader with 1,422 units. Other 
makes represented were Jaguar, 
53; Karmann-Ghia, 52; Volvo, 10; 
Mercedes-Benz, seven; Renault, 
three; Acton, Austin, Commer, 
Fiat, Hillman, Porsche, Triumph 
and English Ford Zephyr, one 
each. 


















































































































































































tors are: Better value, greater con- completing an ex- 
venience, higher quality and wider tensive survey of} ent time. 2) ee : 
; , other dealer appointm 1 
choice.” aire ae ene =e ee An output of 150,000 cars is call- Volkswagen oom yi baat nai, Het A 
Penpine industries for the| ed for, with better than $0 percent/ appointment of H, William Rie-| Bronx; Strang Auto Sales Corp, 
Board of Com- The Rootes plant at Linwood is a | BO..0e personnel manager of See creme Cleat ae 
Volkswagen of America is an-| Massapequa, and Nat Appel Select 










Cars, Huntington. 









E Aut bile Co. of 
Aline Alara coosnceg - merce, few miles from Glasgow and is the 
































isi- 5 
es at owaue teehee te Peueot Prior to his| first auto plant to be built in Scot-| nounced by Carl H. Hahn, execu- wee 
Distribution, Ltd., Peugeot distribu- ! new appointment, | land. tive vice-president and genera] 
tor in Canada since 1958. Hans Larsson’ = —- Larsson had been O:. ee manager. Toyopet 
sales manager for the spare-parts Renault Rienow previously served as per- Boe WATERS, former Chrysler 
dealer in San Francisco, has 








sonnel officer for the Sloan-Ketter- 
ing Institute. In his new post, he 
assumes personnel duties which 
have been handled in the past by 
Edward Klodt, Volkswagen of 
America’s finance manager. 
Volkswagen of America, Inc., has 
let the contract for construction of 


Enguerrand de Belabre, commer- 
cial director of the parent firm, said 
the move was necessary to establish 
Peugeot permanently on the Cana- 
dian market, to develop sales vol- 
ume and to assure more complete 
service. 

The new company will be known 
as Peugeot-Canada. No changes will 
be made in the sales force and 
countrywide sales operation, the 
firm said. 





division of the parent company in 
Sweden. He succeeds Ake Hogman, 
who is returning to Sweden in 
September after heading Volvo 
Import since 1958. 

* * 


* 
Saviem and Henschel 


WO of the largest commercial 
vehicle manufacturers in Eu- 
rope—Saviem of France and Hen- 
schel of Germany—have concluded 
an agreement looking toward close 
cooperation in development, manu- 
facture, sales and servicing of their 
respective lines in markets through- 
out the world. 
Both firms will continue to manu- 
facture their present lines of mod- 
* * * 





ENAULT, INC, has announced 
the appointment of seven Re- 
nault-Peugeot dealers in Southern 
California and Arizona. They are: 
Bill Moench, Moench-Davis Im- 
ports, Inc., 107 S. Long Beach 
Blvd., Compton; Steve Newton, 
Steve Newton, Ine., 7238 Foothill 
Blvd., Tujunga; John A. Feliciano, 
L & F Motors, 1243 Monterey St., 
San Luis Obispo; G. E. Johnson, 
Johnson Motors, 516 State St., 
Santa Barbara; Arthur Clark, Re- 
nault of El Cajon, 765 El Cajon 
Blvd., El Cajon, and James K. 
Thrasher sr., Thrasher Motors, 2531 
Chester Ave., Bakersfield, all in 
California. 
Barry Giles, Renault Motorama, 
Inc., 711 N. Stone St., Tucson, 
OF * * 


Lotus 


OTUS announces that an order 
for $500,000 worth of Lotus Elite 
Seven and Formula Junior Mod- 
els, has been placed by Western 
Distributors, Inc., Hollywood, Calif. 
Production at the Lotus factory 
at Cheshunt, Herts, Great Britain, 
is being geared to meet an antici- 
pated demand from the United 
States of over $3 million during the 
next 12 months. 
ok 





been given exclusive rights in that 
city for the Toyopet. 

He has named the new dealership 
Bob Waters Toyopet, Inc, An- 
nouncement of the Waters appoint- 
ment was made by Harold N. John- 

















































general manager. 
* K 
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Triumph 
OURTEEN dealers in 11 states 
have received franchises for 


Triumph cars, according to Alan 
F.. Bethell, president of Standard- 
cd * 









Standard-Triumph 


TANDARD-TRIUMPH MOTOR 

Co., INC., has announced the 

appointment of 13 additional deal- 
ers. They are: 

La Mesa Pit Stop, 7926 El Cajon 
Blvd., La Mesa, Calif.; Custom Im- 
ports, Ltd., 909 W. Main St., Peoria, 
Ill.; Howard Perry, 4748 W. Full- 
erton, Chicago; Steven Mitchell, 
6446 S. Cicero, Chicago; Midwest 
Foreign Cars, 1035 Minnesota Ave., 
Kansas City, Kans.; J. W. Rose 


Peugeot Field Representatives Meet— 


Peugeot, Inc.'s regional field representatives meet in New York to discuss sales, 
service, distribution and advertising-promotion policies. Seated, from left, are 
Peugeot executives Ronald Krieger, service manager; Francois Daeschner, executive 
vice-president, and James C. LaMarre, advertising and sales promotion manager. 
Standing: Peugeot field representatives Paul Moneypenny, Madison, Wis.; Gene Daneri, 
New York; Harry Timmerman, New York; Steve LeGuern, Boston; Gil Drougard, Los 
Angeles; John deHaan, San Francisco; James Mclaughlin, Los Angeles, and Serge 
Valin, assistant service menager, Peugeot, Inc. 






Datsun's New Pickup— 

The Datsun Y-ton pickup truck features a 60-horsepower, four-cylinder engine and 
independent, torsion-bar front suspension. The truck has 25.8 square feet of load 
space and carries up to 2,400 pounds with overload springs. The truck's delivery price 
ef $1,625 includes four-speed transmission, whitewall tires, vinyl upholstery, heater, 


and defroster. 













Coast Auto Center, Canoga Park, | 


son, Toyopet Motor Distributors * 
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A word about your new car storage problem 


Do you find yourself cramming your new cars into unlikely spots all 
over town? Most dealers do, these days. 


The basic difficulty lies with the product itself—an automobile is 
roughly 6 to 7 feet wide and 15 to 18 feet long, and you can’t stack it 
or shelve it. On top of this, there’s the growing necessity of stocking 
a wider variety of models, colors, and optional equipment. And the 
area needed for servicing is increasing, too. Since 1950, the U. S. 


§ car-truck population has risen by over 20 million—and we’ll probably 


add that many more by 1970. All this adds up to a big business space 
problem. One that’s going to get worse. 

What can be done about it? 

Short of new buildings and additions, the only answer lies in making 
more efficient use of existing facilities. Ways you can do this make 
mighty profitable reading—the kind of fascinating, productive read- 
ing found in every issue of Profit Pointers, The Associates Investment 
Company’s monthly publication for auto dealers. 


Each issue thoroughly analyzes one aspect of agency management. 


And for every problem raised, a down-to-earth workable solution is 
offered. In the discussion of space problems, for instance, we included 
sound advice from a dealership space architect and a detailed chart 
of space possibilities and plans for use in your agency. 

If you’d like to receive a copy of this up-to-date, penetrating publi- 
cation every month, call your Associates representative today, and 
we'll be delighted to put you on the list. It’s free, of course—a part 
of the extra service you get at The Associates. 


THE 


ASSOCIATES 


INVESTMENT COMPANY 


Associates Discount Corporation * Associates 
Discount (Canada) Ltd. * Emmco Insurance Co. 


South Bend, 
Indiana 
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Sales Conditions in Various Areas .. . 


Auto Market Reports 


pared with 24,738 a year ago. For| Ford, 14; Mercedes-Benz, 11; Aus- 
June alone the count was 3,003,| tin-Healey, 9; Lincoln, 9; Imperial, 
compared with 3,420 in May. 6; Fiat, 4; Metropolitan, 4; MG, 3; 

By makes, June registrations | Triumph, 3; Volvo, 3; Hillman, 2; 
were: Chevrolet, 617; Falcon, 380; | Jaguar, 2; Opel, 2, and miscellane- 
Ford, 325; Corvair, 249; Rambler, | °Us, 3. 












Peoria, Ill. 


New-car sales during May in the 
two-county Greater Peoria (IIl.) 
market only matched the April 
level and were 24 percent below 
May, 1960. 


Registration figures show 942 
cars were sold, the same as a 
month earlier, compared with 1,226 
for May, 1960. Sales level for the 
first five months was 4,050, com- 
pared with 5,448 a year earlier. 

Totals by makes were: Chevro- 
let, 250; Ford, 173; Rambler, 71; 
Falcon, 66; Oldsmobile, 48; Buick, 
40; Pontiac, 39; Plymouth, 34; 
Corvair, 32; Dodge, 28; Cadillac, 
25; Volkswagen, 19; Comet, 17, 
and Tempest, 17. 

Mercury, 15; Chrysler, 15; Val- 
iant, 12; F-85, 10; Lancer, 7; Stude- 
baker, 7; Buick Special, 5; Imperial, 
2, and miscellaneous, 10. 

: —GeENE BootH 
# « 
Baltimore 

New-car registrations in Balti- 
more during May numbered 2,518, 
including 111 imports. 

By makes: Chevrolet, 798; 
Ford, 548; Plymouth, 171; Pon- 
tiac, 145; Rambler, 143; Dodge, 
137; Oldsmobile, 128; Buick, 101; 
Comet, 67; Chrysler, 56; Cadillac, 
40; Volkswagen, 37; Mercury, 36; 
Studebaker, 22; Lincoln, 9; Re- 
nault, 7; Imperial, 6; Volvo, 6; 
Triumph, 5; Simca, 4; Austin, 4; 
Fiat, 3; Mercedes-Benz, 3, and 
miscellaneous, 42. 

The 380 new-truck registrations 
were shared as follows: Ford, 
163; Chevrolet, 91; International, 
54; GMC, 19; White, 19; Dodge, 9; 
Willys, 8; Mack, 4, and miscellane- 
ous, 13. 


—Kate SAVAGE 


* * * 


Norfolk, Va. 

A total of 1,562 new cars were 
registered during May in the Nor- 
folk-Portsmouth area of Virginia, 
compared with 1,260 a month ear- 
lier and 1,502 a year earlier. 

By makes, registrations were: 
Chevrolet, 251; Ford, 164; Falcon, 
140; Renault, 130; Pontiac, 95; Cor- 
vair, 90; Buick, 86; Rambler, 86; 
Comet, 71; Plymouth, 57; Volks- 
wagen, 51; Dodge, 47; Oldsmobile, 
45; Valiant, 37, and Cadillac, 36. 

Mercury, 28; Chrysler, 25; Peu- 
geot, 19; Simca, 12; Studebaker, 
11; English Ford, 9; Fiat, 9; Opel, 
9; Triumph, 9; Vauxhall, 7; Lin- 
coln, 6; Willys, 5; Hillman-Sun- 
beam, 4; Metropolitan, 4; Austin, 
3; Mercedes-Benz, 3; Imperial, 2; 
MG, 2; Volvo, 2, and miscellane- 
ous, 7. 

New-truck registrations, mean- 
while, totalled 178, compared with 
152 in April and 144 in May a year 
ago. By makes: Chevrolet, 66; Ford, 
65; International, 14; White, 9; 
Dodge, 7; GMC, 7; Mack, 5, and 


miscellaneous, 5. 
* * 


Akron 


Sales of new cars in Summit 
County (Akron) rose to 2,331 in 
May, up 14.3 percent over April, but 
16 percent below May, 1960. 

For the first five months of 1961, 
registrations totalled 9,097, a de- 
crease of 30 percent from last year 
when new car deliveries set a rec- 
ord in Akron. This is a slight im- 
provement, however, since sales at 
the end of April were running 33 
percent behind 1960. 

Chevrolet strengthened its hold 
on first place with sales for the 
year to date reaching 2,665, or 29 
percent of all cars sold. Ford is 
next with 1,980, Between them, 
they were responsible for 51 per- 
cent of all deliveries. 

Bolstered by the demand for 
Comet, Mercury is third with 698 
sales to 590 for Pontiac in fourth 
place; 551 for Plymouth in fifth; 
486 for Oldsmobile in sixth, and 483 
for Buick in seventh. 

—Joze KUEBLER 

* 


Miami 
With the downward trend in 
new-car sales continuing in June, 
the first half in Miami was dis- 
appointing. 
Total registrations for the six- 
month period were 19,900, com- 


149; Pontiac, 139; Volkswagen, 
136; Oldsmobile, 127; Buick, 124; 
Comet, 82; Cadillac, 79; Valiant, 
61; Simca, 59; Dodge, 53; Tem- 
pest, 50; F-85, 45; Plymouth, 44, 
and Buick Special, 43. 

Mercury, 38; Lancer, 30; Chrys- 
ler, 25; Morris, 18; Metropolitan, 
17; Austin, 16; English Ford, 16; 
Lincoln, 16; Fiat, 13; MG, 10; 
Mercedes-Benz, 8; Renault, 5; 
Studebaker, 5; DKW, 4; Imperial, 
4; Hillman, 3; Opel, 3; Sunbeam, 
3; Jaguar, 2; Porsche, 2; Triumph, 
2, and Vauxhall, 1. 

New-truck registrations in the 
first half totalled 1,675, compared 
with 1,839 in the year-ago period. 
The June total was 278, compared 
with 310 in May. 

By makes, June registrations 
were: Chevrolet, 105; Ford, 104; 
Volkswagen, 16; GMC, 15; Inter- 
national, 13; Dodge, 9; White, 7; 
Mack, 5; Reo, 2; Morris, 1, and 
Willys, 1. 

—Trescot GoopE 
* * * 


Washington, D. C. 

Preliminary new-car registrations 
in the National Capital area total- 
led 2,481 in May, compared with 
2,155 a month earlier and 2,366 a 
year earlier. 

By makes, registrations were: 
Chevrolet, 476; Ford, 316; Falcon, 
227; Corvair, 160; F-85, 123; Ram- 
bler, 106; Oldsmobile, 97; Plym- 
outh, 97; Valiant, 94; Pontiac, 93; 
Comet, 84; Dodge, 68; Volks- 
wagen, 65; Buick, 58; Cadillac, 54; 
Mercury, 46; Chrysler, 45; Lancer, 
36; Tempest, 35, and Buick Spe- 
cial, 33. 

Lincoln, 28; Mercedes-Benz, 18; 
Renault, 17; Studebaker, 16; Sun- 
beam, 9; Simca, 8; Triumph, 8; 
Volvo, 8; Austin, 7; English Ford, 
7; Fiat, 7; Metropolitan, 4; Morris, 
4; Porsche, 4; DKW, 3; Peugeot, 
3; Imperial, 2; Jaguar, 2; MG, 2; 
Opel, 2, and miscellaneous, 6. 

New-truck registrations totalled 
204, compared with 191 in April and 
217 in May, 1960. By makes, they 
were: Chevrolet, 73; Ford, 64; GMC, 
25; International, 12; Dodge, 10; 
Mack, 4; White, 4; Willys, 2, and 
miscellaneous, 10. 

* * 


Dallas 


New-car registrations totalled 
3,676 in Dallas during May, com- 
pared with 2,918 a month earlier. 

New-truck registrations also in- 
creased, to 575 from 474. - 

By makes, new-car registra- 
tions were: Chevrolet, 1,026; Ford, 
559; Falcon, 410; Oldsmobile, 232; 
Corvair, 214; Pontiac, 182; Ram- 
bler, 155; Buick, 143; Cadillac, 89; 
Comet, 75; Volkswagen, 68; F-85, 
62; Tempest, 60; Dodge, 56; Val- 
iant, 53; Mercury, 42; Buick Spe- 
cial, 41, and Chrysler, 41. 

Plymouth, 39; Lancer, 24; Re- 
nault, 15; Studebaker, 15; English 








New-truck registrations were?) 


Chevrolet, 237; Ford, 151; GMC, 73; 
International, 71; White, 18; Dodge, 
12; Volkswagen, 4; Willys, 4; Mack, 
2, and miscellaneous, 3, 

* * * 


Denver 


Denver dealers sold 1,684 new 


cars in May, compared with 1,347 
in April and 1,815 in May, 1960. 

In the first five months of this 
year, registrations totalled 7,518 
new cars, compared with 8,728 in 
the corresponding period last year. 

By makes, May registrations 

were: Chevrolet, 349; Ford, 308; 

Corvair, 138; Falcon, 136; Pon- 
tiac, 106; Oldsmobile, 99; Buick, 

94; Rambler, 90; Plymouth, 86; 
Comet, 40; Dodge, 40; Volks- 
wagen, 36; Cadillac, 33; Mercury, 
25; Chrysler, 17; Fiat, 12; Stude- 
baker, 12; Checker, 10; Lincoln, 
9; Renault, 8; MG, 5; Volvo, 5; 
Triumph, 4; Metropolitan, 3; 
English Ford, 3; Hillman, 3; Mer- 
cedes-Benz, 3; Vespa, 3; Porsche, 
2; Imperial, 1, and miscellane- 
ous, 4. : 

New-truck registrations totalled 
280 in May, compared with 200 a 
month earlier and 293 a year ear- 
lier. The five-month totals were 
1,267 for this year and 1,275 last 
year. 

The May breakdown showed: 
Chevrolet, 77; International, 58; 
Ford, 55; Willys, 22; GMC, 15; 
Dodge, 13; White, 5; Volkswagen, 
4; Divco, 2; Kenworth, 1; Mack, 
1; Oshkosh, 1, and miscellaneous, 26. 

—Ira ALEXANDER 


* * * 


Sioux City, Ia. 

A total of 297 new cars were 
registered in Sioux City, Ia. in 
June, compared with 322 in May 
and 373 in June, 1960. 

By makes, registrations were: 
Chevrolet, 101; Ford, 87; Plymouth, 
18; Buick, 17; Pontiac, 16; Olds- 
mobile, 13; Dodge, 10; Rambler, 7; 
Comet, 5; Mercury, 5; Studebaker, 
4; Volkswagen, 4; Cadillac, 3; Re- 
nault, 3; Triumph, 2, and miscel- 
laneous, 2. 

The new-truck count was 42, 
compared with 41 a month earlier 
and 49 a year earlier. By makes: 
Ford, 19; Chevrolet, 7; GMC, 6; 
International, 5; Dodge, 2; Mack, 1; 
Volkswagen, 1, and White, 1. 

* * * 


Youngstown, O. 

June saw 1,051 new cars sold in 
Mahoning County 
O., compared with 991 in May and 
1,373 in June a year ago. 

A breakdown showed: Chev- 
rolet, 231; Ford, 192; Pontiac, 88; 
Dodge, 78; Corvair, 66; Falcon, 
65; Rambler, 64; Buick, 50; 
Comet, 36; Oldsmobile, 34; Mer- 
cury, 30; Plymouth, 28; Cadillac, 
24; Valiant, 16; Chrysler, 15; 
Volkswagen, 12; Studebaker, 11, 
and miscellaneous, 10. 
Used-car transactions totalled 
1,659, compared with 1,720 the previ- 


"| ous month, 








Dodge Honors Dealers— ~ 


A milestone for Ellsworth Bros., Inc. 
(Dodge), Idaho Falls, Id., was marked when 
the dealership was awarded its third Qual- 
ity Dealer Award. From left are Warner 
Dailin, Dodge district manager; Fisher Ells- 
worth; Jack Ellsworth, and J, L. Baughman, 
Dodge San Francisco regional manager. 


New-truck registrations amount- 
ed to 73, compared with 77 a month 
earlier. By makes: Chevrolet, 26; 
Ford, 21; International, 7; GMC, 5; 


White, 2; Diveo, 1; Mack, 1; Stude-| # 


baker, 1, and miscellaneous, 10. 
* * * 


Charleston, S. C. 


A total of 563 new cars were 
registered in the Charleston (S. C.) 
area in June, compared with 584 in 
May. 

By makes: Ford, 195; Chevro- 
let, 123; Pontiac, 33; Rambler, 33; 
Volkswagen, 31; Buick, 29; 
Comet, 28; Oldsmobile, 21; Plym- 
outh, 17; Renault, 14; English 
Ford, 10; Mercury, 9; Chrysler, 
6; Porsche, 4; Cadillac, 3; Willys, 
2; Dodge, 1, and miscellaneous, 4. 

The new-truck total was 58, com- 


pared with 53 the previous month. 


The breakdown: Chevrolet, 23; 
Ford, 23; International, 7; GMC, 3; 
English Ford, J, and Mack, 1. 


(Youngstown), | t& 






















‘Hunting’ for Prospects— 

Could you use a lion to prospect for you? Harold Urner, right, Urner Plymouth 
Center, gestures toward the live lion he used to attract attention to the ‘58 Plymouth 
station wagon which he gave away during Urner's Special Test Drive Survey, a pro- 
motion for prospects. The wagon was driven around town by the lion's owner and 
handler, To win, entrants took a test drive of a '61 Plymouth or Valiant, filled out a 
survey questionnaire and guessed the mileage on the ‘58 Plymouth. Urner’s sales 
manager, Grey Jacobus, is also pictured. 





How They're Pushing Sales ... 


Dealer Ad Ideas 


ceived a report showing the me- 
chanical condition of the vehicle. 
* ok oa 


Bonds to Buyers 
-Epeeae its Silver Anniversary 
Sale, Luke Pontiac - Rambler 
Co., Arlington, Tex., gave free a 
$25 United States savings bond to 
the purchaser of any new car. 
* * * 


Centennial Sendoff 


CIVIL WAR “Centennial Sell- 

e-bration Week” promotion was 
featured by Huntington (Ind.) re- 
tailers, offering “Once-in-a-Cen- 
tury” values. 

Many stores featured window dis- 
plays including relics of the Civil 
War. A 20-page tabloid newspaper 
section launched the event. One 
Store presented the theme of the 
community event by presenting a 



















Buyer Offered Tire Bonus 


~ TEVE ALOI-FORD, Syracuse, 
stimulated summer trade in 
used cars with a newspaper ad of- 
fering four new nylon whitewall 
tires, plus the tires already on the 
car, with the purchase of any 1957 
to 1961 used car. 

The dealer assured customers the 
cost of the extra tires was not “hid- 
den” in the used-car price, and fea- 
tured prices on a variety of models 
to prove the point. The offer was 
good for a four-day period. 

* cd * 


Free Clinic Builds Traffic 
RONTIER PONTIAC, Fort 
Worth, offered a free service 

check for a three-day period and 

found it boosted service activity 
considerably. 

An appointment had to be made 
by customers. Each customer re- 





















the explanation, “100 years ago 
these great men were calling the 
shots. Now it’s our turn to call a 
few of our own.” 

Another store designated special 
items as “Blockade runners — just 
smuggled in from the South.” 













“If you want a car that hasn’t been 
through the Civil War, come and 


see us.” 
* * * 


|| Merchandise Tied In 


an opportunity to buy a $1,000 


speedboat for $199. 

Showing “your dollar is worth 
more at Schoen,” merchandise was 
offered at reduced rates to new-car 
purchasers during a six-day sale. 

Pontiac buyers could buy up 
to $1,000 in merchandise at re- 
duced rates and Tempest buyers 

could buy up to $500 worth of 
merchandise at the cut rate, 


ed to the first 50 new-car buyers 
during the sale. 


cart for $69.95, and a $219 riding 
mower for $39.95, 
* 






Dollar Shower— 


Cool silver dollars shower down on 
Waldo Thurber, Hessing-Thurber Motors 
(Plymouth), Baise, Id. On the other end 
of the pitcher is Bill Brown, Bill Brown 
Plymouth, Spokane, Wash. Both dealers 
participated in Plymouth’s Portland re- 
gional Shower of Silver Jamboree. The 
jamboree, one of 20 held in 16 Plymouth 
sales regions, was the culmination of a 
dealer and salesman sales incentive pro- 
gram. In all 6,730 dealers and salesmen 
participated in the jamborees where they 
converted ‘personal and dealership sales 
totals into silver dollars through chances 
at a huge drawing board. 


* * 






Hayes Stresses Integrity 







Earl Hayes Chevrolet, Dallas, ran 






lined: “We haven’t cornered the 
market on honesty.” 








utation for consistent integrity, 
built carefully over a period of time 








nival hoopla.” 





was printed in red ink, promoted 
the dealership’s service, used cars 
and sales practices. 






picture each of Grant and Lee, with | 


North Side Motors announced, ; 


See who bought a new © 
Pontiac or Tempest from Scho- © 
en Pontiac, Rochester, N. Y., had — 


travel trailer for $299 or a $600 | 


Free transistor radios were offer- © 


Other items offered included 4 ~ 
$425 swimming pool for $69.95; a © 
$334 washer for $79.95; a $339 go- § 


PRATURING a cartoon on George ; 


—without fanfare, hysteria or car- | 










Washington and the cherry tree, 4 
an ad on integrity which was head- | 


The dealership said it has a “rep- | 


The rest of the ad, much of which | 
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Lawsuits Affecting Dealers... 


Court Decisions 





By Leo T. Parker 
Attorney at Law 


LAW universal in all states 

provides that all oral or verbal 
agreements—not to be performed 
in one year from the making there- 
of—are void and 
unenforce- 
able. This statute 
applies to various 
and all kinds of 
contracts includ- 
ing contracts of 
employment. 

For illustration, 
in McLaughlin v. 
Ford Motor Co., 
269 Fed. (2d) 120, 
a man named Mc- 
Laughlin sued 
Ford Motor Co. for $2,000,000 for 
failure to give him a position in 
general management in the Ford 
organization. 

The testimony showed that Mc- 
Laughlin held a position of director 
of planning in the General Motors 
Truck & Coach Division, which po- 
sition he had attained after long- 
term service. McLaughlin testified 
that an authorized official of Ford 
Motor Co. told him orally that if 
he would take the managership of 
the cost department for a year, we 
“will give you the general manage- 
ment job.” 

In view of this promise, Mc- 
Laughlin quit General Motors 
and went to work for Ford at 
$13,500 per year. He believed that 
at the end of the first year he 





Leo T. Parker 


was to be advanced to the “gen-:- 


eral management job” at around 
$25,000 per year. 

When finally McLaughlin was 
not promoted to the general man- 
agement position, but in fact was 
discharged as an employe of Ford 
Motor Co., he sued the latter for 
$2,000,000, 

The higher court refused to hold 
in favor of McLaughlin, saying: 

“It is clear that the oral agree- 
ment in the present case provided 
for employment to begin more than 
a year after the making of the 
agreement and comes squarely 
within the terms of the statute.” 

Oo * ~ 


Transfers Held Void 


ONSIDERABLE discussion has 

arisen from time to time over 
the legal question: Can a creditor 
receive valid payments from an 
insolvent company before the com- 
pany becomes a bankrupt? 

A late higher court answered this 
legal question, definitely in the 
negative. 

For example, in Crosstown Mo- 
tors, Inc. v. Commercial Credit 
Corp., 272 Fed Rep. (2d) 224, the 
testimony showed that a company 
was insolvent on July 1, and a 
creditor had good reason to be- 
lieve on July 12 that it was in- 
solvent. 

The company made payments to 
the creditor on July 16, and the 
company then transferred the title 
of 10 motor vehicles to the creditor. 

In subsequent litigation, the 
higher court held that the creditor 
must deliver the vehicles to the 
company’s bankrupt trustee, and 
further the amount paid by the 


Sixes in 70 Pct. 
Of Dodge Trucks 


DETROIT.—Dodge truck owners 
want high fuel economy combined 
with increased driver comfort and 
convenience features, according to 
J..B. Naughton, Dodge general 
Sales manager. 

He said a recent survey showed 
that 70 percent of the buyers of 
Dodge trucks are purchasing units 
with six-cylinder engines—an in- 








Crease of 11.1 percent over the ’60 
model year. 


Naughton also cited an increase 
of 231.6 percent in orders for auto- 
Matic transmissions and an _ in- 
Crease of 246.9 percent in trucks 
under 10,000 pounds gross volume 
Weight. Other increases were: 20 
percent for cigaret lighters, 27.6 
Percent for radios, and 27.8 per- 
cent for power steering. 


company to the creditor on July 16 
must be paid over to the trustee 
for the benefit of general creditors. 
This court said: 

“The payment of $2,166.67 made 
to Commercial by Crosstown Com- 
pany on July 16 and the transfer 
of the 10 used trucks on July 19, 
later sold for $5,250 were prefer- 
ences within the meaning of the 
Bankruptcy Act and void.” 

oS * * 


Beware of Solvent 


A FEW DAYS ago a higher court 
held that knowledge of any spe- 


cial or unusual danger must be 
conveyed by the auto dealer to his 
customer to avoid an injury, and 


resultant damages. 


For illustration, in Levin v. 
Welch, 345 Pac. (2d) 14, the testi- 
mony showed facts, as follows: 
An auto owner, named Levin, 
took his car to a service station 
for service. He wag wearing shoes 
having rubber heels. Levin ob- 
served that the attendant on duty 
was engaged in cleaning up, with 
a@ mop in hand, Upon leaving the 
office several minutes later, Levin 
noticed that the area in front of 
him looked damp. He thought it 
was probably water. 

He said he did not exercise any 
more care than he would have ex- 
ercised if the surface had been dry. 
As he walked out of the doorway, 
he took about two steps when his 


left foot went out from under him, 
causing him to fall backwards and 
land on his left arm. He sustained 
severe injuries and sued the dealer 
for heavy damages. 

During the trial testimony was 
given that the dealer’s employe 
used a solvent for the cleaning of 
the concrete surface. It takes five 
minutes for the solvent to dry if 
rice hulls are used after the sol- 
vent is applied; otherwise, 15 min- 
utes, 

An expert called by Levin testi- 
fied that the cleaning solvent used 
by the dealer would cause rubber 
heels to become “very much more 
slippery.” 

The lower court held the dealer 
not liable, but the higher court re- 
versed this verdict, holding that 
Levin was entitled to recover heavy 
damages from the dealer, saying: 


“There is evidence tending to 


baa 13 
y 
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show that defendant, (Welch) by 
use of the cleaning solvent, made 
the concrete surface dangerously 
slick and slippery without appropri- 
ate warning to customers and 
others of that risk.” 

* * * 


Dealership Settles 


With Unhappy Owner 

CONCORD, N. H.—A suit against 
Banks Chevrolet over the sale of 
an automobile was settled as the 
case was about to go to jury trial. 
Terms of the agreement were not 
disclosed. 

Wallace W. Jones, Concord, sued 
the dealership for $2,000, claiming 
that a car which he purchased from 
the firm in 1959 for $2,995 was not 
satisfactory and had to be sold at a 
loss. 








AIR EXPRESS 


RADIO + OISPATCHED 


“Sreeneenenetsntnn nt 





Your daily newspaper is a tribute to Air Express priority service 


/f tomorrow every syndicated cartoon, column and ad in which AIR EXPRESS played a part were missing 
from your morning paper, you'd know it instantly. The graphic arts, printing, publishing and advertising 
industries rank high among AIR EXPRESS users. Their engravers’ plates, photos and i/lustrations—even 
entire newspapers —get top priority on all 10,000 daily scheduled U.S. airlines flights —first on, first 


Off, first there. And they get door-to-door pickup and de- 
livery, too, by a special 13,000-truck fleet— plus kid-glove 
handling. And just one phone call arranges everything, at 
amazingly low cost. So always... think AIR EXPRESS first! 


AIR EXPRESS 


& CALL AIR EXPRESS DIVISION OF RE A EXPRESS ° GETS THERE FIRST VIA U. S. SCHEDULED AIRLINES 





FORD FAMILY OF FINE CARS CLEARINGHOUSE e NO. 248 OF A SERIES 





Vehicles capable of transporting personnel and equipment with ease over carrying a 2%-ton payload. Having a range of 100 miles, it could climby 


dry land, water, mud, swamp or snow—independent of terrain—are being a 30 percent grade. Two 300-hp turbine engines would supply the lifting 


studied for the U.S, Army by Aeronutronic Division of Ford Motor Com- cushion of air and drive pusher propellers for propulsion, directional control 
pany. The vehicles, which ride on a cushion of air, will supplement existing and braking. A larger version, with a 22,000-pound payload capacity, is seer 
wheeled and tracked vehicles when their normal operation becomes ineffec- as a possible solution to the problem of rapid, economical unloading off 
tive or uneconomical in off-the-road and amphibious operations. vessels anchored off-shore. Called a Logistics-Over-The-Shore vehicle, this 


One such vehicle could skim five feet above ground or water at 40 mph, air-cushion cargo carrier would hit 80 mph at five feet above the surface— 





a 


nd be even faster at a lower operating height. Its range would be 300 miles. 


ould such vehicles be forerunners of the cars and trucks of tomorrow? 


t's far too early to tell, but the possibility exists. One thing, however, is 


- . ; : : ; ; , 
srertain: regardless of the direction future transportation takes, Ford Motor 


ompany will be ready with the kind of products the nation and your 
ustomers will want and need . . . thanks to continuing, advanced develop- 


ment programs like that of Aeronutronic Division. 


MOTOR COMPANY 
THE AMERICAN ROAD, DEARBORN, MICHIGAN 


FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY Ford ¢« Faicon e Thunderbird « Comet 
Mercury « Lincoln Continental e English Ford Line e Ford Trucks «industrial Engines 
Farm and Industrial Tractors and Equipment e Special Military Vehicles 
Aeronutronic— Products for the Space Age « The American Road insurance Company 
Ford Motor Credit Company 
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Average Price of Used Cars Sold at Auction 


(Compiled by Automotive 
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Prices of 61s added and ’53s dropped in November, 1960. Prices of '60s and '52s dropped in December, 1959. 
Figures alongside bars represent dollars. 


4-dr., $825* (ps); 2-dr. Victoria, $750* 
(ps); Country Sedan (8) 4-dr., $890. 
’57 Country Squire (8) 4-dr., $855* (ps); 
Fairlane 500 (8) 4-dr. Victoria, $660* 
(ps); 4-dr., $620* (ps), $575*; 2-dr. 
Victoria, $585"; Fairlane 500 (6) 2-dr. 
Victoria, $515* (ps). 
IMPERIAL—’60 Crown 4-dr. hardtop, $3,- 
550* (ps); conv., $3,370* (ps). 
"59 Imperial 4-dr., $2,370* (ps). 
’57 Imperial 4-dr., $1,230* (ps); 
hardtop, $1,155* (ps). 
LINCOLN—’59 Continental Mark IV 4-dr. 


Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 
steering. 


CHICAGO 


Arena Auto Auction, Sale every Tuesday. 
Prices are for sale of July 11. Market red 
hot. Sold 424 cars from 606 consignments. 


4-dr. 


BUICK—’60 Electra 225 conv., $2,425* hardtop, $2,680* (ps), $2,495* (ps). 
(ps); Electra 4-dr, hardtop, $2,410* | OLDSMOBILE—’60 (88) Super 4-dr. Holi- 
(ps); Invicta Estate Wagon, $2,315* day, $2,520* (ps); conv., $2,450* (ps); 
(ps). (88) conv., $2,430* (ps). 

’59 Invicta 4-dr, hardtop, 2 at $1,765* "59 (98) 4-dr, Holiday, $1,965* (ps); 2- 
(ps); 4-dr., $1,760* (ps). dr. Holiday, $1,675* (ps); (88) 4-dr., 
"58 Century 4-dr. Riviera, $1,300* (ps); $1,755* (ps); 4-dr. Holiday, $1,705* 
RM 4-dr. Riviera, $1,185* (ps), $1,- 
100* (ps). 
’57 Super 4-dr. Riviera, $1,100* (ps), 
$780* (ps); RM 4-dr, Riviera, $1,060* 
(ps); conv., $650* (ps); Century 4-dr., 
$620* (ps); Special 2-dr. Riviera, 
$575*, $505* (ps). 
"56 Special 4-dr, Riviera, $510* (ps), 
$485*; conv., $475*. 
CADILLAC—’61 de Ville 4-dr. hardtop, 


$4,530* (ps). 

60 de Ville 2-dr. hardtop, $4,100* (ps); 
(62) conv., $3,950* (ps), $3,855* (ps). 

"59 de Ville 4-dr. hardtop, $3,185* (ps), 
$2,830* (ps); (60) Special 4-dr, hard- 
top, $3,150* (ps); (62) conv., $2,935* 
(ps); 4-dr. hardtop, $2,735* (ps). 

58 (62) conv., $2,275* (ps); 4-dr. hard- 
top, $2,000* (ps); Sedan de Ville, $1,- 
825* (ps), $1,820* (ps); Eldorado 
conv., $2,115* (ps); 2-dr. hardtop, 
$1,945* (ps). 

57 (60) Special 4-dr. hardtop, $1,760* 


ALABAMA 





JOHNSON AUTO 


AUCTIONS 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 


(ps). 

’56 (62) Sedan de Ville, $990* (ps); 2-dr. 
hardtop, $805* (ps). 

CHEVROLET—’ 61 Impala (8) sport sedan, 

$2,550* (ps), $2,400* (ps); Corvair 
Monza (6) 4-dr., $2,150; Corvair 
Greenbrier (6) 6-dr., $2,025*. 

°60 Impala (8) sport sedan, $2,400* (ps), 
$2,200* (ps), $2,080* (ps), $2,000 (ps), 
$1,980*, 2 at $1,975* (ps), $1,945*, 


(ps), $1,690* (ps). 

"58 (98) 4-dr. Holiday, $1,305* (ps), $1,- 
250* (ps); (88) Super conv., $1,210* 
(ps); 4-dr, Holiday, $1,160* (ps), $1,- 
105* (ps); 2-dr, Holiday, $1,060*, 
$1,000* (ps); (88) 2-dr. Holiday, $900* 


(ps). 

’57 (88) Super 4-dr. Holiday, $950* (ps); 
Safari 4-dr., $910* (ps), $860*; (88) 
4-dr, Holiday, $700* (ps). 

PLYMOUTH—’61 Belvedere (8) 4-dr., $1,- 
. 


980*. 
’60 Valiant 200 (6) Suburban 4-dr., $1,- 


565* (ps); 4-dr., $1,325*; Belvedere 
(8) 4-dr., $1,300*. 
59 Fury (8) 4-dr, hardtop, $1,525* 


(ps). 

’58 Fury (8) 2-dr. hardtop, $1,200* (ps); 
Savoy (8) 4-dr., $850* (ps); Subur- 
ban (6) Custom 4-dr, (9 pass.), $620* 


MICHIGAN 


State Fair 


Auto Auction, Inc. 
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(ps); Belvedere (6) 4-dr., $595* (ps). 

57 Fury (8) 2-dr. hardtop, $1,000*; 
Belvedere (8) 4-dr., $580* (ps), $535* 
(ps); Belvedere (6) 4-dr., $420* (ps). 

’55 Savoy (8) 4-dr., $2,385* (ps). 

PONTIAC—’60 Bonneville 4-dr. Vista, $2,- 
385* (ps); Catalina conv., 2 at $2,305* 
(ps), $2,270* (ps). 

"59 Bonneville 4-dr. Vista, $2,095* (ps), 
$2,015* (ps), $1,855* (ps); sport coupe, 
$1,650* (ps); Catalina Safari 4-dr., 
$1,430* (ps); Star Chief 4-dr., $1,400* 


(ps). 

’568 Bonneville conv., $1,350* (ps); 
Chieftain 4-dr. Catalina, $700* (ps). 

’57 Chieftain 4-dr. Catalina, $985* (ps), 
$670* (ps); 2-dr., $490*. 

RAMBLER—’61 Ambassador (8) Super 4- 

dr., $1,955*. 

60 Custom (6) station wagon, $1,385*. 


NEW JERSEY 


Ae a0) |) 





*59 Ambassador (8) Super Cross Coun- 
try, $1,140*; Rebel (8) Custom 4-dr., 
$1,075*. 

’58 Rebel (8) Custom 4-dr., $795*; Super 
4-dr., $765* (ps). 

’57 Custom (8) Cross Country, $765*. 

STUDEBAKER—’59 Silver Hawk (8) 2-dr. 
hardtop, $1,020*; Lark (8) 2-dr. hard- 


top, $900*; 4-dr., $820*; Lark (6) 2- 
dr.; $710. 

MISCELLANEOUS — ’58 Ford Ranchero, 
$605. 


CALDWELL, N. J. 


Skyline Auto Auction, Sale every Tues- 
day. Prices are for sale of July 11. Prices 
holding firm, Activity good, Clean sharp 
cars still in very strong demand, Sold 197 
cars from 256 consignments. 

$2,- 


BUICK—’60 LeSabre 2-dr. 
250* (ps). 

’59 LeSabre 4-dr. hardtop, $1,505* (ps), 
$1,400* (ps); 2-dr, hardtop, $1,475* 
(ps), $1,450* (ps); Invicta 4-dr, hard- 
top, $1,490* (ps); Electra 4-dr., $1,- 
405* (ps). 

’57 Special 2-dr., $400*. 

’56 Century 4-dr, Riviera, $390* (ps); 
Estate Wagon, $360* (ps); RM 4-dr. 
Riviera, $310* (ps). 

’55 Super 2-dr. Riviera, $380* (ps); Cen- 
tury 4-dr., $320*; Special 4-dr., $310*, 

CADILLAC—’59 (62) 2-dr. hardtop, $2,- 
850* (ps); (60) Special 4-dr, hardtop, 
$2,710* (ps), 

’57 (62) 4-dr. hardtop, $1,300* (ps). 

CHEVROLET—’60 Bel Air (8) 4-dr., $1,- 
575*, $1,560*, $1,535*, $1,450*, $1,430, 
$1,400, $1,360; Brookwood (8) 4-dr., 
$1,450, $1,250; Corvair (6) 4-dr., $1,- 
275*, $1,150, $1,060. 

’59 Impala (8) sport sedan, $1,500* (ps); 
Parkwood (8) 4-dr., $1,430* (ps), $1,- 
270*, $1,200* (ps), $1,160*, $1,000; Bel 
Air (6) 4-dr., $1,225, $1,150* (ps), $1,- 
150*, 2 at $1,110*, $1,090*, $1,055, 3 
at $1,050, $1,045, $1,015, $1,000, $990; 
Bel Air (8) 4-dr., $1,165*, $1,140*, $1,- 
135*, $1,130*, $1,120*, $1,100* (ps); 
2-dr., $1,060; Biscayne (6) 2-dr., $930*, 

"58 Brookwood (8) 4-dr., $980*; Brook- 
wood (6) 4-dr., $745*; Bel Air (8) 
sport coupe, $950* (ps), $850* (ps); 
Biscayne (6) 4-dr., $945*, $800*, $750*, 
$710*, $530*; Biscayne (6) 2-dr., $610; 
Yeoman (6) 2-dr., $800, $790*, $605*; 
Impala (8) sport coupe, $700*, 


hardtop, 


57 Bel Air (8) sport sedan, $815*, 
$700*; Two-ten (8) station wagon 4- 
dr., $795*; Two-ten (6) 4-dr., $505*, 


$440*. 
56 Bel Air (8) sport sedan, $475* (ps); 
Bel Air (6) 2-dr., $300; 4-dr., $230. 
(Continued on Page 23, Col, 1) 





NEW YORK 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 
Auction 


Dealer Aute 
Albany 5, N. Y. 











$1,920* (ps), $1,910* (ps), $1,885* 
(ps); conv., $2,055* (ps); 4-dr., $1,- 
850; Impala (6) sport sedan, $1,860*; 
Bel Air (8) 4-dr., $1,675*, $1,645*, 
$1,620*; Bel Air (6) 4-dr., $1,410*; 
2-dr., $1,405*, $1,365; Parkwood (8) 
4-dr., $1,650; Biscayne (6) 2-dr., $1,- 
465, $1,440, $1,340* (ps), $1,300*; 








COLORADO 








Colorado Auto Auction 
4285 So. Santa Fe, Littleton, Colorado 





OVER 3 Eve 8 pony Pang It O'Clock 
car sale average 
OF GREATER DETROIT Sit) oT AY All Titles and Checks Guaranteed 
AUCTION 
SALE r on 6 set a sieiescohel cabs See | LAFAYETTE—Syracuse Auto Auction, 
EVERY ' for Auction nction of Penna. and N. J. Turnpik Center of Empire State. Check and 
tea ene Title Protection. (Wed.) 
TUESDAY Reservations. 
AT 11 A.M. | @ + sail _— NORTH CAROLINA 
: RALEIGH — Mann’s Auto Auction 











Corvair 700 (6) 4-dr., $1,280*, $1,280, 
$1,265; Corvair 500 (6) 4-dr., $1,235; 
2-dr., $1,135. 

59 Impala (8) 4-dr., $1,675* (ps), $1,- 


Phone: SU 1-7821 


SALE EVERY TUESDAY 


260* (ps); sport sedan, $1,600* (ps), . 

$1,530* (ps), $1,520* (ps), $1,500*, $1,- 11:00 A.M. 

470* (ps); conv., $1,530* (ps), $1,- 

485* (ps); sport coupe, $1,345*; Im- | George A. Lamb Norman Early 
pala (6) conv., $1,390*; Nomad (8) Owners & Operators 


4-dr., $1,420* (ps); Bel Air (8) 4-dr., 
$1,400*, $1,350* (ps), $1,350*, $1,255* 
(ps), $1,245*; Bel Air (6) 2-dr., $1,- 
330*; Parkwood (8) 4-dr., $1,385*, $1,- 
375* (ps); Biscayne (8) 4-dr., $1,210*, 
$795; 2-dr., $1,170*; Biscayne (6) 2- 
dr., $1,075*, $845*. 

’58 Impala (8) conv., $1,365* (ps), $1,- 
305* (ps), $1,200; sport coupe, $1,335*; 
Nomad (8) 4-dr., $1,120* (ps); Bel Air 
(8) sport sedan, $1,085*, $1,025*; 4-dr., 
$985* (ps), $940* (ps); Biscayne (8) 
4-dr., $965; 2-dr., $940*. 

*57 Bel Air (8) sport sedan, $1,100* (ps), 
$850* (ps); conv., $1,000*, $950* (ps); 
Nomad (8) 2-dr., $985* (ps); Two-ten 
(8) sport sedan, $795; station wagon 
4-d?., $765*. 

56 Bel Air (8) sport sedan, $775* (ps); 


MILL NACE, General Manager 


Dealers Only 
Write for FREE Market Reports. 








LUCA D, the Dealers’ Directory 
to Leading Auto Auctions. 





CONNECTICUT 





NEW ENGLAND'S OLDEST 


station wagon 4-dr., $660*; Bel Air AND BEST 
(6) sport sedan, $495*. Deal Auto Exch i ISth Y: f 
CHRYSLER—’60 Saratoga 4-dr, hardtop, | Vealers change in our ear oO 


Continuous Operation. 
DUAL LANE SALE 


Sales every Wed.—11:30 A.M. 
Southern Auto Sales, Inc. 


$2,160* (ps). 
"59 Windsor 4-dr., $1,605* (ps). 
’58 NY 4-dr. hardtop, $1,460* (ps); Sara- 
toga 4-dr. hardtop, $1,180* (ps). 
COMET—’61 Comet 2-dr., $1,790. 


@ Auto Auction Report Weekly. 
@ Big Jackpot Cash Prize. 
@ Michigan's Fastest Dual Lane Sale. 


19745 Ralston, Detroit 3, Michigan 
(Near Woodward & State Fair Aves.) 


TO 9-4660 
NOW! 


Special Truck Lane 
Every Tuesday, 11 a.m. 








DETROIT'S 
Oldest, Largest and Very Best 
Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just 1/2 mile from Detroit City Limits 








Minutes from New York City 


Gkylimets 


r Wl 2 


AUTO AUCTION 
' as 





EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 


MINIMUM RATES 


We issue auction checks— 
Guarantee titles. 
Dual Lane Sale—4 Auctioneers 
insured By 


AUCTION INSURANCE AGENCY, 
Birmingham, Alabama 


AKRON—A-1 Auto Auction, U. S. 224, 





Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


OHIO 


PL 3-6643, Titles, Checks guaran- 
teed. Ea. week, Tues., Thurs., 12:30. 


PENNSYLVANIA 


IT 
TAKES 


Four: 
oF -A: 
KinD 


TO BEAT A 







DeSOTO—’59 Fireflite 4-dr., $1,705* (ps); 

56 Adventurer 2-dr, hardtop, $1,065* 
(ps). 

DODGE—’60 Pioneer (8) 4-dr., $1,320*. 

59 Coronet (8) 4-dr., $1,000*. 

’57 Coronet (8) conv., $460*. 

FORD—’61 Galaxie (8) 4-dr. Victoria, $2,- 
215* (ps); Ranch Wagon (8) 4-dr., 
$1,925; Fairlane (8) 2-dr,, $1,725*. 

"60 Thunderbird (8) 2-dr, hardtop, $2,- 
885* (ps), $2,810* (ps); conv., $2,695* 
(ps); Galaxie (8) Starliner, $1,825* 
(ps); conv., $1,795* (ps); 2-dr., $1,- 
705* (ps); Fairlane 500 (8) 4-dr., $1,- 
500*; Fairlane (8) 2-dr., $1,410* (ps), 
$1,140*; 4-dr., $1,300*; Falcon (6) 4- 
dr., $1,385*%; 2-dr., $1,255. 

*59 Thunderbird (8) 2-dr. hardtop, $2,- 
250* (ps), $2,200*; Galaxie (8) 4-dr. 
Victoria, $1,505* (ps); conv., $1,445* 
(ps); 4-dr., $1,435* (ps); Custom 300 
(8) 2-dr., $1,105*, $995*; 4-dr., $960*; 
Fairlane (8) 4-dr., $1,055*. 

58 Thunderbird (8) conv., $1,910* (ps); 
2-dr, hardtop, $915* (ps); Fairlane 
500 (8) 4-dr, Victoria, $915* (ps); 


Warehouse Point, Conn. 





FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues., 10 
A.M. Dealer-owned. Dealers only. 


MARYLAND 


BEL AIR—Bel Air Auto Auction. Ti- 
tles, checks guaranteed. Cars group- 
ed. Thur., 12 noon. Established 1947. 





For buying, selling, trading ANY- 
THING automotive, Automotive 
News Want Ads get quick results! 








aaace iduendin EVERY TUESDAY AT NOON! FULL HOUSE 
: r ON ROUTE 46 More and I 7 
PHONE: DUnkirk 32-0150 CALDWELL TOWNSHIP, N. J. au Maher gameemn aa: wn 


a larger and larger ‘full house” of active 
buyers every Friday at the Manheim Auto 
Auction. 

We have to have ‘‘four-of-a-kind"” to beat 
it... so now there are 


Four ACTION-PACKED LANES 


at the largest auto auction in the world | 
The winner? Our customers, of course. Be- | 


CApitol 8-0100 for Reservations 


Overstocked? Inventory Unbalanced? 





Top Heavy with Hard-to-Sell Items? more cars "collect" your “money ond a 


SALE EVERY FRIDAY AT 10 A. M.° 


Guaranteed Titles @ Auction Checks Issued 
© Ladies’ TV Lounge 
Restaurant Featuring Lancaster County 
Home Cooking 


Manheim Auto Auction, Inc. 
ON ROUTE 72 e MANHEIM, PA. 
MOhawk 5-2401 


Need Some Creampuffs Fast? 


Dealer auto auctions listed here hold the answer to your used-car problems. 
Consult this page each week for the nation's top auto auctions. 
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AUTOMOTIVE NEWS, JULY 24, 1961 23 


sale of July 11. at $600*, $535*; Two-ten (8) sport 
BUICK—’60 LeSabre 2-dr. hardtop, §2,- coupe, $640*; 2-dr., $625*; One-fifty 


A ti Pp ea a cae oe. license tame chai. Model Breakdown 2 wagon, $515; 4-dr., $425, 
se = ar uc ion rices $1,960" (ps), $1,785* (ps); LeSabre} Of Auction Averages ’55 Bel Air (8) station wagon 4-dr., $750* 


2-dr. hardtop, $1,885* (ps), $1,860* (ps), $645*; conv., $495", $455", $385*; 























(ps); Estate Wagon, $1,860* (ps); 4- July, 1961 June, May, 2-dr., $475; 4-dr., $460*; sport coupe, 
ues tev nae. Ge) ter ous To Date 1961 1961 $425* (ps); Two-ten (8) Delray, $510*, 
; Invie -dr, viera, $1, 450*; 4-dr., *, $310*; One-fi 
(Continued from Page 22) (ps); 2-dr. Riviera, $1,255* (ps). $2,366 $2,360 $2,438 (8) 4-dr., was et re 
58 Century 4-dr, Riviera, $1,185* (ps). 1,846 1,887 1,900 53 Bel Air 2-dr. hardtop, $250*; 2-ar., 
155 Bel Air (6) 4-dr., $390; station wag- $865* (ps), ’57 Super 2-dr, Riviera, $735* (ps). 1,457 1,444 1,465 $205*. 
on, $360*; Bel Air (8) 4-dr., $385*; | MERCURY — ’57 Monterey 4-dr., $465*| 56 Special 2-dr, Riviera, $450* (ps); 058 “ons "on CHRYSLER—'57 NY 2-dr. hardtop, $1,- 
Two-ten (6) 4-dr., $300, $200; 2-dr., (ps), 2-dr., $385*; Century 4-dr, Riviera, 000* (ps); Windsor 4-dr., $735* (ps). 
s $225*. OLDSMOBILE — ’60 (88) 2-dr. Holiday, $315* (ps). 650 662 649 | COMET—’60 Comet station wagon, $1,- 
CHRYSLER—’59 Windsor 4-dr, hardtop, $2,050* (ps). CADILLAC—’60 (62) 2-dr. hardtop, §$4,- 422 422 427 700*, 
$1,390* (ps). 59 (88) Super 4-dr. Holiday, $1,810* 150* (ps); conv., $3,975* (ps); 4-dr. 300 330 314 | DeSOTO—'59 Firedome 2-dr. hardtop, $1,- 
’57 Windsor 2-dr, hardtop, $595* (ps). (ps); 4-dr., $1,540* (ps). hardtop, $3,685* (ps); de Ville 4-dr. 212 200 se oso* (ps). 
peSOTO—'55 Firedome 2-dr, hardtop, $355* | prymoUTH—’61 Fury (8) 2-dr. hardtop, hardtop, $4,115* (ps), $3,935" (ps), 220 ,57 Fireflite 4-dr., $725* (ps). 
(ps). $2,200* (ps), $3,925* (ps). "56 Firedome 2-dr. hardtop, $600* (ps). 
poDGE—’59 Coronet (8) 4-dr. hardtop, ’58 Suburban (8) Custom 4-dr., $950* ’59 de Ville 2-dr, hardtop, $3,225* (ps); Average $1,026 $1 036 $1,050 "D4 Firedome 4-dr., $220* (ps). 
, $680* (ps). (ps); Plaza (8) 2-dr., $450*. (62) 2-dr, hardtop, $3,100* (ps); conv., e Y 50 4-dr., $110. 
158 Royal (8) 2-dr, hardtop, $680* (ps). 57. Belvedere (8) 2-dr, hardtop, $450* $3,075* (ps). DODGE—’60 Phoenix (8) 4-dr. hardtop, 
+55 Coronet (8) 4-dr., $180. (ps); Suburban (8) 4-dr., $335*. "58 (62) Coupe de Ville .$2,480* (ps), $1,795* (ps); Seneca (8) station wag- 
FORD—'61 Ranch Wagon (6) 4-dr., $1,- PONTIAC—’61 T t (8) 4-dr., $1,960* $2,275* (ps), $2,450* (ps); 2-dr. hard- $1,700* (ps), $1,635*; sport coupe, $1,- se ots $1,655; 4-dr., $1,350. 
. 890. empest (8) 4-dr., $1, top, $2,260* (ps); Eldorado conv., $2,- 575*, $1,500; Parkwood (8) 4-dr., $1,- 59 Sierra (8) 4-dr., $1,685* (ps). 
d 1g0 Fairlane 500 (8) 4-dr., $1,250*, $1,-| |. (9s). a-dr, Vi 760° 260* (ps). 685* (ps); Brookwood (8) 4-dr., $1,-| ’58 Sierra (8) 4-d. (9 pass.), $1,450* 
240%, 2 at $1,225*, $1,205*, $1,200*° - fon cua = vite, Ee (P8).| +57 (60) Special 4-dr, hardtop, $2,000* 535* (ps); 2-dr., $1,235; Bel Air (8) | ,_ (PS); Coronet (8) conv., $840* (ps). 
; (ps). c cait : . a at soe ort (ps); (62) Sedan de Ville, $1,705* 4-dr., $1,475*, $1,250; 2-dr., $1,275*; 57 Custom Royal (8) 2-dr. hardtop, 
*59 Thunderbird (8) 2-dr, hardtop, §2,- wT Bee "Ghint 3 ~ al 2, or a (ps), $1,590* (ps); 4-dr., $1,635* Biscayne (8) 2-dr., $1,335* (ps), $1,- 3865* (ps). 
225* (ps), $1,825* (ps), $1,750* (ps); Star Chief 2-dr. Catalina, $700° (ps). (ps), $1,585* (ps). 240; 4-dr., $1,185"; Biscayne (6) 4-dr., 56 Royal (8) Sierra 4-dr., $485*. 
Galaxie (8) 2-dr., $1,305* (ps), $1,- | RAMBLER—’61 Classic (8) 4-dr., $1,990*.| ‘56 (62) 2-dr. hardtop, $1,135* (ps), $1,135; 2-dr., $905. 55 Royal (8) Sierra 4-dr. (9 pass.), 
; 300* (ps); 2-dr, Victoria, $1,100; Fair-| ’60 Super (8) 2-dr., $1,055; Deluxe (8) $995* (ps), $885* (ps). ’58 Corvette (8) conv., $2,030; Impala $460*; 2-dr. hardtop, $285* (ps); conv.,, 
i jane (8) 4-dr., $1,100*; Ranch Wagon station wagon 4-dr., $1,055. CHEVROLET—’61 Parkwood (8) 4-dr., $2,- (8) sport coupe, $1,300, $1,255* (ps), $285*; Coronet (8) 2-dr. hardtop, 
i (8) 2-dr., $930; Fairlane 500 (8) 2-dr.,| ’59 Super (8) 4-dr., $925. 440*; Bel Air (8) sport sedan, $2,425* $1,235* (ps), $1,105*, $1,090* (ps); . $320°. 
$700°*. ’57 Super (8) 4-dr., $250, (ps); Corvair Monza (6) 2-dr., $2,105; conv., $1,185* (ps), $1,075*; Bel Air 54 Royal (8) 4-dr., $150*. 
; ’58 ‘Thunderbird (8) 2-dr, hardtop, $1,- | STUDEBAKER—’59 Lark (6) 2-dr., $810. Corvair 700 (6) station wagon, $2,060*; (8) sport coupe, $1,095*; Biscayne (8) | EDSEL—’58 Ranger 2-dr., $735; 2-dr. 
_ 750* (ps); Fairlane 500 (8) conv., $1,- ’56 Champion 2-dr., $235. Biscayne (6) 4-dr., $1,885. 2-dr., $960; Yeoman (8) 4-dr., $955*. hardtop, $675*; Pacer 2-dr. hardtop, 
; 000* (ps); 2-dr. Victoria, $700* (ps), | MISCELLANEOUS—’59 Chevrolet pickup, ’60 Impala (8) sport coupe, $2,225* (ps), ’57 Bel Air (8) station wagon 4-dr., $1,- $530* (ps). ” 
. $535* (ps); Fairlane (8) 4-dr, Victoria, $865. $2,200* (ps), $2,185* (ps), $2,170*, 100* (ps); sport sedan, $940* (ps), | FORD—’61 Thunderbird (8) 2-dr. hardtop, 
3 $600*; Custom 300 (8) 2-dr., $595;! °56 Chevrolet (6) pickup, $250. $2,160* (ps), $2,095, $1,985*; sport $940*; 4-dr., $940*, $935*, $875*, $4,170* (ps). 
Custom 300 (6) 2-dr., $455*, $320*. 53 Chevrolet stake, $300. sedan, $2,075* (ps); 4-dr., $1,970* $755*; sport coupe, $885*, $775; Two-| °60 Thunderbird (8) 2-dr. hardtop, $3,- 
> 157 Fairlane 500 (8) conv., $560* (ps), (ps); Parkwood (8) 4-dr., $2,185* (ps), ten (8) station wagon, $810* (ps); 4- 185* (ps), $2,935* (ps); conv., $2,- 
1 $420; Custom 300 (8) 4-dr., $500. LOS ANGELES $2,100; Corvair 700 (6) 2-dr., $1,555*; dr., $580*; One-fifty (6) 2-dr., $525; 960* (ps); Galaxie (8) 4-dr. Victoria, 
. 156 Custom (8) 2-dr., $385; Country Corvair 500 (6) 2-dr., $1,430; Biscayne One-fifty (8) 4-dr., $435*. $1,795* (ps); Fairlane 500 (8) 4-dr., 
3 Squire (8) 4-dr., $365* (ps), $280*;| Harold Henry’s Los Angeles Dealer Auto (6) 2-dr., $1,485*. ’56 Corvette (8) conv., $1,285*; Bel Air $1,675* (ps); Fairlane 500 (6) 2-dr., 
; Fairlane (8) conv., $350*. Auction. Sale every Tuesday. Prices are for ’59 Impala (8) sport sedan, $1,750* (ps), (8) sport coupe, $810*; sport sedan, 3 (Continued on Page 24, Col. 1) 
> LINCOLN —'56 Premiere 2-dr, hardtop, : 
$535* (ps), 
MERCURY— 57 Monterey 4-dr. hardtop, 


$520* (ps). 


156 Monterey 4-dr. hardtop, $530*; Mont- 
clair 4-dr, hardtop, $200*, 
OLDSMOBILE — ’59 (88) 2-dr. Holiday, 1 i me S 
$1,580* (ps), 
158 (88) 4-dr, Holiday, $1,125* (ps); 2- oa oC yi] 


dr, Holiday, $1,115* (ps), $800* (ps). 
57 (88) 4-dr, Holiday, $790* (ps), $635* 
(ps), $540* (ps); 2-dr. Holiday, $710* 


be 
% 
; (ps). 
156 (88) 4-dr. Holiday, $550* (ps), 
y PLYMOUTH—’'60 Belvedere (8) 2-dr., $1,- 
% 170*, $1,165*; Savoy (8) 2-dr., $810*. 
: 159 Suburban (8) Custom 2-dr., $1,020*; e & & & 


weGet Ca Fo Se 


Belvedere (8) 2-dr., $945*; 4-dr., 
$850*, $840*; Savoy (8) 4-dr., $725*. 
’5S Savoy (8) 4-dr., $360*, 
57 Belvedere (8) 4-dr., $625* (ps), $420* 


ios); Suburban (‘sport «er. 265°| Deglers in 43 states report increased sales with Childers Carports: 


56 Belvedere (8) peer. _— me ~ 
-dr., $270; Suburban e- 2 : _ 
Woy ar, si95* (ps), Like to sell 25% more cars while cutting 


PONTIAC—'60 Catalina 4-dr. Vista, $1,- costs? Read this report from Frank Crosby 
980° (ps). rr ice = Motor C Ardm Oklahoma: 
58 Chieftain Safari 4-dr., $245* (ps). otor Company, Ardmore, ahoma: 


'57 Star Chief 4-dr., $720* (ps), 
ee “The Childers Carport has surpassed 
so Super Cross Country, $185*. our expectations, in that it has added to 
ee ee the appearance of our property, and has 
se Commander (8) 2-dr., $100. saved us the salary of at least one porter. 
We feel that your carport has helped to 

increase the sale of our better used cars 

by at least 25%.” 


MISCELLANEOUS—’60 Willys Jeep, $750. 
’57. Willys Jeep, $210, 
Dealers everywhere are enthusiastic about 


*56 Chevrolet (6) 1-ton panel, $135; (8) 
1508 delivery sedan, $110. 


DETROIT 


Aptco Auto Auction, Sale every Wednes- 





day. Prices are for sale of July 12. McKeesport, Pa. “Very happy with results of Mer Rouge, La. “Our lot is cool and pleasant = the results they get with Childers Car- 
BUICK—'60 Electra 4-dr. hardtop, $2,275*| our Childers Carport, a supplementary nd the customer is in no hurry to leave.” ports. Here are some of the reasons they 
(ps); LeSabre 4-dr., $1,930*. showroom.” —Devereaux Chevroiet, Inc. —Windsor-Parker Chevrolet, Inc. consider it one of their best investments: 


’59 LeSabre 4-dr. hardtop, rae al 
ADILLAC—’61 (62) conv., $4, ps). ; . 
ore (62) 4-dr. hardtop, $3,325* (ps). 1. Every day is a selling day when 


"59 (62), 2-dr. bardien,. $3,700" (ps). are protected from blistering hot sun and 
. , . rain. More customers stop, look, talk, deal! 


CHEVROLET—’60 Impala (8) gy 
top, $2,005* (ps); sport coupe, ’ ; - f 
2. Big savings on labor cost. Cars that 
are protected don’t need as much cleaning. 


conv., $2,015*; Impala (6) sport coupe, 
$1,820*; Bel Air (6) 2-dr., $1,500, $1,- 

3. Higher prices for cars that are kept 
clean and attractive to buyers. 


500*, $1,475; Biscayne (6) 2-dr., $1,- 
420, $1,420*, $1,410; 4-dr., $1,375; 
Corvair 700 (6) 4-dr., $1,340; 2-dr., 
$1,260, $1,250; Corvair 500 (6) 4-dr., 
$1,245, $1,165. e ° : ° ° 
"59 Nomad (8) 4-dr_. $1,680" (ps); Im- 4. Cuts light bills % or more. Light is 
ala co *9 ’ , e 2 
coupe, $1,565°; 4-dr., $1,485"; Bel Air more easily directed to cars. 
$1,105; d-dr., $1,160"; “Biscayne, (8) 5. More sales and faster turnover. It costs 
fogs, 70795 Biscayne (6) 2h») Belleville, Ill. “Protection while talking has Waynesboro, Va. “We are convinced that it $3 to $4 a day to “board” a car, yet 


(6) 4-dr., $1,275*; Bel Air (8) 2-dr., 





°68 Bel Air (8) 2-dr, hardtop., $990°; resulted in gratifying increase in sales.” has helped improve the sale of used cars.” Childers Carports cost as little as 5c per 
Bi (6) 2-dr., ; ; 4-dr., age ; a 
Sreoe, Impata cas sar, handton, 6800°. Belleville Motors Paul Freed, Inc. car per day! 


’57 Bel Air (6) stati agon 4-dr., $1,- . “ . : 
Os Ato) Ratios wente, Cor 5.” 6. Architect-designed to harmonize with 


ten (8) station wagon 4-dr., $730*. existing buildings and displays. 


56 Two-ten (8) station wagon 4-dr., 
ae ee 7. Easy to install. The Childers Regional 
Manager will arrange installation for you. 


2-dr., $335. 
CHRYSLER—’59 Saratoga 2-dr. hardtop, 

8. Easy to move if you are on leased prop- 
erty, or to rearrange your display. 


$1,625* (ps). 
Call 2 Dealers FREE! 


DODGE — ’57 Royal (8) 2-dr. hardtop, 
$565* (ps). 
Childers will send you a list of 500 
dealers who have turned their lots into 


’b6 Suburban (8) 4-dr., $465*; Coronet 
(8) 2-dr. hardtop, $290*. 
spectacular outdoor showrooms, increased 


EDSEL—’58 Citation (8) 4-dr., $290*. 
FORD—’61 Falcon (6) Deluxe station wag- 
on 2-dr., $1,640. 

‘60 Thunderbird (8) conv., $2,900* (ps); 
Galaxie (8) conv., $1,925* (ps), $1,- 
870* (ps), $1,810* (ps); 4-dr. aoe * ee 

, $1,775* (ps), $1,680* (ps), $1,660*; : = : i : 
4-dr., $1, 750°, $1,730*; Fairlane 500 Harrisburg, Pa. “We might not be in busi- Corning, N. Y. “Have added immeasurably 





eos 


(8) d-dr., $1,430°, $1,395°, | $1,375"; | ness without your carports to keep sales to the appearance, constitute a second show- _—_ —— costs neg —— oa 
Sauer tes aan G1bret Palese| rolling.” —Gerald Hoffman Motors,Inc. room.” —Redfield Plymouth Co. ae i “Shes tall G ” ae t Chl a. 
(6) Deluxe 2-dr., $1,260, $1,220. . Li c you abou ilders 
‘699 Thunderbird (8) 2-dr. hardtop, $2,- Carports in their own words. Send the 


325* (ps), $2,210* (ps);, Galaxie (8) 


5 . pales ) - ‘ bill for these calls to Childers. You will 
Sone” Siitwwe, (POs arat, Victor™, $371 New Childers Detroit Model Carport Protects Double Row of Cars! be reimbursed promptly. No obligaton. 
4-dr., $1,155*; Country Sedan (8) 4- 


at dr., $1,460* (ps); Fairlane 500 (8) 
; 4-dr. Victoria, $1,290* (ps); Custom 

300 (8) 2-dr., $1,100*, $1,075, $955*, : Me’ ith nu ‘ | 

$1950*; 4-dr.,. $850*; Custom 300 (6) = naa fete Ty 








TEAR OUT AND MAIL COUPON 
Childers Manufacturing Company 











rid | 2-dr., $1,005*, $860; Fairlane (6) 4- ‘are Poet Dept. AN-14 
ai] "38 Fairlane S00 (6) 2-ar., 850°, =D pn alee a oi _| © en Far 
yet | ; ‘57 Fairlane 500 (8) 2-dr. Victoria, $700* Fee ed ee NN — lS ———— aS Houston 8, Texas 

iy (ps), $655*, $610*; Ranch Wagon (8) 5 a E —S——— SS ea ans Send me complete information and list of 500 
M. | Beast, “Seeoton te) eae etek. $008; |_| SS) see ne dealers who ia installed Childers Carport: 
if $550"; Custom (6) 2-dr., $485, $425; % 1 a) VF <r oar 


4G 
Ns 
8 


Custom 300 (8) 2-dr., $485*; 4-dr., 
$480". 











1 i 
| | 
| | 
| ! 
! ! 
| ! 
| Firm | 
l | 
| | 
| ! 
! | 
! a 


56 Thunderbird (8) 2-dr. hardtop, $1,- — 
4 525*; Fairlane (8) 2-dr. Victoria, $670* itle. 
. (a Fe ee ea DOUBLED SHOW-SPACE FOR LESS COST than for a single row. Childers Carports with lilies 
PA. IMPERIAL — ’59 Imperial 4-dr., $2,440* The new Detroit Model that protects a double spectacular Panorama Trim as illustrated above : a 
(ps); 2-dr. hardtop, $2,280* (ps). ars is illustrated above. Of course, the will, like magic, turn “just another lot” into an City tate: 
row of c ig I 





—_ LINCOLN — '57 Premiere 4-dr. hardtop, cost for protecting a double row is less per car attractive 365-day outdoor showroom. Childers Regional Managers in all Principal Cities 
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Used-Car Auction Prices 


(Continued from Page 23) 





delivery sedan, $500; Willys Jeep, $810; 
Ford (6) %-ton pickup, $710; Dodge 
(8) %-ton pickup, $475. 
’56 Ford %-ton pickup, $625. 
"55 Chevrolet (6) %-ton pickup, $545. 
’54 Dodge (6) %-ton LWB pickup, $315. 
’53 Dodge (6) 1-ton pickup, $200. 


FONTANA, WIS. 


Fontana Auto Auction. Sale every Thurs- 
day. Prices are for sale of July 13. All 
makes and models selling very good with 
sharp units at premium. Sold 166 cars 
from 237 consignments. 


BUICK—’61 LeSabre 2-dr. hardtop, $1,605* 


$1,465*, $1,065; 4-dr., $1,375; Country 
Sedan (6) 4-dr., $1,580; Falcon (6) 
station wagon 2-dr., $1,555; 4-dr., $1,- 
395; Fairlane (6) 2-dr., $1,300. 

’59 Thunderbird (8) conv., $2,710* (ps); 
2-dr, hardtop, $2,685* (ps), $2,600* 
(ps), $2,510* (ps), $2,365* (ps); Coun- 
try Sedan (8) 4-dr., $1,640* (ps), $1,- 
435* (ps), $1,385*; Galaxie (8) 4-dr., 
$1,570* (ps); 2-dr. Victoria, $1,545* 
(ps); Fairlane 500 (8) 2-dr. Victoria, 
$1,450* (ps); 4-dr. Victoria, $1,270* 
(ps); 4-dr., $1,200*; Ranch Wagon (8) 
2-dr., $1,340*; Custom 300 (8) 2-dr., 
$1,150, $705; Fairlane (8) 4-dr., $1,- 

. 


005*. 
’58 Thunderbird (8) 2-dr. hardtop, $2,- 
150* (ps), $2,065* (ps); Fairlane 500 


(Ps). 
(8) 2-dr. Victoria, $1,225* (ps), $920, 59 Invicta 4-dr., $1,600* (ps); LeSabre 


4-dr. hardtop, $1,460* (ps). 






* . * . sd 
feiss (156, abe, Nak, Wl: | ‘54 Super some, $1,006; "Becta conv. 
* <r 4 : ps). 
wing $1,090* tpas, $1,060" (ps). $075" — 2-dr., $460*; 4-dr., $440* 
O00"; iar. $610" (ps). — 56 Special 4-dr. Riviera, $225*. 
57 Country "Sedan (8) 4-ar, (9 pass.), "55 Special 2-dr. Riviera, $285*; 2-dr., 
$735*; Fairlane 500 (8) 2-dr., $695*; $245°. 
4-dr., $695*; Fairlane (8) 4-dr., $630*; | CADILLAC—’58 (62) Sedan de Ville, $1,- 
Custom 300 (8) 2-dr., $610*; 4-dr., 690* (ps). 
$605; Ranch Wagon (8) 2-dr., $550; ’56 (62) conv., $1,210* (ps). 


"55 (62) 4-dr., $550* (ps), $455 (ps). 
CHEVROLET—’61 Impala (8) sport coupe, 
$2,425* (ps). 
’60 Biscayne (6) 2-dr., $1,390; Corvair 
(6) 4-dr., $1,145*, 


Custom (6) 4-dr., $485. 

56 Thunderbird (8) conv., $1,575, $1,- 
485*, $1,380*, $1,250* (ps); Country 
Sedan (8) 4-dr., $510*; Fairlane (8) 2- 
dr. Victoria, $490*, $485*, $460*, $395*, 


$385* (ps); conv., $495* (ps), $485; "59 Impala (8) conv., $1,600, $1,595*, 
2-dr., $425*; Ranch Wagon (8) 2-dr., $1,540* (ps); 4-dr., $1,555*; sport 
$285* (ps), $275*. sedan, $1,475*; Bel Air (8) sport 
*55 Country Squire (8) 4-dr., $460* (ps); coupe, $1,335*; 4-dr., $1,275* (ps); 
Fairlane (8) 2-dr. Victoria, $410*, Biscayne (8) 2-dr., $1,055; Biscayne 


(6) 4-dr., $690. 

’58 Impala (8) sport coupe, $1,250*, $1,- 
215* (ps); Bel Air (8) sport coupe, 
$925* (ps); Biscayne (8) 2-dr., $850*. 

’57 Bel Air (8) conv., $1,000*, $995*; 
sport coupe, $895; sport sedan, $890* 
(ps), $850*; 4-dr., $745*, $705*; Bel 
Air (6) 4-dr., $835. 

"56 Bel Air (8) 2-dr., $635*; sport coupe, 
$615* (ps); Bel Air (6) 2-dr., $555*; 
Two-ten (8) 4-dr., $565, $435. 

’55 Bel Air (8) sport coupe, $550*; 4-dr., 
$410*; 2-dr., $405* (ps); Two-ten (8) 


$380*; Ranch Wagon (8) 2-dr., $335*, 
$275*; Main (6) 4-dr., $290. 
’54 Crest (8) 2-dr. Victoria, $155*. 
"53 Country Sedan (8) 4-dr. (9 pass.), 
$165*; Custom (8) 4-dr., $165*. 
52 Main (6) 2-dr., $100. 
'47 2-dr., $275. 
IMPERIAL—’58 Crown conv., $1,660. 
°57 LeBaron 4-dr. hardtop, $1,290. 
LINCOLN—’58 Premiere 2-dr. hardtop, $1,- 
870* (ps). 
’57 Premiere 2-dr. hardtop, $1,235* (ps). 


*56 Continental Mark II 2-dr, hardtop, station wagon, $460*, $295* $240 
$3,185* (ps); Premiere 2-dr, hardtop, Ba Bel A wt 39295", $240. 
$725* (ps). $250° ion 4-dr., $325; sport coupe, 


MERCURY—’59 Park Lane 4-dr. hardtop, 
$1,660* (ps); Monterey 4-dr., $1,365* 
(ps); 4-dr. hardtop, $1,125*. 


CHRYSLER—’55 NY 2-dr. hardtop, $300*. 
DODGE—’57 Royal (8) 4-dr., $530* (ps). 
FORD—’61 Fairlane (8) 2-dr., $1,860. 


— conv., $1,065* (ps); 2-dr., ’60 Galaxie (8) conv., $1,805* (ps); 2-dr. 
: Victoria, $1,610* ,375*; 4-dr., : 
'57 Montclair 2-dr, hardtop, $760* (ps); Ge ae, Games Gates tte, 


4-dr., $715* (ps), 

56 Monterey 4-dr., $435* 
clair 2-dr. hardtop, $425*. 

’55 Custom 2-dr., $435; Montclair 2-dr. 
hardtop, $375* (ps), $240*, 

*54 Monterey 2-dr. hardtop, $235*; 4-dr., 
$200* (ps). 

*51 Monterey 2-dr., $150*. 

OLDSMOBILE — ’60 (98) 4-dr. Holiday, 

$2,650* (ps); 2-dr. Holiday, $2,625* 


(ps). 

59 (88) Super 4-dr. Holiday, $2,090* 
(ps); 4-dr., $1,635. 

"58 (88) 2-dr. Holiday, $1,030*. 

’57 (98) 2-dr. Holiday, $885* (ps); (88) 
Super conv., $775* (ps); 2-dr. Holiday, 
$725* (ps); (88) 4-dr. Holiday, $775* 
(ps); conv., $740*; 4-dr., $550* (ps). 

°56 (98) 2-dr. Holiday, $690* (ps); 4-dr. 
Holiday, $610* (ps), $575* (ps); (88) 
Super conv., $635* (ps); 4-dr., $565* 
(ps); 4-dr. Holiday, $435* (ps); (88) 
4-dr. Holiday, $510* (ps); 2-dr, Holi- 
day, $435* (ps); 2-dr., $325*. 

°55 (98) 2-dr. Holiday, $550* (ps); conv., 
$460* (ps); 4-dr, Holiday, $425* (ps); 
(88) Super 4-dr, Holiday, $480* (ps); 
2-dr. Holiday, $295* (ps); (88) 2-dr. 
Holiday, $285*. 

*54 (98) 2-dr. Holiday, $235* (ps); (88) 
Super 2-dr, Holiday, $205* (ps); (88) 
conv., $195* (ps). 

"53 (88) 4-dr., $230* (ps). 

PLYMOUTH—’60 Suburban (6) 4-dr., $1,- 
680*; Fury (8) 4-dr, hardtop, $1,675* 
(ps); Valiant (6) Suburban 4-dr., $1,- 
590*; 4-dr., $1,365, 

*59 Suburban (8) Sport 4-dr., $1,565* 
(ps); Custom 4-dr., 2 at $1,435* (ps); 
Deluxe 4-dr., $1,210*; Suburban (6) 
Custom 4-dr., $1,105; Belvedere (8) 4- 
dr., $1,085 (ps). 

’57 Suburban (8) Custom 4-dr. (9 pass.), 
$935*; Custom 4-dr., $690* (ps); Bel- 
vedere (6) 2-dr. hardtop, $785*; Bel- 
vedere (8) 2-dr, hardtop, $710* (ps); 
Plaza (6) 2-dr., $395. 

°56 Belvedere (8) 4-dr, hardtop, $485*; 
4-dr., $450*; 2-dr., $425*; Suburban 
(8) Sport 4-dr., $445* (ps). 

°55 Belvedere (8) 4-dr., $350*, 

"50 2-dr., $165. 

PONTIAC—’60 Catalina sport coupe, $2,- 
425* (ps); conv., $2,360* (ps); 4-dr., 
$2,140* (ps), $2,055* (ps), 

’59 Bonneville sport coupe, $2,230* (ps); 
4-dr, Vista, $2,105* (ps); Catalina Sa- 
fari 4-dr., $2,085* (ps), $2,015* (ps); 
2-dr., $1,715* (ps); 4-dr., $1,515*. 

’58 Bonneville sport coupe, $1,495* (ps), 
$1,390*; conv., $1,365* (ps); Star Chief 
2-dr. Catalina, $1,085* (ps). 

’56 Star Chief station wagon, $570* (ps); 
4-dr. Catalina, $445*, $385*; Chieftain 
station wagon, $495* (ps). 

°55 Star Chief 2-dr. Catalina, $440* (ps); 
Chieftain 4-dr., $410*; 2-dr., $385, 
$205". 

°54 Star Chief 2-dr. Catalina, $125*. 

RAMBLER—’59 Super (6) Cross Country, 
$1,175*; 4-dr., $1,025*. 

’58 Super (6) 4-dr., $860; American (6) 
2-dr., $790*, $650, 

’57 Custom (6) 4-dr., $585. 

756 Custom 4-dr., $560*. 

’55 Custom 4-dr., $360*. 

’53 Custom 2-dr, hardtop, $235. 

STUDEBAKER—’59 Lark (6) station wag- 
on 2-dr., $825; 4-dr., $775, $485. 

58 Scotsman (6) station wagon 2-dr., 
$545. 

55 Champion (6) 2-dr. hardtop, $380. 

’°53 Champion (6) 2-dr., $250; Com- 
mander (8) 2-dr., $235*. 

"52 Commander (8) 2-dr, hardtop, $160. 

MISCELLANEOUS—’60 Ford (6) Falcon 
Ranchero, $1,535*, 2 at $1,430, $1,175. 

*59 Chevrolet (8) El Camino, $1,525, $1,- 
425*, $1,385*; (6) %-ton pickup, $990; 
Ford (8) Ranchero, $1,360*; (6) %-ton 
pickup, $980; Dodge (8) %-ton utility 
pickup, $1,150; (6) 1-ton stake, $950. 

"58 Willys FC 150 pickup, $1,050; Chev- 
rolet (6) %-ton pickup, $850, 

57 Chevrolet (6) 1%-ton stake, $1,100; 
(8) %-ton pickup, $795, $635*; (6) 


$1,625*; Custom (8) 4-dr., $980. 

’59 Galaxie (8) 2-dr. Victoria, $1,400*, 
$1,270*; conv., $1,390* (ps), $1,375*; 
Fairlane 500 (8) 4-dr., $1,005*; Cus- 
tom 300 (8) 4-dr., $975; Custom 300 
(6) 2-dr., $905, 

’58 Country Squire (8) 4-dr., $930*; 
Fairlane 500 (8) 2-dr. Victoria, $855* 
(ps); 4-dr., $830* (ps), $800*; Custom 
300 (8) 4-dr., $780* (ps); Custom 300 
(6) 4-dr., $675* (ps); Fairlane (8) 


(ps); Mont- 















Albany 
Renault—’59 Dauphine 4-dr., $390, 
Volkswagen—’56 2-dr., $640. 


Bordentown, N, J. 

Fiat—’60 2-dr., $370. 
Hillman—’56 2-dr., $165. 
Renault—’60 4-dr., $800. 
Simca—’59 4-dr., $470. 
Volkswagen—’61 2-dr., $1,580. 

*60 2-dr., $1,225. 
Volvo—’58 2-dr., $775. 


Caldwell, N. J. 
Ford (English)—’57 Prefect 4-dr., $170. 
Mercedes-Benz—’60 190 4-dr., $1,910. 
’53 170 4-dr., $290, 
Morris—’55 Minor 4-dr., $100. 
Triumph—’60 conv., $1,500. 
Vauxhall—’58 4-dr., $195. 
Volkswagen—’61 station wagon, 
Kombi, $1,400, 


Chicago 
Alfa-Romeo—’60 conv., $2,125, 
Jaguar—’53 conv., $600. 
Lloyd—’60 2-dr., $425. 
Metropolitan—’59 2-dr., $665. 
Simea—’59 2-dr., $395. 
Triumph—’58 TR-3 conv., $850. 
Vauxhall—’59 4-dr., $800. 
Volkswagen—’60 2-dr., $1,380. 

Daytona Beach, Fla. 
Opel—’58 2-dr., $400. 
Volkswagen—’60 2-dr., $1,360. 

’58 2-dr., $615. 

Detroit 
Fiat—’59 1100 4-dr., $300. 
Jaguar—’56 roadster, $975. 
Renault—’59 Dauphine 4-dr., $460. 
Vauxhall—’60 Victor Super 4-dr., $700. 
=e. Karmann-Ghia 2-dr., $1,- 

075. 
’58 sunroof 2-dr., $740. 
Flint 

Fiat—’59 1100 4-dr., $555. 
Renault—’60 Dauphine 4-dr., $690. 

’59 4-dr., $250, 

Fontana, Wis. 

Jaguar—’54 conv., $700. 
Triumph—’59 2-dr., $355. 


$1,825; 





Mankato Auction Holds 


First of Weekly Sales 


MANKATO, Minn. — The first 
sale of the Mankato Auto Auc- 
tion was held here last week at 
1116 North Front St., according 
to Walt Schemmel, owner of the 
new facilities which accommodate 
400 cars. 

Sales will be held every Tues- 
day. Schemmel operated Tri-State 
Auto Auction in Valley Springs, 
S. D., for the past eight years. 








Used Import Car Prices 


2-dr., $730*. 


’57 Country Squire (8) 4-dr., $515* (ps); 
Fairlane (8) 4-dr. Victoria, $500* 
(ps); 2-dr., $410; 4-dr., $385; Ranch 


Wagon (8) 2-dr., $495*. 
’566 Custom (8) 2-dr. Victoria, $410*. 
‘55 Fairlane (8) 2-dr., $400, $255; 2-dr. 
Victoria, $340*, $340* (ps); Custom 
2-dr., $290; Custom (8) 2-dr., 


LINCOLN—’59 Continental Mark IV conv., 
$2,500*. 

MERCURY — ’56 Montclair 2-dr. hardtop, 
$500*; Monterey conv., $330*; 2-dr., 
$255*. 

’55 Monterey 2-dr. hardtop, $295*; Mont- 
clair conv., $285*, 

OLDSMOBILE — ’60 (88) $2,500* 
(ps), 

’59 (98) 2-dr. Holiday, $1,765* (ps). 

’58 (88) 4-dr. Holiday, $1,375* (ps); 
4-dr., $1,110* (ps), 

’57 (98) 2-dr. Holiday, $750* (ps); (88) 
2-dr. Holiday, $700*; 4-dr., $680*. 

’56 (88) 4-dr. Holiday, $500*. 

’55 (88) 4-dr., $300*. 

PLYMOUTH—’60 Belvedere (8) 2-dr., $1,- 
190*, 

’59 Savoy (8) 2-dr., $375*. 

’57 Belvedere (8) 4-dr, hardtop, $600*; 
Savoy (6) 4-dr., $485*; Plaza (6) 2- 
dr., $300*; 4-dr., $255*. 

’56 Belvedere (8) 2-dr. hardtop, $430*; 
Savoy (6) 4-dr., $210. 

PONTIAC—’60 Bonneville sport coupe, $2,- 
185* (ps). 

’59 Star Chief 4-dr. Vista, $1,630* (ps); 
Catalina conv., $1,470*. 

’58 Star Chief 4-dr. Catalina, $990* 
(ps); 2-dr. Catalina, $825*; Chieftain 
Safari 4-dr., $900* (ps). 

‘57 Star Chief conv., $900* (ps); Chief- 
tain 4-dr., $475*, 

’56 Star Chief 2-dr. Catalina, $575* 
(ps), $360*, 

RAMBLER —’61 Classic (6) Custom 4-dr., 
$1,700* (ps). 

’59 Custom (6) Cross Country, $1,065*; 
Super (6) Cross Country, $1,050*; De- 
luxe (6) 4-dr., $740. 

’57 Super (6) 4-dr., $600. 

’56 Super 4-dr., $230. 
STUDEBAKER—’59 Lark (8) 4-dr., $820; 
Lark (6) 2-dr., $775. 

’56 Champion (6) 4-dr., $365. 

MISCELLANEOUS—’57 Ford 
up, $735. 

’56 Ford %-ton pickup, $500. 

’55 Ford pickup, $485. 


FLINT 


The Flint Auto Auction. Sale every Wed- 
nesday. Prices are for sale of July 12. 
Market continuing strong for good clean 
cars. Sold 211 cars from 344 consignments. 
BUICK—’60 Invicta 4-dr., $2,390* (ps); 

conv., $2,380* (ps); LeSabre conv., 
$2,365* (ps); 4-dr., $2,255* (ps), $2,- 


conv., 






















%-ton pick- 



















150* (ps). 
’59 LeSabre conv., $1,830* (ps); 2-dr. 
hardtop, $1,675* (ps); 4-dr., $1,520*; 





Invicta conv., $1,725* (ps); 2-dr. hard- 










top, $1,675* (ps), $1,650* (ps). 

’58 Special 4-dr., $1,025*, $968*; 2-dr. 
Riviera, $950*. 

’57 Special conv., $815* (ps); 4-dr. 
Riviera, $815* (ps); 4-dr., $585*; 
2-dr., $660* (ps); Super 4-dr. Riviera, 
$675* (ps). 

’56 Special 4-dr., $425*. 

’55 Special 4-dr., $290* (ps) 







CADILLAC—’57 (62) 4-dr., $1,300* (ps), 












Volkswagen—’60 2-dr., $950. 
’56 2-dr., $200, 
Kansas City, Mo. 
Volvo—’59 2-dr., $1,010. 











Los Angeles 
Austin-Healey—’58 roadster, $1,550. 
Borgward — ’58 Isabella station wagon, 





$600. 
Fiat—’59 Millecento 4-dr., $350, 
Ford (English)—’58 Consul conv., $595. 
’54 Zephyr 4-dr., $180. 
Jaguar—’52 XK120 2-dr., $325. 
Morris—’59 Minor station wagon, $415. 
Renault—’61 Dauphine 4-dr., $1,030. 
’59 Dauphine 4-dr., $600; Dauphine 4-dr. 
sunroof, $485, 
Simca—’59 Ariana 4-dr., $335. 
’58 Aronde 4-dr., $390. 
’57 Elyode 4-dr., $160, 
Volkswagen—’59 sunroof 2-dr., $1,000; 2- 
dr., $965, 
758 conv,, $750. 
’S7 2-dr., $775, 
’56 conv., $525. 
’55 sunroof 2-dr., $595. 
Volvo—’58 2-dr., $685. 
Manheim, 
Austin-Healey—’60 conv., 
$1,150. 
Borgward—’58 station wagon, $825, 
DKW—’61 561 2-dr., $1,000. 
Ford (English)—’61 2-dr., $750. 
—— Husky station wagon 2-dr., 
70. 
Jaguar—’60 XK150 conv., $2,400. 
MG—’60 MGA 2-dr. hardtop, $1,500, 
Porsche—’59 2-dr., $2,145. 
Renault—’59 Dauphine 4-dr., $580. 
Triumph—’59 TR-3 conv., $1,125, 
Vauxhall—’57 4-dr., $210: 
Volkswagen—’61 2-dr., “$1,550, $1,525, $1,- 
505. 
’60 2-dr., $1,400; Microbus, $1,320; sun- 
roof 2-dr., $1,250; Kombi, $1,200. 
’59 2-dr., $1,200, $970. 
’58 2-dr., $910. 
’57 conv., $830, 

Mason City, Ia, 
Renault—’59 Dauphine, $500. 
Vauxhall—’59 4-dr., $475. 
Volkswagen—’60 2-dr., $1,175. 

’59 2-dr., $910, 
Newington, Conn, 
Volkswagen—’57 2-dr., $585. 
Sacramento, Calif. 
Fiat—’59 4-dr., $600, $450. 
Mercedes-Benz—’60 4-dr., $1,875, 
Renault—’60 2-dr. hardtop, $1,180; 
phine 4-dr., $710, 
Toyopet—’59 Custom 4-dr., $460. 
Volkswagen—’57 2-dr., $720. 
Volvo—’59 2-dr., $790. 
’58 station wagon 2-dr., $550, 
Salt Lake City, Utah 
Fiat—’59 500 Bianchina, $300. 
Morris—’60 Minor 1000 4-dr., $500, 
Volkswagen—’61 2-dr., $1,570. 
Warehouse Point, Conn. 
Renault—’61 Dauphine 4-dr., $900*, $850*. 
’60 Dauphine 2-dr., $710. 
‘57 Dauphine 4-dr., $375. 
Volkswagen—’58 2-dr., $960. 
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sold that guy his own car back.” 





CHEVROLET—’61 Corvair (6) Monza 2- 


DeSOTO—’57 Firesweep station wagon 4- 
dr., 

EDSEL—’58 Citation 4-dr. hardtop, $610* 
(ps). 

FORD—’61 Galaxie (8) conv., $2,260; 4- 


IMPERIAL — ’57 Imperial 4-dr. 
LINCOLN—’61 Continental conv., 
MERCURY—’60 Monterey 4-dr., 












OLDSMOBILE — ’61 (88) 
$2,685* (ps). 

760 (88) 4-dr, Holiday, $2,350* (ps); 
4-dr., $2,115* (ps); Fiesta 4-dr., $2,- 
000”. 

59 (88) Super 4-dr, Holiday, $1,925* 
(ps), $1,865* (ps); 4-dr., $980* (ps); 
2-d., $1,900* (ps); (98) 2-dr., $1,850* 
(ps); (88) 4-dr. Holiday, $1,720* 
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“What a salesman! Fred just 


$1,000* (ps). 

’56 (62) Sedan de Ville, $800* (ps); 2- 
dr. hardtop, $505* (ps). 

’55 (62) conv., $670* (ps). 

’53 (62) 2-dr. hardtop, $150* (ps). 


dr,, 2 at $2,075*; Brookwood (8) 4-dr., 
$2,055. 

’60 Impala (8) conv., $2,200* (ps), $2,- 
200*, $2,000* (ps); 4-dr., $2,110* (ps); 


4-dr. hardtop, $2,075* (ps); 2-dr. 
hardtop, $2,025* (ps), $1,915* (ps); 
Parkwood (8) 4-dr., $1,860*; Brook- 


wood (8) 4-dr., $1,860*, $1,540*; Cor- 
vair (6) Monza 2-dr., $1,700*; Corvair 
(6) 700 4-dr., $1,375*, $1,375, $1,260; 


Bel Air (8) 2-dr,, $1,640* (ps); Bel 
Air (6) 4-dr., $1,550*; Biscayne (6) 
2-dr., $1,550, $1,450; 2-dr., $1,420, 


$1,350. 

’59 Impala (8) conv., $1,670* (ps), $1,- 
60* (ps), $1,450,. $1,350; sport sedan, 
$1,600* (ps), $1,505* (ps), $1,375* 
(ps); 4-dr., $1,485*; sport coupe, $1,- 
505* (ps); Bel Air (8) 4-dr. hardtop, 
$1,540*, $1,350*, $1,200*; Bel Air (6) 
4-dr., $1,290, $1,280* (ps), $1,170*; 
Kingswood (8) 4-dr., $1,455*; Park- 
wood (8) 4-dr., $1,410*; Brookwood (6) 
4-dr., $1,225; Biscayne (8) 2-dr., $1,- 
165, $1,065*. 

"58 Biscayne (6) 2-dr., $1,170*, $960, 
$875*, $800; Impala (8) conv., $1,075; 
Bel Air (8) 4-dr., $1,050*; Bel Air 
(8) 4-dr., $1,050*, $930*; Brookwood 

4-dr., $970, $875; (6) 

2-dr., $800, $790. 

Air (8) 4-dr., $1,015* (ps), 
$950*; 4-dr. hardtop, $805*; 2-dr. hard- 
top, $790* (ps); Two-ten (8) 2-dr., 
$870, $530*; Two-ten (6) station wag- 
on 4-dr., $680*, $660*; 4-dr., $570*, 
$550*. 

’56 Bel Air (8) conv., $790*; 2-dr, hard- 
top, $595*; Bel Air (6) 2-dr., $445, 
$265; Two-ten (8) station wagon 4-dr., 
$500; 2-dr., $390*; Two-ten (8) 4-dr., 
$440*; One-fifty (6) 2-dr., $450. 

755 Two-ten (6) 2-dr., $165*. 

’54 Two-ten 2-dr., $100*. 

’50 Deluxe 4-dr., $275. 

’47 4-dr., $370. 


Delray 


$560* (ps). 


dr., $2,060*; Falcon (6) station wag- 
on 4-dr., $1,820; 2-dr., $1,690. 

’60 Galaxie (8) conv., $1,950* (ps), $1,- 
905* (ps); Starliner, $1,865* (ps); 
2-dr., $1,690* (ps); Country Sedan (8) 
4-dr,, $1,750* (ps); Fairlane 500 (8) 
4-dr., $1,565* (ps); Falcon (6) 4-dr., 
$1,395*; 2-dr., $1,285, $1,240; Fair- 
lane (6) 2-dr., $1,300*; Custom 300 (6) 
2-dr., $1,205*. 

59 Thunderbird (8) conv., $2,140* (ps); 
Galaxie (8) 2-dr. Victoria, $1,550* 
(ps); conv., $1,455* (ps), $1,450*; 4- 
dr., $1,405* (ps), $1,385*, $1,380*; 4- 
dr, Victoria, $1,305*; Ranch Wagon 
(8) 4-dr., $1,275*; Fairlane (8) 4-dr., 
$1,055*; Custom 300 (8) 2-dr., $1,050*; 
Custom 300 (6) 2-dr., $965, $950, $900, 
$650. 

’58 Fairlane 500 (8) conv., $925* (ps); 
2-dr. Victoria, $860* (ps); Country Se- 
dan (8) 4-dr., $825* (ps); Ranch Wag- 
on (8) 2-dr., $725*; Fairlane (8) 2-dr. 
Victoria, $485. 

’57 Custom 300 (8) 2-dr., $555, $425*; 
Country Sedan (8) 4-dr., $475*; Fair- 
lane 500 (8) 4-dr., $425*. 

’56 Thunderbird (8) conv., $1,700* (ps); 
Fairlane (8) 4-dr., $255* (ps). 


754 Custom (8) 2-dr., $135*. 
hardtop, 


$5,080* 
$1,675*. 


$1,450* (ps). 


(ps). 


59 Monterey 4-dr., $1,340*. 
’58 Voyager 4-dr., $685* (ps). 
57 Monterey 2-dr., $515*. 
’55 Monterey 4-dr., $205. e 
2-dr. Holiday, 


(ps); 4-dr., $1,720* (ps), $1,425*. 
’57 (88) 2-dr. Holiday, $710* (ps); 2-dr., 
$650* (ps); 4-dr., $615* (ps), $615*. 

756 (88) 2-dr., $100*. 


PLYMOUTH—’61 Fury (8) 2-dr. hardtop, 


$2,075. 
"59 Suburban 


(ps). 
*58 Suburban (8) 4-dr., $525; Savoy (8) 


4-dr., $630; 2-dr., $605*. 
’57 Belvedere (8) 4-dr., $485* 
$375*, $285*. 


(8) Sport 4-dr., $1,255* 


(ps), 


PONTIAC—’61 Bonneville sport coupe, $2,- 


795* (ps). 

’60 Star Chief 4-dr., $2,315* (ps); Cata- 
lina 4-dr, Vista, $2,135* (ps); 4-dr., 
$2,090* (ps); sport coupe, $2,050* (ps); 
2-dr., $1,800* (ps). 

59 Catalina 4-dr., $1,575*. 

’5S Star Chief Safari 4-dr., $1,115* (ps); 
Super Chief 2-dr., $1,100* (ps). 


CADILLAC—’61 de Ville 4-dr. 


’57 Star Chief 4-dr. Catalina, $740*. 
755 Chieftain 4-dr., $245*. 


RAMBLER—’60 Custom (6) 4-dr., $1,470*. 


’59 Custom (6) Cross Country 4-dr., 
$1,200, $865; Deluxe (6) 4-dr., $850. 
’58 Super (6) 4-dr., $860* (ps). 


STUDEBAKER—’61 Lark (6) 2-dr., $1,- 


525. 


MASON CITY, IA. 


Central States Auto Auction, Sale every 


Wednesday. Prices are for sale of July 12. 
No signs of weakening and stronger on 
some. Late models being grabbed up as fast 
as offered, Unusually high percentage of 
real sharp units being offered. Sold 83 per- 
cent of 187 consignments. 


BUICK—’60 LeSabre 4-dr., $1,950* (ps). 


’59 LeSabre 2-dr., $1,300*. 

’58 Super 2-dr, Riviera, $1,075* (ps). 

’57 Special 4-dr., $675*. 

’55 Century 2-dr. Riviera, $425* (ps). 

hardtop, 
$4,750* (ps). 

’59 de Ville 2-dr. hardtop, $2,950* (ps). 

’58 (62) 4-dr. hardtop, $1,800* (ps). 

’5T (62) Coupe de Ville, $1,350* (ps); 
4-dr. hardtop, $1,200* (ps). 


CHEVROLET—’'61 Brookwood (8) 4-dr., 


$2,165*; Bel Air (8) 4-dr., $2,050*; 
Parkwood (8) 4-dr., $2,010* (ps); Bis- 
cayne (6) 4-dr., $1,800*; Corvair 700 
(6) 4-dr., $1,625. 

60 Bel Air (8) 4-dr., $1,710*, $1,550, 
$1,520*; Bel Air (6) 4-dr., $1,450; 
Parkwood (8) 4-dr., $1,650*; yne 

Corvair 500 (6) 


(8) 4-dr., $1,635*; 
4-dr., $1,190*. 
59 Impala (8) conv., $1,650* (ps); 


sport coupe, $1,430; Bel Air (8) 4-dr., 
$1,420* (ps), $1,240*; Bel Air (6) sport 
sedan, $1,380*; Parkwood (8) 4-dr., 
$1,385*; Brookwood (6) 4-dr., $1,300; 
Biscayne (8) 4-dr., $1,010; Biscayne 
(6) 2-dr., $865. 

’58 Impala (8) conv., $1,275; Biscayne 
(8) 2-dr., $930*; 4-dr., $885*; Bis- 
cayne (6) 4-dr., $780; Bel Air (8) 
sport sedan, $910*; Delray (6) 2-dr., 
$600. 

’57 Two-ten (8) station wagon, $965*; 
4-dr., $725*; Bel Air (6) 4-dr., $840*; 
One-fifty (6) 2-dr., $660. 

’56 Bel Air (8) 4-dr., $675*; sport coupe, 
$570*; Two-ten (6) 4-dr., $570*; 2-dr., 
$550*. 

’55 Bel Air (8) sport coupe, $525°; 4-dr., 
$425*; Two-ten (8) 4-dr., $350. 

’54 Bel Air 4-dr., $385*; Two-ten 2-dr., 
$375. 


CHRYSLER—’59 NY 4-dr., $1,405* (ps). 


*58 Windsor 4-dr, hardtop, $1,000* (ps). 
’57 NY 4-dr, hardtop, $860* (ps); Wind- 
sor 4-dr., $775* (ps). 


COMET—’60 Comet 4-dr., $1,400. 
DODGE—’60 Pioneer 


(8) station wagon, 
$1,500*. 
’57 Coronet (8) 4-dr., $575*. 
’55 Royal (8) 4-dr., $400*. 


FORD—’60 Thunderbird (8) 2-dr, hardtop, 


$2,800* (ps), $2,635* (ps); Country 
Sedan (8) 4-dr., $1,735* (ps); Fairlane 
500 (8) 4-dr., $1,600*, $1,500* (ps), 
$1,385*; Galaxie (8) 4-dr., $1,550; 
Falcon (6) station wagon, $1,475; 4- 
dr., $1,270; Fairlane (8) 4-dr., $1,350*. 
59 Galaxie (8) 4-dr, Victoria, $1,525* 
(ps); 4-dr., $1,410* (ps); Galaxie (6) 
4-dr, Victoria, $1,200*; Country Sedan 


(8) 4-dr., $1,390* (ps); Custom 300 

(8) 4-dr., $1,230* (ps), $1,080*, $1,- 
050* (ps); Custom 300 (6) 4-dr., 
$1,000. 


’58 Thunderbird (8) 2-dr. hardtop, $1,- 
905* (ps); Custom 300 (6) 4-dr., $865; 
Fairlane 500 (8) 4-dr. Victoria, $850*. 

’57 Country Sedan (8) 4-dr., $770*; 
Country Sedan (6) 4-dr., $685; Fair- 
lane 500 (8) 4-dr., $700* (ps), $600*; 
Custom 300 (8) 2-dr., $500*. 

’56 Ranch Wagon (8) 2-dr., $490; Coun- 
try Sedan (8) 4-dr., $470; Main (8) 
2-dr., $455*; Fairlane (8) 2-dr., $375*; 
Custom (6) 2-dr., $310. 

’55 Fairlane (8) 2-dr, Victoria, $400*; 
Custom (8) 4-dr., $325; Country Sedan 
(8) 4-dr., $305. 


IMPERIAL — ’58 Imperial 4-dr. hardtop, 


$1,600* (ps). 


LINCOLN—’57 Capri 4-dr. hardtop, $1,000* 
(ps). 
MERCURY—’58 Montclair vonv., $1,180* 


(ps). 
’57 Montclair 4-dr, hardtop, $700* (ps); 


Monterey 4-dr., $670*. 
’56 Montclair 4-dr, hardtop, $520* (ps). 


’55 Montclair 4-dr., $320. 


NASH—’57 Ambassador (8) 4-dr., $585°*. 
OLDSMOBILE — ’60 


(88) 4-dr., $2,120* 


(ps). 
’58 (88) 2-dr., $1,025* (ps). 
(Continued on Page 25, Col. 1) 


The Fram Pose— 


The Fram Billboard Indian, above, strikes 
the same pose as on the new Fram doof 
and window decal shown. The Vinyl decal 
is available to dealers who fill in and 
mail to Fram Corp. the special post card 
contained in the Fram 1961 second half 
dealer kit. These kits are being distributed 
to dealers across the nation, Other spe 
cial dealer merchandising pieces available 
on request include giant window posters 
urging oil and filter change, newspapef 
ad mats for local dealer advertising, and 
colored post cards to solicit consumer 
and filter change. 
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-MERCURY — ’57 Monterey 2-dr. hardtop, 
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Used-Car Auction Prices 





(Continued from Page 24) 


°57 (88) Super 2-dr, Holiday, $820* (ps); 
(88) 4-dr., $755*. 

56 (88) Super 4-dr., $435* (ps). 

55 (88) 4-dr., $375*. 

PLYMOUTH—’59 Savoy (6) 4-dr., $1,170; 

Savoy (8) 4-dr., $1,050* (ps). 

57 Belvedere (8) 4-dr. hardtop, $665*; 
Savoy (8) 4-dr, hardtop, $560*; 4-dr., 

. 


5S Plaza (6) 4-dr., $275. 
poNTIAC—’61 Catalina 4-dr, Vista, $2,- 
600° (ps). 

*59 Bonneville conv., $1,680*, 

*58 Bonneville sport coupe, $1,400* (ps); 
Star Chief 4-dr, Catalina, $1,110* (ps); 
4-dr., $650*; Chieftain 4-dr, Catalina, 
$1,000*, $975* (ps). 

57 Chieftain 4-dr, Catalina, $590*. 
BLER—’61 Classic (6) Custom 4-dr., 
$1,850*. 

*g60 Super (6) Cross Country, $1,550*. 

§TUDEBAKER—’ 60 Lark (6) 2-dr., $1,- 


050. 

*59 Lark (6) 2-dr., $710. 
SELLANEOUS—’60 Ford 
pickup, $1,210. 

59 International panel, $600. 

58 Chevrolet 2-ton dump, $1,050. 

55 Chevrolet (6) %-ton pickup, $525. 

59 «Chevrolet %-ton truck, $275. 


MINNEAPOLIS 


Minneapolis Auto Auction, Sale every 
Wednesday. Prices are for sale of July 12. 
Good cars very short in supply, Sold 38 
cars from 69 consignments. 

BUICK—’'54 Special 2-dr. Riviera, $115*. 
OADILLAC—’59 (62) 2-dr. hardtop, §$2,- 
850* (ps). 

59 (62) 4-dr., $110*. 

CHEVROLET—’'56 Two-ten (8) sport se- 


(6) %-ton 


dan, $585*; 4-dr., $575*. 

55 Two-ten (8) 4-dr., $440, $285; sta- 
tion wagon, $400*; Two-ten (6) 2-dr., 
$255*. 

54 Two-ten 4-dr., $125. 

"53 Two-ten 4-dr., $150. 

DODGE—’55 Royal (8) 2-dr, hardtop, 
$180*. 

FORD—’61 Galaxie (8) 2-dr. Victoria, 
$2,125. 


*59 Country Sedan (8) 4-dr., $1,345*. 
*58 Custom 300 (8) 2-dr., $600*. 
57 Custom (8) 4-dr., $450*. 
56 Fairlane (6) 2-dr. Victoria, $375*. 
"55 Custom (8) 4-dr., $300; Ranch Wag- 
on (6) 2-dr., $275. 
MERCURY—’56 Custom 4-dr., $325* (ps). 
NASH—’55 Statesman (6) 4-dr., $260*. 
OBILE — '56 (98) 4-dr. Holiday, 
$475*; (88) 2-dr, Holiday, $230* (ps). 
"54 (88) 2-dr. Holiday, $125*. 
PLYMOUTH—’59 Belvedere (8) 4-dr., $1,- 
. 


000*. 

"58 Savoy (6) 4-dr., $315*. 
56 Savoy (8) 4-dr., $350*. 
PONTIAC—’55 Star Chief 2-dr. 

$190* (ps). 


ALBANY 


Tim Anspach Dealer’s Auto Auction. Sale 
every Monday. Prices are for sale of July 
10, The General Price level boosted at our 
auction here today. Bidding was more vig- 
orous than we have seen lately. Swarms 
of good car buyers attended. Could have 
easily sold another 100 cars. When we 
counted up, the records showed 90 percent 
of the cars offered were wearing sold tags. 
Sold 98 cars from 108 consignments. 
BUICK—’58 Special 4-dr. Riviera, $960*. 

"57 Special 2-dr., $590*; 4-dr., $590*. 

’56 Special 4-dr., $530*; RM 4-dr., $200* 


Catalina, 


(ps). 
"53 Special 2-dr., $130*. 
CADILLAC—’57 (62) 4-dr., $1,410* (ps). 
"55 (62) 4-dr., $600*; Coupe de Ville, 
* 


$550*. 
"53 (62) 4-dr., $150*. 
CHEVROLET—’60 Impala (8) conv., $2,- 


200*; 4-dr., $1,975*; Corvair 500 (6) 
2-dr., $1,225*. 
59 Impala (8) conv., $1,690, $1,525; 


Bel Air (6) 2-dr., $1,125. 

"58 Impala (8) conv., $1,220*; Biscayne 
(6) 2-dr., $920, $785; Biscayne (8) 
4-dr., $900* (ps), $875*; Delray (6) 
2-dr., $740, $700, $600. 

"57 Bel Air (8) conv., $950*; Two-ten 
(8) station wagon 4-dr., $855*; sport 
sedan, $710; Two-ten (6) 4-dr., $850. 

‘56 Bel Air (8) Nomad 2-dr., $650*; 2- 
dr., $640*; sport coupe, $600*; Two-ten 
(6) 4-dr., $600*, $500*; sport coupe, 
$540*; 2-dr., $470; Two-ten (8) 4-dr., 
$440*; One-fifty (6) 2-dr., $260. 

"55 Bel Air (6) conv., $490*; sport coupe, 
$450*; One-fifty (6) 2-dr., $235. 

54 Bel Air (6) 2-dr., $300*, 

"53 Bel Air conv., $240*. 

DODGE—’57 Coronet (6) 2-dr., $220. 
"55 Coronet (8) 4-dr., $230*; 2-dr., $170. 
EDSEL—’58 Corsair 2-dr, hardtop, $510* 
(ps). 
FORD—’60 Galaxie (8) conv., $1,960, $1,- 
820. 
"59 Galaxie (8) 4-dr., $1,400* (ps); Fair- 


lane 500 (8) 2-dr., $1,070*; Ranch 
Wagon (6) 2-dr., $870. 
‘58 Fairlane 500 (8) conv., $820* (ps); 


Fairlane (8) 2-dr., $675*; Ranch Wag- 
on (6) 2-dr., $650. 
"57 Fairlane 500 (8) 4-dr. Riviera, $590* 


(ps); Ranch Wagon (8) 2-dr., $550*; 
Custom (6) 2-dr., $430; Fairlane (8) 
4-dr., $400*, $320*. 

"56 Fairlane (8) conv., $575*; Custom 
(8) 2-dr. Riviera, $560; 4-dr., $495* 
(ps); Custom Sedan (8) 4-dr., $540*; 
Ranch Wagon (8) 2-dr., $355*. 


LINCOLN—’55 Capri 2-dr. hargitop, $400* 
(ps). 


$710*; 2-dr., $650*. 

‘55 Monterey 4-dr., $260* (ps). 
OLDSMOBILE—’61 F-85 4-dr., $1,960. 

"BT (88) 4-dr., $500* (ps), 

*56 (88) Super 4-dr. Holiday, $475* (ps). 
"55 (88) Super 4-dr., $350* (ps), $160* 

(ps); (88) 2-dr., $310*. 

PLYMOUTH—’59 Savoy (8) 2-dr., $880*; 


Savoy (6) 4-dr., $700* (ps). 

*58 Suburban (8) Custom 2-dr., $725*; 
Belvedere (8) 2-dr. hardtop, $720*; 
é Savoy (8) 4-dr., $520. 

57 Savoy (8) 4-dr., $450*; Plaza (8) 


s 4-dr., $430*. 

56 Savoy (8) 4-dr., $350*; Savoy (6) 
__f-dr., $330. 

55 Belvedere (6) 2-dr. hardtop, $375*; 








Savoy (6) 4-dr., $230*. 


*S4 Belvedere (6) 2-dr. hardtop, $240*; 
Suburban 2-dr., $150. 
AC—’'56 Star Chief 2-dr. Catalina, 


$510* (ps). 
RAMBLER—’56 Super (6) Cross Country 
4-dr., $400; Custom (6) 4-dr., $150*. 
STUDEBAKER—’57 Commander (8) 2-dr., 
$275*. 
MISCELLANEOUS—’56 GMC %-ton pick- 
up, $460, 
’54 Chevrolet %-ton pickup, $310, 


NEWINGTON, CONN. 


Newington Auto Auction, Sale every 
Thursday. Prices are for sale of July 13. 
Very good—this was a night auction—tre- 
mendous success, Sold 80 cars from 155 
cons:gnments, 

BUICK—’57 Super 2-dr., $750* (ps); Cen- 
tury conv., $575* (ps). 

’56 Special 2-dr., $555* (ps); 2-dr. Rivi- 

era, $300* (ps); Century 2-dr, Riviera, 


$395* (ps); 4-dr, Riviera, $360* (ps). 
’54 Special 2-dr, Riviera, $220*; 4-dr., 
$100. 
JADILLAC—'55 (62) 4-dr., $500*, 
"52 (62) 4-dr., $160* (ps), 
CHEVROLET—’'59 Impala (8) 2-dr., $1,- 


525*; Bel Air (8) 2-dr., $1,100; 4-dr., 
$1,000*; 4-dr, hardtop, $800; Biscayne 
(8) 2-dr., $1,000; Biscayne (6) 2-dr., 
$875. 

’58 Biscayne (8) 2-dr,, $850*. 

’57T Two-ten (8) 4-dr., $695* 
Air (8) 4-dr., $650*, 

"56 Two-ten (8) station wagon 4-dr., 
$525; 2-dr., $375; Bel Air (8) 4-dr. 
hardtop, $500*. 


(ps); Bel 








'55 Bel Air (8) 2-dr., $500*; 4-dr., $425; 
Two-ten (6) 4-dr., $375, 


D O D G E—’57 Coronet (8) 4-dr., 
$600*. 
’56 Royal (8) 4-dr., $210*, 


FORD—’'60 Galaxie (8) 4-dr., $1,500* (ps); 
Falcon (6) 4-dr., $1,300. 

’59 Fairlane 500 (8) 4-dr. Victoria, $1,- 
030*; Custom 300 (8) 2-dr., $865; 
Ranch Wagon (8) 2-dr., $850, $800. 

’57 Country Sedan (8) 4-dr., $485; Cus- 
tom (6) 4-dr., $370", 

’56 Fairlane (8) conv., $420; Custom (8) 
2-dr., $405*, 

’55 Fairlane (8) 4-dr., $475*, $330; 2-dr. 
Victoria, $210*; conv., $185; Custom 
(6) 4-dr., $200. 

’54 Crest (8) conv., $160; Main (6) 2-dr., 
$120; Ranch Wagon (6) 2-dr., $100. 

MERCURY—’58 Monterey 2-dr., §$735*. 

’57 Monterey 4-dr, hardtop, $580* (ps); 
2-dr, hardtop, $545* (ps). 

’56 Monterey 4-dr, hardtop, $400. 

55 Monterey 2-dr, hardtop, $325* (ps). 
’54 Monterey 2-dr., $200*; 4-dr.; $110. 
OLDSMOBILE—’56 (98) conv., $500* (ps); 
4-dr., $300* (ps); (88) Super 4-dr., 

$350*. 

’55 (88) Super 4-dr. Holiday, $400* (ps). 

PLYMOUTH—’ 57 Belvedere (8) 2-dr. hard- 
top, $490*; 4-dr., $450*; Savoy (6) 2- 
dr., $305, $200; 4-dr., $240, 

56 Belvedere (8) 4-dr., $350*; 
$205. 

’55 Belvedere (8) 4-dr., $310, $120. 

PONTIAC—’57 Chieftain Safari 4-dr., 
$410*, $400. 

RAMBLER—’55 Custom 4-dr., $250*. 

MISCELLANEOUS—’55 Ford %-ton pick 
up, $185; Dodge %-ton panel, $125, 


SACRAMENTO, CALIF. 


Sacramento Auto Auction, Sale every 
Thursday. Prices are for sale of July 13. 


BUICK—’57 Special 4-dr., $600*. 


$700*, 


2-dr., 





'56 RM 2-dr. Riviera, $420* (ps); Super 
4-dr. Riviera, $390* (ps), $380* (ps); 
Special 4-dr., $350* (ps). 


’55 Century Estate Wagon 4-dr., $580* 
(ps); Super conv., $435* (ps); Spe- 
cial 4-dr. Riviera, $350*%; RM conv., 
$340*. 

’54 Special 4-dr., $200*. 

CADILLAC—’61 (75) 4-dr., $5,065* (ps); 


de Ville 4-dr. hardtop, $5,010* (ps). 

’60 de Ville 4-dr, hardtop, $4,350* (ps), 
$4,085* (ps); (62) 4-dr. hardtop, §3,- 
750* (ps). 

’57 (62) conv., $1,395* (ps). 

‘56 (62) Sedan de Ville, $1,240* (ps); 4- 
dr., $790* (ps); (60) Special 4-dr., $1,- 
110* (ps). 

’53 (62) 4-dr., $295*. 

"52 (62) Coupe de Ville, $210* 
dr., $130; conv., $115* (ps), 

’51 (62) Coupe de Ville, $115* (ps). 

48 (62) 4-dr., $165*. 

CHEVROLET—’61 Corvair (6) Monza 2- 
dr., $2,225, $2,050, $2,045*, 

60 Corvair (6) 700 4-dr., $1,420, $1,- 
370*, $1,350; Corvair 500 (6) 4-dr., $1,- 
280*. 

’59 Impala (8) sport coupe, $1,750*, $1,- 
690*; Bel Air (8) 4-dr., $1,350* (ps), 
$1,050*; 2-dr., $1,250*; Brookwood (8) 
2-dr., $1,245*; Biscayne (8) 4-dr., $920, 

’58 Impala (8) conv., $1,410* (ps); Bel 
Air (8) sport coupe, $1,205* (ps); 
Brookwood (8) 4-dr., $1,200*; Brook- 
wood (6) 2-dr., $850, $765; Biscayne 
(6) 2-dr., $900; Delray (6) 4-dr., $680. 

’57 Bel Air (8) sport sedan, $1,050*; 4- 
dr., $715; 2-dr., $685*; Two-ten (8) 
2-dr., $810, $520; station wagon 4-dr., 
$705* (ps); 4-dr., $670*; One-fifty (6) 
2-dr., $560, $520; station wagon 2-dr., 
$560; One-fifty (8) 4-dr., $580, 

’55 Bel Air (8) sport coupe, $535*; 2-dr., 
$420; Bel Air (6) 2-dr., $520, $495; 
Two-ten (8) 2-dr., $520*, $420*; sta- 
tion wagon 2-dr., $230, 

’54 Bel Air sport coupe, $350; Two-ten 


(ps); 4- 


25 
4-dr., $250. 
*26 Roadster 4-dr,, $530. 
CHRYSLER—’57 NY 2-dr, hardtop, §$1,- 
195* (ps). 
DeSOTO—'57 Firedome conv., $850* (ps); 


Fireflite station wagon 4-dr., $650*. 
‘55 Firedome 2-dr, hardtop, $360*. 
’51 Custom 4-dr., $115. 


DODGE—’59 Coronet (8) 2-dr, hardtop, 
$1,405*; 2-dr., $1,060*, 
57 Custom Royal (8) 2-dr, hardtop, 


$840* (ps), 

‘56 Royal (8) Sierra 4-dr., $320*. 

’54 Royal (8) 4-dr., $175*. 

FORD—'60 Thunderbird (8) conv., §$3,- 
160* (ps); Country Sedan (8) 4-dr., 
$1,760*; Fairlane (8) 4-dr., $1,640*; 
Fairlane 500 (8) 2-dr., $1,500*; 4-dr., 
$1,550* (ps), $1,430; Falcon (6) 2-dr., 
$1,445*, $1,420, $1,420*, $1,410, $1,- 
310; 4-dr., $1,340; Custom 300 (6) 2- 
dr., $1,200. 

*59 Thunderbird (8) 2-dr, hardtop, $2,- 
510* (ps), $2,430* (ps); Country Sedan 
(8) 4-dr., $1,635* (ps), $1,420*; Gal- 
axie (8) 2-dr., $1,480* (ps); Fairlane 
500 (8) 4-dr., $1,290*, $1,200*; 4-dr. 
Victoria, $1,275*; Custom 300 (8) 4- 
dr., $1,220*, $1,160*, $1,030*, $920*, 
$890*; 2-dr., $880; Ranch Wagon (8) 
2-dr., $1,165. 

‘58 Fairlane 500 (8) 2-dr. Victoria, $1,- 
O75* (ps); 2-dr., $755* (ps); 4-dr. Vic- 
toria, $870* (ps), $770* (ps); Fairlane 
(8) 2-dr., $755; Custom (8) 4-dr., 
$520*. 

’57 Country Sedan (8) 4-dr., $880* (ps); 
Fairlane (8) 2-dr. Victoria, $820* (ps); 
Custom 300 (8) ¢-dr., $720*; Ranch 
Wagon (6) 2-dr., $630; Custom (8) 4- 
dr., $420, 

‘56 Fairlane (8) 2-dr, Victoria, $590*; 
Country Sedan (8) 4-dr., $590, $505, 
$495, $495*; Ranch Wagon (8) 2-dr., 
$480* (ps), $470*; Custom (8) 4-dr., 
$380*; 2-dr., $375*. 


(Continued on Page 26, Col, 3) 








ome tires don’t need to be nylon—yours do! 


You're looking at a place where any kind of tire is good enough. But on the highway— 
where safety is the prime consideration—only the best will do. And nylon cord tires de- 
liver the maximum in durability, safety and blow-out protection. Why? Because nylon’s 
superior resistance to major causes of tire damage—flex breaks, heat, moisture — 
means tires better conditioned to withstand the grueling effects of repeated road impacts. 
For safer, longer-wearing tires the answer is Allied Chemical’s Golden Caprolan® nylon. 





Fiber Marketing Dept., 261 Madison Ave., New York 16, N.Y, 


GOLDEN 


caprolan 


NYLON FOR THE 60's 
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Used-Car Auction Prices 


Bay ayranr a aN ayr aye. 





(Continued from Page 25) 





ey 
— — BENIC OA, Bann: mee ~ ’55 Fairlane (8) 2-dr, Victoria, $360*; ’56 Custom (6) station wagon 4-dr., $785. 
| OOo 4 wryvw-e 2-dr., $260* (ps); 4-dr., $280*; Custom | STUDEBAKER—’60 Lark (6) 2- dr. 09 Paso 
" Paietrn , (8) 2-dr., $305, $270. 135. 
a ais 3 et ‘54 Custom (8) 4-ar., $150. ’55 Champion 2-dr, hardtop, $435, $375. 
Pad = ¥ " ustom ) 4-dr., 45, 2 » — 
i Sienna . ™ aa — '52 Crest (8) 2-dr, Victoria, $150, "Ge AO ae eT ee 
RES a IMPERIAL—’57 Imperial 4-dr, hardtop, ’60 Ford (6) %-ton pickup, $1,115, 
“ - $1,415* (ps). ’59 Ford (8) Ranchero, $1,355; Chevrolet 
MERCURY—’61 Comet (6) d-dr., $1,800*. (6) El Camino, $1,320; GMC (8) %- 
60 Comet (6) 4-dr., $1,660 4.ton pickup, $1,050, 
158 Monterey 2-dr., $920*, : 58 Ford (8) Ranchero, $995; %-ton 
’57 Monterey 2-dr, hardtop, $960* (ps); pickup, $880; Studebaker (6) %-ton 
4-dr. hardtop, $700* (ps), $650* (ps). 
’55 Monterey 4-dr., $480* (ps); sport 






















































































COOL CARS ON HOT DAYS—That's the big advantage you get this 
time of year with Childers Carports. Customers take more time to listen 
-.. try ’em... buy’em... when they can shop in the shade! For full 
facts on how easily you can have cool Childers Carports on your lot, see 


pickup, $720, 
’57 Chevrolet (8) pickup, $880; Interna- 
tional (6) cab & chassis, $580; Ford 


Page 23 coupe, $365. (6) C ‘ 
’ ’54 Montclair 2-dr, hard * : ) Courier, $400. 
Of peuitclair 2-dr, hardtop, $175° (P8),) +5¢ Chevrolet’ (8) %-ton pickup, $775; 











Ford (8) %-ton pickup, $545, $475; 
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OLDSMOBILE — ’60 (98) 4-dr. Holiday, 6 i, $30 
gee cs vert (88) 4-dr, Holiday, $2,- 55 Ford (8) "%4-ton pickup, $465, 
Ps), 54 Fi = 
"39 (38) Dar, jHotiday, $1.70 ‘790° (ps). Ree oS a ne. $300; Chevro : 
: ) 4-dr, Holiday 53 Ford (6) %-ton pickup, $320. 
re “AUTOMOTIVE NEWS a a con $395°"(ps); 4-dr., | +46 Chevrolet (6) %-ton pickup, $105. i 
54 (88) 2-dr, Holiday, $335* (ps); (98) 
. f 2-dr, Holiday, $250. KANSAS CITY, MO. ] 
Will get you quick action, and a satisfactory PA Oeoe pe, er 2 ar. hardtoP,| Kansas City Auto Auction Sale every AUOSORUABUSUROEUBUAT a 
H A ednesday, ices are for sale of July 12. “3a SAA? . Z 
return for your investment P ~~ 60 Belvedere (8) 4-dr., $1,-| Now is the time to sell all those new-car ; 
‘5 tradeins. While the demand is good during 
AUTOMOTIVE NEWS 59 Belvedere (8) 2-dr. men ose: $1,280* | the best wholesale market of the year. Lots t 
ey orn oa 7,030"; Savoy | of out-of-state buyers each week. Willing r 
965 E. Jefferson Detroit 7, Mich. Siena? “te > ee $725;' Fury (8) 4-dr., to pay top prices for all good clean cars. ‘ 
’ B Ived 7 6. + | BUICK—’59 Invicta conv., §1,855* (ps). " 
Be ony vedere (8) 2dr, hardtop, $870° | "S57 Century 4-dr. Riviera, $725* (ps), MOT SU MOU SU LU SH. 
’57 Belvedere (8) 2-dr. hardtop, $750* *56 Special 4-dr., $472*, 8 
. , ’ ’ .. 
. $650* (ps); Suburban (8) Custom 4-dr., — 2-dr., $297*; RM 4-dr., r 
$640°. ae 
ATTENTION: 56 Plaza (8) 2-dr., $205%, $260*, CADILLAC-’55 (62) 2-dr, hardtop, $815* i s 
me ’55 Suburban (8) 2-dr., $260, (ps). c 
PONTIAC —’61 Catalina 2-dr., $2,260* ’54 (62) 4-dr., $500* (ps), ¢& ————_——__ 4 
(ps). te ; . 
# ‘60 Ventura 4-dr, Viste, $2,350° (ps), | CME YROLET—’6l Corvair (6) 4-dr., $1, see for yourself on 
’59 Catalina 4-dr., $2,220* (ps). , ¥ 
ir rave i Gnettain Sata tar $1,140 come (8) sport coupe, 2.000": | Il 6g 
’57 Chieftain 2-dr, Catalina, $690*. 960°: Corvair (6) 4-ar., $1, 650*; Bel 
’56 Chieftain Safari 4-dr., $630* (ps); 2- Air (8) 4-dr., $1,555*; Biscayne (8) 4- 
*k s; Catalina, $495* (ps), $435* (ps), dr., $1,392 
355°. , Impala — *. 
f 'S5 Star Chief 4-dr., $350* (ps); Chief-| 9a Coupe S160" (ene bean SL 
tain 4-dr., $280, $255. 447* (ps); Impala (6) 4-dr., $1,562*; 33 
ca RAMBLER—’ ‘60 Custom (6) station wagon Parkwood (8) 4-dr., $1,582* (ps); Bel ti 
se eat-», $1,060*. Air (8) 2-dr., $750*, $e 
59 Custom (6) station wagon 2-dr., $1,- 58 Brookwood (6) 4-dr., $955*; Impala 
vn 220; Super (6) 4-dr., $1,000. (8) sport coupe, $950*; Biscayne (8) 
py 4 57 Custom (6) station wagon 4-dr., $790. 4-dr., $905*, $840"; 2-dr., $660; Bis- 
, Air Travelers 4 Py) Credit Card, SS ee ee cayne (6) 2-dr., $867; Delray (6) 2-dr., 8 
YOU'RE gs 
Ristaiigacinie incall ‘i 53200. al 
‘57 Bel Air (8) 4-dr., $1,025* Z t i . 
aa SN sascres Firm Introduces medan, $867"; ‘Two-ten (8) <edr: $725, | tat aluminum keeps car up a 
JOHN DOUGH F JOHN DOUGH ’566 Bel Air (8) conv., $630*; Two-ten keep down. Parts are more du- ti 
Fe HOLLYWOOD 8) 4-dr., $487*, $465*. 
Sitiaeait, scurroRa Retractable "85 Bel Aix (6) sport coupe, s4sse; 2-ar., | fg Table... . paints with aluminum 
$435; Bel Air (8) 4-dr., $450, $395*. pigments last and last . . . so m 
’54 Two-ten (6) 2-dr., $240, 
Auto Seat Belts '53 Bel Air (aut oe $267*; Two- les eee of aluminum Rien de 
2 ten (6) 2-dr., $195, $185*, w om-new. eq 
5 0 DISCOUNT ON EVERYTHING YOU BUY NEW YORK.—Robinson Tech-| yipysueR—'55 NY 4-dr., $170* (ps). There’s more about Alcoa® Alu- co 
nical Products, Inc., has announc-| +53 ny 4-ar., $160* (ps). min ; f : : 
ATCC PUTS REAL MONEY IN YOUR POCKET ed an automatic retracting seat|mopcE—'o Seneca (8) 2-dr., $1,132 sety-ch eae sieamtanahiec " 
belt which, it says, provides all the| rorp—’60 Fairlane 500 (8) 4-dr., $1,- s “a of psychic phenomena— 
That's right. Air Travelers Credit Card gives you 5% right off the | safety of standard designs but 502*; Fairlane (6) 4-dr., $1,135*; Fal-| § On “Alcoa Presents,” July 25, * 
. Each month you or your company receives a 5% discount on all | Stays out of the way of persons ‘go Gelanle 16) Gar SLAM (ee), OL 10:00 p.m. EDT, ABC-TV. S 
charges billed by Air Travelers. Cash and other credit cards are getting into and out of cars. 477*; Fairlane (8) 4-dr., $915*. n 
. -_% , . In addition, the firm said, the| ‘58 Custom (8) 2-dr., $775*; Fairlane gr 
virtually eliminated. It’s easy to calculate the savings each year merely » = ’ 500 (8) 2-dr., $640*. all 








retractable feature protects the 
belts and buckles from damage in 
doors. 

Two parts of the retractable 
mechanism are easily installed, 
Robinson said. 

One is a flat metal sleeve which 
guides the belt between upright 
and horizontal sections of the seat 
and permits free play, the firm 
added, while the other is a small, 


’57 Fairlane 500 (8) skyliner, $845*; 
conv., $780* (ps); 2-dr, Victoria, 
$750*; 4-dr., $725*; Custom (8) 2-dr., 
$620". 

’56 Custom (8) 4-dr., $507*; Country Se- 
dan (8) 4-dr., $460"; Fairlane (8) 4- 
dr, Victoria, $452*, 

'55 Custom (8) 2-dr., $275; 4-dr., $250. TO KEEP drier 

’54 Ranch Wagon (8) 4-dr., $165; Cus- 
tom (8) 2-dr., $155, 

+53 Custom (8) 4-ir $277°, “SHOWROOM = SHINE 

*52 Custom (8) 4-dr., $102*, 

MER: RY—’ M -dr., $695*. 
acuseny Sar tandine, toe Gah. On CTs pee Ges 


’56 Monterey 2-dr, 
’55 Monterey 2-dr. hardtop, $410* (ps); 


by figuring 5% of what you spend; however, when estimating what 
the 5% will amount to, don’t forget that in addition to the normal 
goods and services available on other cards, such as: transportation, 
restaurants, rental cars, lodging and gasoline, the ATCC CARD IS 
GOOD FOR THE PURCHASE OF PRACTICALLY EVERYTHING 
INCLUDING: AUTOMOBILES (ANY MAKE), CLOTHING, GRO- 
CERIES, INSURANCE, AND ALMOST ALL HOUSEHOLD ITEMS. 






































$250.00 CASH ANYWHERE ANYTIME 


WE GUARANTEE YOUR CHECK! Through our member merchants, 
























a. e . “i compact constant-tension spring 2-dr., $295*. 
your check is good up to $250.00 anywhere anytime. This service alone | which pulls the belt under the seat NASH—'54 Statesman (6) 2-dr., $180. ; 
justifies the annual fee. in a long U-shaped loop. ae —’59 (88) 4-dr., $1,990* pity 
The retracting action is auto-| °58 (88) 2-dr, Holiday, $1,102* (ps). Tr wT 
. ‘BT (88) Fiesta 4-dr.. $1,032* (ps); 4-dr. Oy CLOTH 












PRESTIGE prerereNriAL TREATMENT WHEREVER YOU GO 
People know who you are. Maitres de take notice, and those hard- 
to-get reservations seem to open up. 


YOU HAVE EXCELLENT CREDIT 


The excellent credit relations that have been established enable us to 
issue the ATCC card exclusive of the familiar expiration date plus 
extend a discount which represents our savings on losses that may be 
sustained on average credit. 


ANY AIR TRAVEL CARD USER QUALIFIES INDIVIDUALLY OR AS A 
COMPANY, even though his Air Travel Card is issued in a company name. No 
deposit or credit information if you carry an Air Travel Card. In the event that 
you do not carry a card, upon receipt of the customary $425 deposit and the 
completion of a credit investigation, your ATCC card will be issued — or 
contact your favorite airline for an Air Travel Card. 


matic when the driver or passenger 
unbuckles the belt, Robinson said. 

With buckles resting at the back 
edge of the seat, the firm said, it is 
much more likely that motorists 
will fasten the belts as a safety 
measure, since there is no need to 
untangle snarled belts or grope be- 
hind the seat for them. 


Holiday, $650* (ps). 

’56 (98) 4-dr, Holiday, $695* (ps); (88) 
4-dr, Holiday, $570". 

55 (88) 4-dr, Holiday, $472* (ps). 

’54 (88) 2-dr. Holiday, $362* (ps), 

PLYMOUTH—’59 Fury (8) 2-dr. hardtop, 
$1,277*; Belvedere (8) 2-dr, hardtop, 
$1,275*. 

’57 Suburban (8) Custom 4-dr., $600*; 
Savoy (8) 2-dr., $552*, $377*; Plaza 
(6) 4-dr., $455, 

’56 Savoy (8) 4-dr., $347*, 

’55 Belvedere (8) 2- dr, hardtop, $330*; 
Savoy (8) 2-dr., $210. 

’54 Belvedere (6) 4-dr., $220, 

PONTIAC—’ 61 Catalina 4-dr., $2,450* (ps). 

759 Bonneville Safari 4-dr., $1,917* (ps); 
Catalina Safari 4-dr., $1,900* (ps); 
4-dr., $1,000*. 

"58 Chieftain 2-dr., $707*, 

56 Star Chief 4-dr. Catalina, $545*. 

’55 Chieftain 2-dr, Catalina, $375* (ps). 

RAMBLER—’61 American (6) Deluxe 4- 
dr., $1,622, 

’60 American (6) Deluxe 4-dr., $1,245, 

"59 Deluxe (6) 2-dr., $825; Rebel (8) 4- 
dr., $777. a 

STUDEBAKER—’59 Lark (6) 2-dr., $802; 

































































Specially treated, highly absorbent 
cotton flannel, overedged. For quick 
cleaning of cars with the new syn- 
thetic finishes—all other car finishes, 
too. Fine for household use, In hand- 
some metal container. 


Sold with success by car dealers 
everywhere, 


Also in the complete Las-stik line of 
car care products: leather cleaner 
wash mitts © tar remover e windshield 
washer solvent © white tire cleaner ¢ 
bug cloth. 





























































ee se 
Air Travelers Credit Card able wean, 9008. 
. '57 Commander (8) 4-dr., $297*. LAS-STIK MFG. CO., HAMILTON, OHIO 
MISCELLANEOUS—’ 59 Ford %-ton pick- 
85. 
om 690 wan, eRLY 7 — Malan 2, Chtreneeh ‘87 Chevroiet %-ton pickup, $690, AUTO-TURNTABLE 
a -  ee ee Ber we _ ‘97 Chevroiet %-ton pickup, $690 
‘ ; = ae : ’ > m in tes 
AIR TRAVELERS CREDIT CARD, INC. My Air Travel 47 Chevrolet %-ton pickup, $112° can me , A 
HOLLYWOOD 28, CALIFORNIA Card Number Is: singhesaeasaeiainadenrsaatenseie or @ play { 










Send for : 


— Auctions in Brief — Scar tatdas 


Name. 













CHECK ONE 






































































Home Address. 
Company Account BORDENTOWN, N, J. 
Statement to Office City. State National Auto Dealers Exchange, Sale AMER-STAGE 
Personal Account : every Wednesday (July 12). Prices are ex- | 805 East 134 St. 
Statement to Office Firm Nome ceptionally strong. Sold 83 percent of 622] Bronx 54, N. Y. T. 
cee Account Office Address consignments, at TCT we 
atement to Home * * - B | 
ind apie C) $25 Fee Enclosed § (Bill Me Robinson Technical Products, Inc., has Greater Chicago Auto Auction, Sale every J vecessful authors a _OF 
Applicants Signature introduced an- automatic retracting seat} Thursday (July 13). Terrific sale, Sold 347 Oe ee ee ae aces sing, S80 
: : cars from 472 consignments, complete and reliable publi driv: 
If applying for more than one card, print other names and addresses on a separate sheet. belt which, it says, stays out of the way a. x program: publicity, advertising 
Oo iestion teed Cae te. year. My application is submitted, subject to acceptance, rules, and regulations of persons getting into and out of the handsome books, Speedy, efficient On 
car. The belt and buckle also are pro- MANHEIM, PA. service. Send for FREE manuscrif' §) aj) 
Dic Ais Es am oak RAE OCAnnde a Ocha gabe bed chdabaannh poepnasa ghabi iy seoed pana winsapabanbiasssbeesniesnbpavbabiuelainetapshidapechenioch sod 6 ible d aw Manheim Auto Auction, Sale every Fri- report & copy of Publish Your Book Ohi 
*Air Travelers Credit Card has no connection in any way whatsoever with The Air Traffic Conference of America, The tecte rom possible damage in the doors, day (July 14), Weather: Clear, Sold 89 forbi 


' CARLTON PRESSDept. Aine 
ee ae cee Sree ne ae ae TT © oy Se the firm says, percent of 756 consignments. BOO 84 Fifth Ave., New York 11, N.% 
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Parts and Accessory Distribution .. . 
Automotive Jobbers 


Hit by Profit Squeeze 


NEW YORK.—Last year was a 
year of moderate gains and greater 
challenge for automotive whole- 
salers, the Motor and Equipment 
Manufacturers Assn. reported in its 
90th annual survey of wholesalers. 

MEMA based its conclusions on a 
survey of 410 representative whole- 
salers. 

The group’s volume totalled $190,- 
106,114 last year, up 2.2 percent 
from the $185,943,296 in 1959. How- 
ever, sales increased by 9.2 percent 
between 1958 and 1959, 

While sales were climbing slow- 
ly, expenses went up more swiftly 
and profits were cut. The average 
wholesaler’s after-tax profit was 2.5 

rcent on sales in 1960, compared 
to 2.8 percent in 1959, Net profit on 
net worth was 7.7 percent in 1960 
and 8.6 percent in 1959. 

MEMA said that last year pre- 
sented an increased challenge to 
management in the departments of 
sales, administration and credit 
control and said the outlook is for 
“a continuing test of management 


Highways & Safety 


The Automotive Safety Founda- 
tion has announced grants totalling 


$650,000. 


J. O. Mattson, president, said the]. 


grants went to 23 organizations 
and universities to promote safe 
and efficient highway transporta- 


tion. 

More than 600 firms, including 

motor vehicle manufacturers, their 
dealers and suppliers of original 
equipment and replacement parts, 
contribute to the foundation’s pro- 
gram. 
The National Safety Council re- 
ceived $129,000 for its annual in- 
ventory of traffic safety activities 
in which state and municipal pro- 
grams are compared with nation- 
ally-accepted standards. 

The American Bar Assn. was 
awarded $10,000 for its traffic court 
improvement program; the Gen- 
eral Federation of Women’s Clubs, 
$10,000 for traffic safety campaigns, 
and the National Congress of Par- 
ents and Teachers, $5,000 to pre- 
pare traffic safety material for 
local PTA groups. 

Yale University received $67,000, 
in addition to 10 fellowships, to 
train traffic engineers. The North- 
western University Traffic Institute 
and the International Assn. of 
Chiefs of Police were awarded $54,- 
600 each. 

The grants included $153,000 to 
the Auto Industries Highway 
Safety Committee, $13,500 to the 
' President’; Committee for Traffic 
| Safety and a total of $152,800 to 14 
other organizations. 

as EA * 


| Safe Drivers in Georgia 


| To Get Insurance-Rate Cut 


Safe drivers in Georgia are prom- 
ised $1,743,000 savings on auto in- 
surance premiums under a 15-per- 
cent reduction for those who qual- 
ify, according to R. M. McFarland, 
regional director of the Insurance 
Information Institute. Such savings 
will more than offset the expected 
84 percent rise in rates, he added. 

The reduction will apply only to 
people insured by members of the 
National Automobile Underwriters 
Assn. and the National Bureau of 
Casualty Underwriters. * Approxi- 
‘mately 200 Georgia insurance com- 
panies are members of these two 
groups, and about 84 percent of the 
drivers fall into the “safe-driver” 
category, McFarland said. 

e * * 


Two Safety Bills Signed 
| By Ohio Governor 

Ohio Gov. Michael V. DiSalle has 
Signed two bills designed to make 
driving safer, 

One requires seat-belt brackets on 


all new cars sold or operated in 
Ohio after next Jan. 1, The other 


ability in an ever-increasing com- 
petitive market” during this year. 
* * oa 


Accessories Makers 


Plan 35th Exhibition 


PHILADELPHIA.—The 35th An- 
niversary Jubilee Celebration of the 
Automotive Accessories Manufac- 
turers of America is scheduled for 
Jan. 29 to Feb. 1 at McCormick 
Place, Chicago, according to Her- 
man L. Erlichman, show manager. 

Erlichman said 500 manufactur- 
ers will display their products in 
800 booths. Space reservations may 
be made by writing Erlichman at 
One Bala Ave., Bala-Cynwyd, Pa. 

ck * oa 


Shat-R-Proof Directory 


DETROIT.—A 1961 edition of the 
International Directory of Author- 
ized Shat-R-Proof Dealers, issued 
by Shatterproof Glass Corp., lists 


Remember when... 


over 6,000 dealers and distributors 
of laminated safety glass for wind- 
shields and side lights. Write Di- 
rectory Division, Shatterproof 
Glass Corp., 4815 Cabot Ave., De- 
troit 10, Mich. 

a * * 


Award for Shatterproof 


DETROIT.—Shatterproof Glass 
Corp. has been presented with a 
Distinguished Service Award by the 


Automotive Service Industry Assn. 
* * 


Department Stores 


Get Goodrich 


AKRON.—Details of a major 
marketing move that involves es- 
tablishment of eight tire, battery 
and accessory centers in leading de- 
partment stores have been an- 
nounced by B. F. Goodrich Co, 

E. F. Tomlinson, president of the 
firm’s Tire Division, said the out- 
lets, called “Car Care Centers,” 
are being established to meet the 
needs of suburban shoppers, He 
said sale of tires through depart- 
ment store outlets has “zoomed 
from almost nothing three years 
ago to more than two million 
today.” 

The company is leasing the tire 
centers from the department stores 


and will use the stores’ credit and 
merchandising facilities. The tires 
will be sold on a “one-price” basis 
and the centers will not sell truck 
tires, used tires, retreads or 
“changeovers,” he said. 

* +” * 


Kirkland Elected Head 


Of N. C. Wholesalers 


ASHEVILLE, N. C.—R. E. Kirk- 
land jr., Wilson, has been elected 
president of the North Carolina 
Automotive Wholesalers Assn., suc- 
ceeding Harold Rea of Asheville. 

Other officers are W. E. Stanford, 
Greensboro, vice-president; R. L. 
Zucker, Raleigh, treasurer, and 
Jesse F. Jones jr., Raleigh, reelect- 
ed executive secretary. New direc- 
tors include O, B. Teague, Greens- 
boro, R. A, Dickson, Gastonia, and 
Grady Davis, Conway. 

ee: 28 


Parts Wholesalers 


Organize in Ind. 


INDIANAPOLIS. — Automotive 
wholesalers in Indiana elected Rob- 
ert A. Smith, Century Auto Parts, 
Inc., Indianapolis, as temporary 
president at a meeting to set up 
a statewide organization. 

Other officers named were Louis 
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H. Wasmuth, Portland Motor Parts, 
Inc., Portland, temporary vice- 
president, and Paul Hunckler, 
Sturm Auto Parts, Inc., Huntington, 
temporary secretary-treasurer. 
Temporary directors and com- 
mittees also were named to plan 
future activities throughout the 


state. 
. = e 


Clutch Rebuilders Hear 


Wholesaler, Garageman 

ST. LOUIS. — An automotive 
wholesaler and an independent ga- 
rageman, representing automotive 
rebuilders’ customers, were among 
the speakers at a technical clinic 
meeting here of the Clutch Insti- 
tute, a division of the Automotive 
Parts Rebuilders Assn. 

Arthur Wolff, sales vice-president, 
National Auto Supply Co., East St. 
Louis, Ill., spoke on “Rebuilt Prod- 
ucts from the Jobber’s Point of 
View,” and G. A. ,Millinger, owner 
of G. A. Millinger Auto Repair, St. 
Louis, and president of the Mis- 
souri State Independent Garage 
Owners, discussed “Rebuilt Prod- 


ucts from the Independent Garage- 
man’s Point of View.” 





forbids driving with parking lights 
after dark. 


THE SERIES GAME 
WAS LOST IF A 
CURVE BALL GOT BY HIM 


It’s 3-3, top of the ninth in the 6th 
game of the ’35 Series. The Cubs’ 
leadoff man smacks a triple. 
Detroit fans, sensing disaster, grow 
quiet. But catcher Mickey Coch- 
rane calls on the best curveball 
pitcher in the léague for his spe- 
cialty. Many of the pitches Mickey 
has to dig out of the dirt. But he 
holds the runner at third and the 
next three batters go down, two by 
strikeout, one with a slow roller. In 
the bottom half, Cochrane scores 
the winning run. The Tigers are 
World Champions! 

You can always tell a pro by the 
way he acts under pressure—and 


his superior performance day after 
day, whether it’s in sports or in 
business. 

That’s why the engineers and 
manufacturing men of the Timken 
Company are the recognized pros 
of the bearing business. Their 61 
years of concentration on just one 
type of bearing and the world’s 
most modern bearing plant means 
a more uniform product to cut your 
assembly costs. A lower priced 
product to cut your manufacturing 
costs. A more reliable product to 
cut your warranty costs. 

Get the pros of the bearing busi- 
ness on your team. Specify Timken 
bearings instead of just a part num- 
ber. The Timken Roller Bearing 
Company, Canton 6, O. Makers of 
Tapered Roller Bearings, Fine Alloy 
Steel and Removable Rock Bits. 


Bearing Pro STEVE SALVAGE says: “Throw 
your bearing curves at us. We can handle them.” 


TI | 


tapered roller bearings 
Made dy the pros of the bearing business 








28 


Integrity, Especially in Service, Is a Must, Radio Poll Finds .. . 


What Buyer Expects of a Dealer 


DETROIT.—Today’s car buyers 
look for service on the car they 
buy, integrity in both the dealer 
and the salesman and abhor the 
extravagant claims made about 
what the dealer will do in service 
that are not lived up to after the 
sale is made, according to persons 
who talked with Bob Maxwell of 
Radio Station WWJ, Detroit, in a 
program in which he asked: “What 
do you look for when you buy a 
new car.” 

Maxwell’s program is called a 
“Phone Opinion,” in which listen- 
ers call in to express their views 
on the subject under discussion 
in that particular program. 

The following expressions may be 
typical of how many auto buyers 
feel and what they look for, both 
in the purchase and in the treat- 
ment they get from the dealer after 
the sale. 

Maxwell: If you were to buy a 
new car today, would you look for 
a particular brand? 

Caller #1: Well, yes. 

M: Have the members of your 
family always bought a certain 
brand of car? 

C. #1: Well, no, not always. 

C. #2: One of my pet peeves in 
buying an automobile, and I am 
quite sure the majority of your 
audience agrees with me, is the 
rosy picture they paint you before 
you buy the car. Before you buy the 
car they make all kinds of prom- 
ises ... “We are going to take 
care of your car”... “It’s the best 
car on the road.” 

Everybody has the same story, 
basically. But after the sale, it’s 
a totally different story. You may 
have a few things wrong with 
your car. You go back for minor 
repairs, or even major repairs. 
Of course, your warranty is still 
in effect, and they just seem to 
give you the runaround. 

They refer you to this mechanic 
and to that mechanic. You may 
complain to the service manager. 

He acts as if you have a communi- 
cable disease. He tries to stall you 
off, and this has happened to me 
severa] times. I believe that if the 
automobile dealers gave a person 
more individual service, I believe 
that it would cement better rela- 
tions with the public and the car 
dealer. 


important factor as far as I am 

concerned. 

M.: What do you look for when 
you buy a new car? 

C. #3: Well, when I buy a new 
car I look for functionality first of 
all, and I think that if the car is 
functional, it is a good car to buy, 
and of course, I also go for the 
economy bit. I think this is the idea 
of the compact car being intro- 
duced into Detroit; it has created 
quite a controversy. 

M.: You like the compact car? 

C. #3: Yes, I do. 

M.: Do you think they are func- 
tional? 

C. #3: I think that they are func- 
tional and that you are not 
cramped like you would be if you 
are driving an European car. I 
think that functionality is the main 
thing I look for in a car. Enough 
room to be able to move around in- 
side the car and enough gas mile- 
age. 

M.: But you want a car that is 
functional? 

C. #3: I believe that is very im- 
portant. 

C. #4: I am interested in com- 
pact cars to a certain degree, I 
want a car that has plenty of 
gas mileage, naturally, not a car 
that is too small or too big. I 
look for styling, and I am inter- 
ested in one compact car in par- 
ticular, but I think gas mileage 
is quite important nowadays, and 
engineering features like some 
you find in foreign cars, I think 
that is important. 

M.: What kind of engineering 
features? 

C. #4: Well, you take a certain 
type of foreign car goes for rede- 
signing the engine more so than 
the body. Naturally, I like styling, 
but I think working on the engine 
and perfecting it is much more 
valuable to a person than going all 
out on the overall body styling. I 
don’t think it is quite as important 
as having a very good engine in 
the automobile. 

M.: You look for a good engine? 

C. #4: Yes, I like styling. Natur- 
ally everybody does. But I think 
they should go more for perfecting 
the engine. I think they are trying 
to push anything across on the 
public at the present time. 

C. #5: I think when you look for 





M.: You feel that service after 
the sale leaves a little to be de- 
sired? 

C. #2: Oh, yes sir, very strongly. 
I am sure many will agree with 
me. Before the sale they can’t do 
too much for you; but after the 
sale has been completed it is a 
totally different story. 

M.: Well, now what would you 
look for? Do you like design? 

C. #2: No, not only design. I be- 
lieve dependability is the most 


service after 
the car? 


a car you look for the gas mileage. 
M.: You think that is most im- 
portant? 


better attention because it stands 


to reason that a dealer is trying to 
build himself up. And to make this 
all short, I think the thing to look 


for in a new car is where you buy 


it, and I think you get better satis- 
faction all way around. 


C. #8: What I look for in a new 


car is good styling, dependability, 
easy to handle, 


mean when you have your foot on 


the accelerator, you take it off the 


accelerator and want to stop you 


don’t have to pick up your foot a 


mile. 

C. #9: I’m a six-footer and the 
thing I look for when I buy a 
car is the front headroom, There 
are not too many on the market 
today that cater to the tall peo- 
ple; in fact, there is but one car, 
And, incidentally, it has been the 
best seller for 19 of the last 20 
years. That seems to solve this 
problem. 

C. #10: When I buy a car, here’s 
what I would do. First, investigate 
the dealer. It’s the price that I 
would look for, the workmanship 
and services that I would receive. 

M.: The service after the sale, in 
other words. 

C. #10: That’s right. Because the 
dealer no doubt has plenty of ref- 
erences to offer you. 

M.: You think it’s more import- 
ant from whom you buy? 

C. #10: That’s right. In these days 
and times, you get only what you 
pay for. 

C. #11: In all probability this may 
be a little refreshing to you, but 
I happen to sell automobiles. Now, 
with what I have heard so far 
tonight, as far as functional design 
is concerned, the people are looking 
for service after the sale, not to 
buy from a volume dealer, or any- 
thing of that nature is very un- 
usual because normally there is 
only one thing that I have noticed 
so far after having been in this 
business for approximately 20 years 
—the people are looking primarily 
for the price of the automobile 
more than anything else, economy 
notwithstanding. 

M.: You think their mind is al- 
ready made up when they go into 
a dealer? 

C. #11: No, not pretty well 
made up, that depends on the 
salesman himself. However, with 
that one thought in mind, the 
product, plus what they can get 
on their tradein, they are still 
looking—not so much for the 





C. #5: Yes, I do and this fellow 
that was on before about the 
runaround by the dealer... I 
had the same experience and I 
think they should do something 
about this. You know when you 
buy a car they give you a big 
buildup about the car, But when 
you take it back for service, they 
say they can’t do anything about 
it. 

M.: So your criticism is about the 
you have purchased 


C. #5: Yes. 
C. #6: What I look for when I 





buy a new car is to get a large, 
roomy family car. Something that 
your kids wouldn’t be packed into. 
And I would like to know some- 
thing about the reputation of the 
dealer. I don’t mean the factory, or 
anything like that, but the dealer 
who will be servicing your car. 

It stands to reason that if the 
dealer has been in business a num- 
ber of years, he will give you good 
and dependable service once you 
have purchased the automobile, I 
bought a car once and I had trouble 
and I took it back in and they 
talked to me as though I was a 
stranger. I was given the run- 

around. 

So I believe when you buy a 
new car, you should consider the 
reputation of the dealer, And of 
all things buy the car, do not be 
sold a car. 

C.#7: I think that what we 
should look for in buying a new 
car is the man who is selling it. 
I think that the man selling the 
car should be investigated before 
you buy a car. In my opinion, I 
think buying a car from a high- 
volume dealer seems to be where 
you get poor service when you go 
to have your car serviced. 

I think if people would buy from 
a low-volume dealer, they would get 





Drivers Cite Firestone— 


Raymond C. Firestone, right, president, 
Firestone Tire and Rubber Co., was named 
Honored Guest at the annual banquet of 
the Champion Spark Plug 100-Mile-An- 
Hour Club following the 500-mile race in 
Indianapolis, Chosen for the award by 
the 61 members of the club, Firestone re- 
ceives a plaque from Col. A. W. Harring- 
ton. The Firestone company has actively 
participated in auto racing since 1911, 
when the Indianapolis Motor Speedway 
firs! opened. 





And then get the mechanic’s opin- 


icy is their best sales insurance. 
Service is the main thing people 
look for. Even in advance of this 
quality business. People are think- 


service or, as this one gentleman 
said, functional design or com- 
pact automobile—they are look- 
ing for a good price. 

I think that in all probability the 
customer himself thinks the dealer 
is making too much money; that 
every salesman who is in the or- 
ganization is trying to take him for 
every dollar he has, And as a result 
he is. creating a feeling of ani- 
mosity between both parties. 

M.: How can this animosity be 
changed? Or is it changed? Be- 
cause cars are beginning to sell. 

C. #11: I think it will be a mat- 
ter on both the customer’s part 
with the dealer himself and the 
customer realizing that a salesman 
still has to work for that almighty 
buck, so to speak. He’s trying to do 
the best he can by the customer 
and by the dealership. There has to 
be a meeting of the minds. 

M.: The salesman has a loyalty 
to both? 

C. #11: That’s correct. He’s the 
man in the middle. 

C. #12: When my wife and I 
go out to look for a new car, we 
look for quality. We always main- 
tain, at least I do, quality is the 
keynote of endurance. 

My advice to listeners tonight is 
always look for quality, and if 
they don’t know what to look for— 
especially with regard to mechani- 
cal aspects—even if it costs a few 
dollars, to take a mechanic along 
with them; and let the mechanic 
look the car over; let the mechanic 
drive it and take the test drive the 
dealers urge the people to take. 


ion—if they themselves do not 
know what to look for. 
I would say a sound service pol- 


comfortable, not 
only to sit but also driving. I 
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“Just a second young man, I’m 
a little confused.” 





ing: What is going to happen after 
I buy the car. My advice to dealers 
would be to strengthen and expand 
their service policy and that means 
repeat sales. 

C. #13: I would like to speak a 
moment regarding advertising for 
selling of automobiles, I think some 
of the dealers try to deceive the 
people by the way they advertise. 
For instance, I read an advertise- 
ment in the newspaper which said, 
“with the small downpayment, if 
you can afford 9 cents an hour you 
could afford to buy our car.” Of 
course, that figures out to over $60 
a month, at 9 cents an hour. 

I think the dealers could sell 
more cars if they come right out 
and gave a fair price in adver- 
tising. And as far as economy 
goes, I don’t think gas mileage 
is economy, I think the economy 
in an automobile, especially if 
you pay $2,500 for an automobile, 
is the ability to drive that car for 
a given number of years without 
too many repairs. It’s those $5 
and $10 bills in repairs that eat 
up your expense for an automo- 
bile, not gas mileage. 

M.: More to economy than just 
the purchase of gasoline? 

C. #13: There sure is, I think gas- 
oline is about the cheapest thing 
you can buy for your car. And an- 
other thing as far as used cars go, 
I bought a used car from a dealer 
two years ago. And the dealer ap- 
parently turned the mileage back 
because I recently bought a new 
car, two weeks ago as a matter 
of fact, and when the dealer got 
the car he told me that the old 
title was a lease car and the dealer 
never told me. 

The car that I bought showed 
13,000 miles on the speedometer and 
it probably had over 50,000 miles. 
It was a car that had been leased 
for two years to an oil company. 
The dealer turned the mileage 
back; and I had a lot of trouble 
with that car. And that company 
lost a sale because I would never 
buy another one of those cars 
again, or from that dealer. 

So I think the dealer has to be 
pretty fair with the customer, And 
as far as service goes, one gentle- 
man talked about the high-volume 
dealer not being able to give serv- 
ice, 

Well, I think I disagree with 
him, because this dealer I bought 
a car from had 100 new cars in 
his lot that he could sell, I went 
to various dealers to get prices. 
I went to one dealer that had 
maybe five cars in his lot, and he 
couldn’t give me a good deal on 
it, and I didn’t expect much serv- 
ice because he didn’t have a big 
plant there to give service. 

The dealer I bought from gave 
me the best price and he pointed 
things out on the car which I 
would never have seen, and he 
asked me to bring the car in when 
I had the time before the 1,000- 
mile checkup, or at the 1,000-mile 
checkup, and they would take care 
of it. Now there was a little paint 
work on the roof, which I never 
noticed, but the salesman pointed 
it out to me. 

M.: Sounds very fair, doesn’t it? 

C. #13: I think it is and that 
dealer will probably get my busi- 
ness again when I am in the mar- 
ket for a new car in the future. 

C. #14: I have two comments to 
make in relation to what one looks 
for when buying automobiles, I be- 
lieve that the design of the seats 
and the door entrances is more 
important than designers realize to 
a lot of purchasers. For one thing, 
I did not buy a new car this year 
because I didn’t find one that had 








seats that were high enough to be 
really comfortable or door en- 
trances that really admitted a per- 
son in comfort. 

"I think they ought to play the 
game according to the rules; that 
is, if they are selling cars for 
people to ride in, they should be 
designed around the human body. 
That’s one of my complaints. And 
the other is that I think some 
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times they are putting features ¢ 
into the cars that are costly, but g 
are not delivering any particular } 
service. d 
C. #15: I am a man of about 50 I 
and I have been driving since I 
was 16, and this subject of automo- 
biles and prices does come in first. 
The allowance comes in on your old 
car, service comes in after you buy 
the car. But the lure is very, very 
bad. I bought a car about two years 
ago. I was lured by the fact that 
they were giving free lube jobs. 7 
And what did I get, free lube 
jobs? No, sir, if I was willing to 
pay for something, it was all right, 
but if I asked for the service that 
was offered — that legitimately E 
comes with the deal—they push b 
you from one to another. Salesman F&F e 
to the service manager; the service ff n 
manager to the mechanic; and you — d 
have to spend, say, two or three a 
hours there. Or maybe more. a 
I never liked to leave the car — q 
there because I want to see what 
is being done. They just lure you fe 
with a lot of sales talk, and if they e} 
would take into consideration that tl 
everybody is not a fool, and just ir 
tell the people the right thing— 
that it is just a lure and do any- n 
way with it—they would do muchf? F 
better. = th 
I have been purchasing the same el 
make of car for the last 20 years yé 
or so. I like the car and I will keep 
on buying it, but I can’t buy it he 
from these people that lure me. @ ¢ 
Since I moved into this neighbor- [* re 
hood, I thought I would buy one/® of 
from the nearest dealer, and what .) st 
did I get? Ww 
Well, when they gave me that of 
service card after having it for 
about three months I went right u 
back and threw it into their face - 
and said I don’t know who the a 
manager is here, the big man t 
here, but I can’t seem to get in d 
touch with him, Here you can 
have the whole darn thing. I fle 
want to forget about this place ed 
that’s doing business with the im 
public. Giving them lures, tu 
I never really did get any satis- § Be 
faction from them, There was af 2 
kind word when I laid the money — ‘ 
on the counter when I paid for me 
certain things that I had repaired.f| ™ 
But when I asked for something © \ 
that was really coming to me, well, | © 
they just shoo you around, push § 8f* 
you around, and give you no re- tai 
spect at all. And he was supposed tio: 
to be one of the big dealers in this effi 
neighborhood. 4 I 
C. #16: What I look for is a car, ™é 
and economy, I think the cars of ; P& 
today are too feminine. They have f) "© 
a lot of gadgets on them, They are kee 
good looking. And another thing, er 
the dealer should stand behind the C 
car. I mean they just seem to want F “0 
to sell a car on a commission basis, Cc 
and turn it over to a finance com- lice 
pany. And everybody pays $300 to has 
$400 more for a car that way. Inc 
Where I think they should be re- has 
sponsible, and it would be better E 
for their business. disc 
M.: What do you mean by re- lem 
sponsible? tior 
C. #16: Well, I mean if you are ing. 
dealing with them, if they want Cc 
to do it on a time basis, why er’s 
don’t they assume the responsi- one 
bility like a businessman, Not disc 
turn it over to a finance com- Cor 
pany. > seri 
C. #17: We have just purchased 
a new car and our first concern § 6M 
was economy, And we decided onf? “J 
three compact cars that we were —) for 
interested in. After trying, or road- Mor 
testing, which is the privilege each FF its | 
dealer gives you, we decided that® ton 
one of our main concerns was com- — radi 
fort, because we didn’t find them corc 
comfortable. Or roomy enough. And & pres 
we finally ended up with a regular “y 
full-size car with a six engine met’ 
which would be more economical Coo] 
that way. ther 
But yet the car would give us com 
the comfort that we wanted. And due 
I heard some man discuss service Ball 
before, and we had to have some- Tt 
thing adjusted with the car and draf 
we have been more than happy @ Way 
with the service that we received. @ bani 
We certainly couldn’t complain of } 
about it at all, Well, I think that’s deve 
it. It’s comfort and economy both, “F 
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Newspapers Lauded .. . 


Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 

Newspapers are the medium most 
capable of adapting themselves to 
automobile advertisers’ new mar- 
keting requirements, according to 
John R. Bowers, car advertising 
manager at Ford Division. 

Addressing the summer meet- 
ing of the Newspaper Advertising 
Executives Assn. in Detroit, Bow- 
ers told the group, “Yours is a 
medium which provides us and 
our dealers best with the fiexi- 
bility of timing so essential to 
this fast-moving automotive 
business, where an unpredictable 
public calls the shots and we 
must be geared to move accord- 


ment to media makes for the best 
possible relations, obviously,” Bal- 
lard said. “No changes are requir- 
ed in the clients’ bookkeeping pro- 
cedures.” 

For the agency, the sight draft 
method ends the peaks and loads 
of meeting newspaper and station 
due dates, eliminates any risk of 
losing cash discounts and sharply 
reduces volume of checks to be 
written and processed, Ballard said. 

* of oe 

















Presentation by American 


Chicago’s American recently 
showed a film presentation of 
“Sales Opportunities” among the 
1,250,000 readers of the paper to 
members of the advertising com- 


trator of advertising and public 
relations for United Motors Service |= 
to chairman of the plans board for 
Beeson-Reichert, Inc., Toledo ad- 
vertising agency . . . Colin H. John 
from account executive to super- 
visor of the Pontiac and Tempest| = 
accounts at MacManus, John & 
Adams, Inc., Bloomfield Hills 
(Mich.) advertising agency 
Sylvester L. Weaver jr., chairman 
of McCann-Erickson Corp., to ad- 
ditional duties of president of M-E 
Productions, the radio and tele- 
vision arm of Interpublic, Inc. 
Trant Jarman from engineering |} 
department of Chrysler Corp. to 
Midwestern sales representative of 
Car & Driver ...L. K. Armstrong 
from budget control chief at the 
magazine’s headquarters at Radnor, 
Pa., to Southeastern regional man- 
ager of TV Guide, replacing Ben 
Miller, who has been transferred 
to Radnor as assistant business 


. Tadio and television stations, 


ing ly. ” 

Due to this inherent flexibility, 
Bowers said, newspapers could well 
be on the threshold of their great- 
est era as a national advertising 
medium because there is a new 
demand for flexibility—in terms of 
ability to move fast and to tailor 
advertising to specific market re- 
quirements. 

Elaborating on the “new demand 
for flexibility,” Bowers cited as an 
example the automobile revolution 
that has been going on in Detroit 
in recent years. 

Because people’s transportation 
needs have changed, Bowers said, 
Ford dealers today sell almost 
three times as many different mod- 
els of Ford cars as they did 10 
years ago. 

Along with this product up- 
heaval, Bowers said, is a rapidly 







































changing local market pattern that|. 


results, for example, in 12 percent 
of new car sales in Miami being 
station wagons while in Seattle 
wagons are being bought at a rate 
of about 20 percent. 

“These changes in our prod- 
ucts, our markets, and how we 
get our cars to market have had 
a profound effect on our adver- 
tising thinking and that of our 
dealers,” Bowers summarized. 
Although these new demands for 

flexibility and efficiency have caus- 
ed many media to make radical 
improvements in their basic struc- 
tures during the past few years, 
Bowers said, the fundamental char- 
acteristics of newspapers “appear 
to satisfy many of our advertising 
media requirements in a natural 
manner.” 

While lauding the flexibility of 
newspapers, Bowers cautioned the 
group that if the medium is to at- 
tain its full potential, more atten- 
tion must be paid to the need for 
efficiency. 

He said efficiency, in this case, 
means the ability to reach the right 
people at the lowest cost—and to 
reach them in ways in which ad- 
vertising will be seen, compre- 
hended, and acted upon. 

* * * 
Coronet Ceases in Oct. 


Coronet magazine will cease pub- 
lication with its October issue, it 
has been announced by Esquire, 
Inc., owner of the publication that 
has been published for 25 years. 

Esquire blamed the magazine’s 
discontinuance on financial prob- 
lems brought on by rising produc- 
tion costs and declining advertis- 
ing. 

Curtis Publishing Co. and Read- 
ers Digest have purchased Cor- 
onet’s subscription list for an un- 
disclosed amount and will fulfill 
Coronet’s responsibility to its sub- 
scribers, Esquire stated. 

* ok * 


€MM&B Offers New Pay Plan 


“Instant cash payment” to media 
for advertising placed by Geyer, 
Morey, Madden & Ballard, Inc., for 
its clients is being made available 
to most daily newspapers~and many 
ac- 
cording to Sam M. Ballard, agency 
president. 

“We are instituting a sight draft 
method of payment whereby the 
cooperating media, in effect, pay 
themselves as soon ag they have 
Computed the monthly net amount 
due on each client’s advertising,” 
Ballard explained. 

The agency audits the sight 
drafts and invoices in the usual 
way as they are presented by the 
bank, the First National City Bank 
of New York, which assisted in 
developing the program, 

“For the client, such prompt pay- 


munity of Detroit. 


given to admen pointed out that 

the 127,000 households that take 

the Chicago’s American have a 

combined income of over $5 billion. 
* * * 


Personnel Changes 


The film as well as a brochure 


Gordon S. Miller from adminis- 








ARE GOOD 


PROSPECTS FOR= 


iia AND 
SUMMER COOLANT 


Telar 





manager for Television Digest. . 
Two promotions at Electric Auto- 
lite Co., Toledo: Earl F. Wonacott 
from production manager to cor-| jr., 
porate advertising manager, 
Phillip A, Sinclair from account 
supervisor for the spark plug, wire, 
cable and instrument product lines 
to sales promotion manager. 


EVEN IN SUMMER 
NEW-CAR BUYERS 


and 






£ 


treasurer; John L. Sterling, past president, 
Jann & Kelley, Inc., director. Bottom row: Thad S. Hadden, Sawyer-Ferguson-Walker 
Co., first vice-president and AANR national director; Stanley E. Cloutier, Story, Brooks 
& Finley, Inc., president, and John L. Scolaro, Scolaro, Meeker & Scott Division, News- 
Paper Marketing Associates, second vice-president. 





Newspaper Reps Elect Officers— 


Newly elected officers and directors of the Detroit Chapter of the American Assn. 
of Newspaper Representatives, are, top row, from left, Richard T. Healy, Katz Agency, 
Inc., director; Robert Erickson, Moloney, Regan & Schmitt, Inc., director; Nelson Roberts 


Nelson Roberts Co., secretary; William Shurtliff, Booth Michigan Newspapers, 


AANR national director; John Baker jr., 










Now only $3.95* a gallon...pick up new profit on each car by 
installing TELAR...protects winter and summer...protects 
year after year...convenient, economical for your customer 


New-car buyers can be easily con- 
vinced that TELAR is best for their 
car. So get a fast start on ’61 anti- 
freeze profits; install TELAR now 
while new cars are coming through 
without anti-freeze. These addi- 
tional selling features can help you 
pick up this extra profit on TELAR 
with every new car sold! 


OC Super-strength rust inhibitor that 
will last year after year... recom- 
mended for aluminum engines, too. 


C Keeps cooling system “new-car”’ 
clean . . . promotes efficient cool- 
ing, including air-conditioned cars. 


O It’s easily and quickly installed 
...Just like ZEREX; mix with water 


and in the very same proportion. 
New This Year...Free Replacement 


Du Pont now certifies that the super 
rust inhibitor in TELAR can be ex- 
pected to last as long as the buyer 
keeps his car, or the TELAR will be 
replaced at no cost to the customer. 
Color Check in TELAR is his assur- 
ance that the rust inhibitor is do- 
ing its job. If TELAR turns from 
normal red to yellow in the cooling 
system, it’s asignal that the solution 
is no longer fighting rust, though it 
may be giving effective anti-freeze 
protection. Drain the old solution 
and replace it with same amount of 
TELAR that was initially installed. 


Du Pont will promptly return to 
your stock the amount of TELAR 
you replaced. Ask your supplier of 
TELAR for full details about this 
new free-replacement feature. 


NOW AT A NEW LOW PRICE! 


Telar 


ANTI-FREEZE & SUMMER COOLANT 


*Fair Trade price in those states where applicable. 








REG, U.S. PAT. OFF. 


BETTER THINGS FOR BETTER LIVING . . . THROUGH CHEMISTRY 
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The Man Behind the Wheel... 





Sales Testing the Datsun Bluebird 


By Ed Brown 
Staff Correspondent 

Epiror’s Note: This is another 
in a series of articles exploring 
the sales features of the import- 
ed cars. 

* * * 
EW YORK.—Handsome styling, 
rugged performance and in- 
built quality are characteristics of 
the Datsun Bluebird four-door 
wagon. 

From the dealer’s point of view, 
the most interesting fact about 
this little vehicle is bound to be 
its quality. We were given a little 
blue wagon to test, just as it ar- 
rived in this country off the ship. 
Nothing was done to it, except to 
clean it up. Not once, during our 
more than 700 miles of testing, 
did anything go wrong with this 
vehicle. 

The car was tight, sound and 
well put together. If the vehicle we 
tested is typical, and we are as- 
sured it is, dealers will rejoice be- 
cause it is unlikely that there can 
be customer complaints from faulty 
manufacture. Warranty work is 
bound to be cut to a minimum, 

The push-button doors open wide 
for easy access and exit, The hard- 
ware all around this vehicle is 
worthy of special note. It is of fine 
character and will represent the 
vehicle nicely, if pointed out. The 
hinges on the upper half of the 
wagon’s rear opening are a case in 
point. They are beautifully balanced 
and finished. 

* * ok 

— is a slight step down in- 

side the frame of the vehicle. 
The seats are well padded with 
foam rubber, covered with a vinyl 
for easy cleaning. The doors are 
also covered in the same material, 
while the headlining is a washable 
plastic. 

Care has been taken to finish the 
inside. For instance, in addition to 
the arm rests, the doors have been 
provided with handy little pulls for 
closing without yanking on the 
door handle. 

The dash gauges have been 
provided with little lips to stop 
any reflection from dash lights 
at night. The dash itself is clean, 
while providing all the necessities. 

Another little touch is the nicely 
lined glove compartment. An un- 
usual feature in a car priced where 
this one is. 


* * 


* 
Adjustable Seat 
ype front seat is adjustable and 
should provide the space to suit 
any driver, no matter how tall. The 
pedals are nicely sized and well 
placed. 

The steering wheel is a good size, 
and an ash tray has been provided 
in the center of the dash for the 
convenience of both front-seat pas- 
sengers. 

The rear seat of this vehicle is 
as easy to enter as the front. 
* oe mK 


Car Tested: 
DATSUN 
BLUEBIRD 


Model: Datsun Bluebird four- 
door station wagon, 

Engine: Four-cylinder, 60 
horsepower at 5,000 revolutions 
per minute; gasoline, inline, wa- 
ter-cooled, fo u r-cycle, overhead 
valve. Bore: 2.875 inches; stroke, 
2.196 inches; cubic capacity, 
712.5 cubic inches; maximum 
torque: 67.3 foot pounds at 3,600 
RPM; compression ratio, 8.2:1. 

Gear ratio: First, 3.518; sec- 
ond, 1.725; third, 1.00; reverse, 
4.583. 

Front suspension: Independ- 
ent suspension with double wish- 
bones and coil springs. Tele- 
scopic shock absorbers, Stabiliz- 
ing bar. Rear suspension: Longi- 
tudinal semi-elliptic springs, 
three leaves; telescopic shock 
absorbers. 

Wheels and tires: Steel disc 
wheels, 5.60x13 four-ply white- 
walls. 

Wheelbase: 89.8; vehicle 
weight, 2,035 pounds; loading ca- 























cubic feet. 






Doors open wide and stay open 
when put in place, Passenger 
comfort in the back seat is al- 
most as good as in the front, The 
only exception might be when an 
exceptionally tall person is driv- 
ing and has the front seat pushed 
all the way back. 










































will collect on the weekend when 
shopping. With the back seat in 
place, five people can ride fairly 
comfortably, and there is still 
enough cargo area to carry lug- 
gage or groceries. 

Driving the car should be the 
most convincing sales argument, 
however. On the drive, the prospect 
is bound to be impressed with the 
quiet of the vehicle. In motion, 
idling and accelerating, it is a very 
quiet vehicle. This should appeal 
particularly to the family with 
children, Easy on the nerves. 

* * ok 


HE vehicle steers well, It is 
quick and sharp to react to any 
motion of the steering wheel. 

Because of its short wheelbase, it 
will corner nicely. With tires inflat- 
ed about two pounds above the rec- 
ommended pressure, no squeal re- 
sults, which might be a trick to 
remember on demonstrations. 

It, of course, doesn’t corner like 
its sister sports car, the Fairlady, 
but it does well in its class, There 
is no sway or lean, although, if 
you take a corner too fast, it may 
be necessary to run wider than you 
expected due to some wheel] fight. 

The brakes are good. We were 
especially pleased, returning to 
New York on an expressway, 
when traffic suddenly jammed to 
a halt in front of us. It was nec- 
essary for us to jam on our 
brakes while travelling at 50. We 
stopped safely and in a minimum 
of space, On brake tests, no heat- 
ing or fade was noticed, 

The shift is the standard Ameri- 
can type with the handle on the 
steering-wheel shaft. The throw is 
fairly short and easy to manipu- 
late. A point to remember when 
demonstrating is that all three for- 
ward shifts are synchromesh, 
which means you can have a little 
extra fun in traffic. It also gives a 
boost to the acceleration when 
travelling in very low speeds. 

* * o* 


Lively Engine 
os engine, a four-cylinder, is 
quite lively at 60 horsepower. It 
is well to remember that, when 
travelling at low speeds, it is best 
to drop down into the next lowest 
gear, if quick positive acceleration 
is needed. 

However, at the top end, the ve- 
hicle gives a nice burst of speed 
when and where it is needed for 
those passing situations. There is 
not likely to be any complaint on 
that score from prospects, 

The ride is excellent, Testing 
this car with a customer, it is not 
necessary to pick and choose your 
streets, roads or highways. Let 
the customer have his head and 
take it wherever he desires. The 
suspension system can handle 
just about anything in great com- 
fort. 

Travelling along highways at 
high speeds, the Bluebird performs 
exceedingly well. She purrs along, 
and gives no evidence of any kind 

* 

























Datsun Test Car— 


This is the Datsun Bluebird four-door station 
pacity; With rear seat down, 62 || News. The car is powered by a four-cylinder engine which develops 60 horsepower. 
The test car featured high-quality construction. 


of strain, And incidentally, you 
might advise prospects that long- 
distance driving is quite comfort- 










In city traffic, the car is just as 
flighty as its name Bluebird would 
suggest. It weaves in and out, hov- 
ering at a red light when necessary 


With the second seat down, this|@nd then moving ahead again as 
wagon will swallow an amazing] 800n as an opening occurs. It parks 


amount of luggage or all a family 


almost as if the engine were in the 


rear. 
* * # 


ON’T encourage your customer 


able, a rarity in really small cars. |} 













‘New Look’ at Daytona Motor— 


Shown are the modernized facilities of Daytona Motor Co. (Buick-Cadillac), in Day. 
tona Beach, Fla. The front of the dealership was rebuilt and features an open-air show. 
room for six cars. Directly behind the showroom are the air-conditioned offices. The 
modernization program was extended to the adjacent used-car lot where sheds were 

































to try any deadheat getaways 
with any competing cars, because 
you will probably lose, Although it 
moves smartly, it is not geared to 
race any other vehicles on the road, 
larger than itself, from a standing 
start. 

Let the customer examine the 
engine compartment, too. It is 
clean, uncluttered, and with all vital 
components within easy reach of 
the mechanic. 

Two things to point out: First, 
the transparent carburetor with 
its gas level indicated on it. Sec- 
ond, the fact that all wires of any 
importance have been covered 
with heavy rubber insulation to 
prevent moisture damage and 
stallings. 

In the testing we did with this 
vehicle, we averaged well over 31 
miles to the gallon in city, suburbs 
and country. 

The spare is located under the L. P. Steuart Moves 
rear floor board and is easy to re-| WASHINGTON.—L, P. Steuart 
move for replacement. The car is| Bethesda, Inc. (Plymouth-Volvo), 
also provided with a set of tools and| has moved from 4502 Miller Ave., 
a can of touchup paint, Bethesda, Md., to larger quarters 


AMC Engineering Center 
Is Opened in Kenosha 


KENOSHA.—A major step in| AMC has begun construction of a 
American Motors’ expanded engi-| $200,000 truck transport center 
neering and research programs has! for its large interplant truck 
been achieved with the opening of| geet, 
its new automotive engineering ‘ . 
center here, according to R. H, Is- Engineering — formerly 
brandt, vice-president of automo- quartered at the Kenosha main 
tive engineering and research. plant, now occupy a ‘mod ernly 

In another expansion program, | equipped five-story building located 
SE ae he ee Drive aay seer Ave, 


New Gains Noted “The new facilities will permit 


further expansion of Rambler re- 
For Heavy Goods 


search and development programs, 
which have more than doubled 

WASHINGTON. — Durable-goods 
manufacturers’ sales and new or- 


since 1958,” Isbrandt said. “In the 
same period, engineering and re- 
: rch rsonnel] increased 80 per- 
ders advanced further in May, ek pe - pe 
according to the Commerce Depart- 
ment’s Office of Business Econom- 
ics. 


The engineering building, acquir- 
Sales rose 3 percent from April 


ed by American Motors in 1959, 
provides 140,000 square feet of op- 
after seasonal adjustment, the of- 
fice reported, and the largest in- 


erating floor space. Extensive re- 
modelling has been completed, in- 

creases again occurred, as in April, 

in steel and motor vehicles. 


cluding an addition for seven 
dynamometer rooms for engine 
New orders placed with heavy- 
goods producers in May were up 2 


testing. 
percent over the previous months’ 


A “cold room” for testing cars 

under sub-zero conditions and a 
seasonally adjusted rate, and have 
risen about 15 percent from their 


new “heat room” for high tem- 

perature tests have been installed. 

January low, the agency said. Other facilities include a carbure- 

tion laboratory, rear axle = 

° £8 transmission development, weld- 

Philatelizing Ford ing rooms, electrical laboratory, 

WASHINGTON.—A bill to pro-| stress laboratory, lighting labora- 

vide for the issuance of a postage tory, acoustical laboratory, draft- 

stamp in honor of the life and con-| ; uali ontrol de- 

tributions of Henry Ford has been oe romp ane @ we ” 
introduced in the House of Repre- 
sentatives by Rep. John Lesinski, 

Michigan Democrat. 


ership. 


Growing Dealerships . . . 


SANTA CLARA, Calif. — West 
Valley Ford, operated by A. W. 
Haensli, has opened a 40,000-square- 
foot dealership at 3701 Stevens 
Creek Blvd., Santa Clara, Calif. The 
dealership is located on a five-acre 
plot. 

Architect for the modern struc- 
ture was Hollis Logue jr. The serv- 
ice department has 54 bays and the 
parts department has 4,700 square 


feet of floor space. 
* * ok 































































partment. 

The truck center, which will be 
completed in three months, will 
have complete repair facilities, of- 
..| fices and parking space for off-duty 
‘| trucks, according to E. W. Bernitt, 
||| vice-president of automotive opera- 
tions. 

The 10-acre site is five miles from 
the Kenosha main plant. 

American Motors builds a por- 
tion of its Rambler bodies in 
Milwaukee and then trucks them 
to the Kenosha plant for assem- 
bly. These special trucks each 
carry eight bodies at a_ time. 
There are about 160 body-truck 
movements daily between Mil- 
waukee and Kenosha. In addition, 
there are some 40 truck ship- 
ments between the plants daily 
for delivery of parts, stampings, 
engines and other components, 

AMC recently spent $1 million in 
modernizing and expanding its 
body-hauling fleet. The trucks until 
last year carried only six bodies per 
trip. 


wagon which was tested by Automotive 










built along the 250 feet that face the street. J. Saxton Lloyd is president of the deal. Fs 


Auto Dealer Expansions 




































at 4800 Wisconsin Ave. N. W. here, 
and its name has been changed to 
L. P. Steuart Northwest. Harry 
Martens jr., president, said the firm 
will add Chrysler. 


* * 
Zehe’s New Home to Open 


With Debut of ’62 Ford Line 


HUNTINGTON, Ind. — Opening 
of the new $150,000 home of Zehe 
Motors is scheduled to coincide F 
with the public introduction of the J} 
1962 Fords, according to Rees Zay, 
vice-president. 

There are two basic buildings on 
U.S. 24 East. The back building 
houses the repair and recondition- 
ing shop, which has i6 work stalls ,~ 
and four hoists. The front building | _ 
will be a combination showroom 
and office building. 

Oo ok 


Hassan Volkswagen Moves 


To Larger Quarters 


CINCINNATI. — Hassan Motors, 
Inc. (Volkswagen), has moved to 
larger and more spacious facilities 
at 3813 Montgomery Rd. 

Service facilities occupy over 15,- 
000 square feet of floor space and 
include 10 work bays. Approximate- 
ly 70 vehicles can be serviced per 
day. Outside parking space can ac- 
commodate over 100 sales and 
service customers, Charles R. Has- 
san is president. 

* 


* 
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Coulter Buys Site 


SCOTTSDALE, Ariz. — Coulter | 
Cadillac, Phoenix, has purchased 
6.5 acres at Scottsdale Road and 
Camelback for approximately $200,- 
000. Dean Coulter, general manager, 
said the dealership had no imme- _ 
diate plans for development, but; 
that it will be an excellent location 
for a future Cadillac dealership. 

* * * 


Rhodes Ford Occupies 


New $250,000 Building 

Bill Rhodes Ford, Inc., Jackson, 
Mich., has opened a new dealership 
at 1122 E. Michigan Ave. The $250,- 
000 structure has 22,000 square feet 
of floor space and is on a plot of 
nearly 100,000 square feet. 

The dealership’s old location 
State and Elizabeth Sts. will be 
remodelled and enlarged for the 
company’s body and paint shop. The 
service department in the new loca: 
tion is nearly twice the size of the 
old department. It has 24 servicé 
stalls, six of which will offer quick 
service. 


* 


* 
Renault Southwest Plans 


$2.5 Million Expansion 

HOUSTON. — Renault Southwest, 
Inc., will spend $2.5 million during 
the coming year to expand its facik 
ities, according to Gordon C, Cunr 
mings, manager. 

The firm will supply Renault 
dealerships in Texas, Oklahoma, 
Louisiana, Arkansas and New 
Mexico. 


* * 


* * 


Borgman Ford Remodels 


GRAND RAPIDS, Mich. — Borg: 
man Ford Sales, Inc., has been re 
modeled to feature a colonial design 
in the showroom and on the ex! 
terior of the building. The firm als0~ 
added new offices, enlarged its cat) 
lots and made over the service de} 
partment. 
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a Waldrop said he hopes to sell $100,- 
The 000 in stock. oe 
ere | 
ea: Buffalo Sales Managers 
Elect Farley President 
BUFFALO.— The Buffalo Auto- 
mobile Sales Managers Assn. has 
elected the following officers: 
President, George A. Farley, 
E. L. Palmer’s North Side Motors, 
Inc.; vice-president, Richard J. 
Izzo, Prospect Auto Sales; treas- 
urer, Reginald C. Dowdall, Don Al- 
Te, len Motors, Inc., and _ secretary, 
to Thomas J. Hinchey, Saul’s Auto 
ry Sales, Inc. 
rm * * 
Auto Enthusiasts Club 
Has New Headquarters 
MT. CLEMENS, Mich.—Auto 
ne® gnthusiasts International, an auto 
ng — hobby club, has a new address, Box 
she | 451, Mt. Clemens, Mich. 
ide F The club, now in its 13th year, 
he} is headed by Delbert Bates. 
ay, eee 
- Moline Automotive Division 
a _ Formed by Motec Industries 


n- 
1s 
ng 
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# tries, Inc. Roger R. Hipwell is divi- 
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Capsule Reports ... 
ne 


Auto News in Brief 


ASHEVILLE, N. C.—An article 
of incorporation has been issued to 
Free Piston Engine Co., Inc., 117 


Jonestown Rd. 


The firm was chartered by James 
J. Waldrop, Beura D. Waldrop, 
and Shelby E. Horton jr. to manu- 
facture and sell free-piston engines 
for vehicles, boats and airplanes. 


tion of Moline Automotive Division 
has been announced by Edmund F. 
Buryan, president, Motec Indus- 


' sion manager, and George W. 
' Balch is sales engineer. 

The division makes gasoline, LP- 
gas, diesel and natural-gas engines, 
transmissions, torque converters, 
shuttle gears, axles, gear boxes and 
related products, ; 


3M Builds Boston Branch 


ST. PAUL —Construction of a 
new branch sales office and ware- 
house for Minnesota Mining & 
Mfg. Co. has started in Needham, 
Mass., a Boston suburb. 

oe ok 


Shell Uses Terra-Tires 


In Oil Exploration Work 


HOUSTON.—tThe rotund “go 
anywhere” Terra-Tires, built by 
Goodyear Tire & Rubber Co., Ak- 
ron, have been placed on vehicles 
used by Shell Oil Co. in Texas ex- 
» ploration work. 

Shell’s vehicles include Dodge 


E WM-300 trucks carrying dynamite 


for exploratory “shooting,” Jeeps 
used as cable units and personnel 
' carriers, and trucks hauling drill- 














HOPKINS, Minn.— The forma- 





ing equipment. All the vehicles are 
standard and use Terra-Tires and 
conventional tires interchangeably, 
Shell said. 

+ * * 


National Pollution Committee 


Enlarged to 15 Members 


WASHINGTON. — The National 
Advisory Committee on Community 
Air Pollution has been enlarged to 
15 members from the original 12. 
The committee wag created in 1957 
to advise the surgeon general on 
policies, objectives, activities and 
accomplishments in the air pollu- 
tion field. 

Surgeon General Luther L, Terry 
said the committee had been en- 
larged because of growing official 
concern about air pollution prob- 


lems, 
o * * 
* * 


oe 
PH&H Plans to Build 


Own Office in Baltimore 


BALTIMORE.—Peterson, Howell 
& Heather, Inc., fleet management 
and leasing concern, will build a 
new home office building here, ac- 
cording to Harley W. Howell, presi- 
dent. 

Completion is scheduled for the 
summer of 1962. PH&H, established 
April 1, 1946, as a partnership con- 
sisting of three principals and a 
secretary, now employs 155 persons. 
It provides management services 
and leasing facilities for over 63,000 
vehicles in the United States, Cana- 
da and Puerto Rico. An affiliate, 
Peterson, Howell & Heather (Cana- 
da), Ltd., is located in Montreal. 

* 


AMC Seeks Nominations 


For Conservation Awards 


DETROIT.—The public is invited 
to submit nominations prior to 
Sept. 15 for the American Motors 
1961 Conservation Awards program. 

Instituted in 1953 as a means of 
publicly recognizing outstanding in- 
dividual achievements in conserving 
natural resources, the awards pro- 
gram annually honors the work of 
20 conservationists selected by a 
committee of distinguished conser- 
vation writers. 

* * * 


Unlicensed Dealer Held 


In Contempt, Fined $200 


SPRINGFIELD, Ill. — Effingham 
County Circuit Court has held Wer- 
ner Goers, Altamont auto dealer, in 
contempt of court and fined him 
$200 for failure to comply with the 
court’s injunction order restraining 
him from operating as an unli- 
censed dealer. 

Charles F. Carpentier, secretary 
of state, revoked Goers’ license in 
1958 because of allegedly fraudulent 
practices and had denied his appli- 


| Cars and Clothes in Philadelphia— 


A bank of 24 windows at Snellenburgs, Philadelphia department store, displaying 








automobile parts and pictures supplied by Matt Slap, local Chevrolet dealer, arrested 
| the attention of passersby and alerted them to the two-week promotion of summer 
merchandise and vacations by autos. Designed by the store's display director, Ray 
Needam, the windows featured merchandise against large black and white blow-ups 


> that included everything from car blueprints to the entire line of Chevrolet models 
» Photographed alone as well as against vacation spot backgrounds. In addition to 


) several cars being displayed in the store, the promotion included giving away Chev- 
rolet catalogs in various store departments, recommendations and travelling instruc- 
ve and a special club women's program prepared by Matt Slap entitled You and 
our Car. 


cations for licenses since then be- 

cause of what he has termed con- 

tinuous illegal operation. He was 

not licensed as a dealer. 
a * * 


Ford in First Place 


In New York Taxi Fleet 


NEW YORK.—There were 4,227 
Fords in New York’s taxi fleet of 
11,703 cars, as of July 3, according 
to Taxi Weekly. Checker was in 
second place with 3,151 units and 
Dodge was third with 2,125. 

Registrations for other makes, as 
of July 3, were: Studebaker, 748 
Chevrolet, 663; Plymouth, 639; De- 
Soto, 44; Valiant, 21; Pontiac, 19; 
Chrysler, 18; Rambler and Nash, 17; 
Mercedes-Benz, 10; Oldsmobile, 9; 
Mercury, 7; Buick and Austin, 2 
each, and Lancer, one. 


* 
Big Police Contract 


JACKSON, Mich.— Bill Rhodes|™ 


Ford, Inc., has been awarded a 

contract of approximately $194,000 

to supply 97 cars for the Michigan 

State Police, Bill Rhodes, presi- 

dent, announced, ‘ 
a * 


Dan Beck Moves 


DETROIT.—Dan Beck announced 
that Executive Selection & Train- 
ing Institute and its affiliates, Vo- 
cational Counseling Institute and 
Sales Training Institute, have 
moved from the Maccabees Build- 
ing to 722 Fox Theatre Building. 

* * ak 


Ford Leases Seven Acres 


At New York World’s Fair 


NEW YORK.—Ford Motor Co. 
has leased more than seven acres— 
some 304,998 square feet—for its ex- 
hibit at the New York 1964-65 
World’s Fair. 

Ford has delivered a check for 
$609,996 to the fair corporation. 
This represents a downpayment on 
a total land rental of $2,439,984. 

& oa * 


AMC Places $668,341 Order 
For ‘Mighty Mite’ Bodies 

BUFFALO.—Receipt of a $668,341 
contract from American Motors 
Corp. for “Mighty Mite” bodies and 
components has been announced by 
Twin Coach Co. 

This order is the third and largest 
contract received from AMC for 
these vehicles and will bring total 
production of “‘Mighty Mite” bodies 
by Twin Coach to 2,314, the firm 
said. 

Ke * * 


2 More Units Join Assn. 


Of Better Business Bureaus 


NEW YORK.—Two new Better 
Business Bureaus have been admit- 
ted to membership in the Assn. of 
Better Business Bureaus, Inc, They 
are Better Business Bureau of 
Stark County, Inc., Canton, O., and 
Better Business Bureau of Puerto 
Rico, San Juan, Puerto Rico. 

President of the Stark County 
BBB is Barry A, Stephens, com- 
mercial manager, Ohio Bell Tele- 
phone Co. President of the BBB of 
Puerto Rico is L. Russell Lauck, 
president, Sears, Roebuck & Co., 


Puerto Rico. 
* * & 


Ford Fund Gives $370,000 


To Restore Lee Chapel 


DEARBORN. — One of the na- 
tion’s historical shrines will be re- 
stored with a $370,000 gift from the 


"| Ford Motor Co. Fund, it was an- 


nounced, 

The contribution will be made to 
Washington and Lee University for 
restoration of the famous Lee 
Chapel on the school’s campus at 
Lexington, Va. The chapel recently 
was designated by the U. S. De- 
partment of Interior as a National 
Historic Landmark. Gen. Robert E. 
Lee, commander-in-chief of the 
Confederate Army during the Civil 
War, built the chapel while serving 
as president of the university from 
1865 to 1870. 

* cS * 
Johnson Acquires Ferro 


NEW CASTLE, Pa. — Johnson 
Bronze Co, has acquired ownership 
of Ferro Powdered Metals, Inc., 
Salem, Ind. Ferro produces engi- 
neered powder metallurgy struc- 
tural parts and shapes. 

* ok %* 


Olin Mathieson Revises 


Name of Western Brass 


NEW YORK.—A trade name 
prominent in the metals industry 
for 45 years — Western Brass — is 
being changed in the interests of 
simplicity, uniformity and closer 














suIC! 
o 





Veteran Buick Dealer— 


E. V. Derks of Derks Buick has been 
honored for 40 years service as a Buick 
dealer in New Rochelle, N. Y. In 1921, 
Derks sold just 42 cars. Since then, he 
has delivered more than 13,000 new 
Buicks. 


identification with Olin Mathieson 
Chemical Corp., which makes the 
brass. 

The new name is Olin Brass, the 
company announced. The products, 
customer services and sales policies 
associated with Western Brass for 
decades will not be affected by the 
change, Olin said. 

oe * * 
Aluminum Firm to Produce 


Chrysler Compact Valves 


NEW YORK.—Aluminum Indus- 
tries, Inc., a subsidiary of Glen 
Alden Corp., announced that it has 
received a “major’ contract from 
Chrysler Corp. to produce valves 
for the six-cylinder engines to be 


31 


used in the company’s 62 compact 
cars. 

At Glen Alden’s annual meeting, 
President Albert A. List told share- 
holders that the second half of 1961 
should “move along well,” although 
the second quarter should produce 
earnings somewhat below the first- 
quarter figure of $701,000. 

* * * 


Schmidt Associates Signed 


As Stran-Steel Consultants 


DETROIT.—William M, Schmidt 
Associates has been selected as 
styling and design consultants for 
the product development and im- 
provement programs of Stran-Steei 





rp. 
Schmidt will work on design pro- 
jects involving pre-engineered 
buildings and other construction 
projects. 
ae * * 


Gossett Named to Advise 


U. S. on Business Ethics 


WASHINGTON. — William T. 
Gossett, Ford Motor Co. general 
counsel, has been appointed to the 
Commerce Department’s newly 
formed Business Ethics Advisory 
Council, Other members are: 

Louis W. Cabot, Boston; Edward 
W. Carter, Los Angeles; Saville R. 
Davis, Boston; William D. Decker, 
Corning, N. Y., and Ralph Lazarus, 
Cincinnati. 

a Ea ak 


Marquette Corp. Buys 


Heyer Industries 


MINNEAPOLIS. — Marquette 
Corp. has purchased Heyer Indus- 
tries, Inc., Belleville, N. J.; Heyer 
Products Co., Heyer Service Co. 
and several affiliated companies. 

Marquette manufactures battery 
chargers and testers, electric and 
gas welding equipment and welding 
rods. The Heyer product line in- 
cludes motor tuneup and battery 
service equipment. 
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DEALERS REPORT BIG INCREASES IN CAR SALES when they install 
Childers Carports. Protection from hot sun, dust, rain makes selling easier 


pay for themselves FAST! Turn to 


Page 23 now and find out how Childers Carports add comfort and better 
appearance to your lot for pennies per car per day. 
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LAMP—A portable flexible-arm lamp for 
bench and underhood lighting has been 
announced by Moffatt Products, Inc., 3124 
N. Washington, Minneapolis 11, Minn. The 
product, called Multi-Lamp, has a snapon 
“button” mounting bracket. The "button” 
may be attached permanently to desired 
supports. Where several “buttons’’ have 
been installed, the lamp may be snapped 
off and moved as desired. It combines all 
the advantages of a portable lamp with 
the stability of a permanent one, and re- 
places as many lamps as “buttons” in- 


stalled, it is claimed. 
Cs ee 


Tow Bar Sales Announces 


3-in-1 Adapter Coupler 

Tow Bar Sales Co., 40 S. Clinton 
St., Chicago 6, Ill., has announced 
the Berluti Gee Hook-All 3-in-1 
Con-Ver-Tow adapter coupler for 
all shaft or tongue-type tow bars 
and all trailer ball hitches. 

The unit converts the automatic 
BraKing to fit a ball hitch, the 
company said. 

* aK * 


Panels for Plymouth 

A new utility fender section, said 
to be an exact facsimile of the 
lower rear and lower center por- 
tion of 1955 Plymouth rear fenders, 
is now -being shipped by Schofield 
Mfg. Co., 1140 E. 222nd St., Cleve- 
land, O. 

* * * 


Starting Fluid 


Sure-Fire starting fluid, said to 
start gasoline or diesel engines 


quickly in temperatures as low as 
65 below zero, has been developed 
by Wilco Co., 4425 Bandini Blvd., 
Los Angeles, Calif. 

K * 


* 


WHEEL ALIGNMENT SET—Self-contain- 
ed wheel alignment unit from John Bean 
is said to include all necessary equipment 
for performing wheel alignment service. 
Unit includes magnetic caster-camber 
gauge, toe-in gauge, wheel stands, turn- 
tables, wrench sets, shim assortment as 
backstop for top shelf. John Bean Division, 
Food Machinery & Chemical Corp., Lan- 
sing 4, Mich. 





* * * 


Pumps for Glycol 


The Moyno Pump Division of 
Robbins & Myers, Inc., Springfield, 
O., is marketing a line of “Type 
CM” motor-pump units for han- 
dling ethylene glycol and similar 
coolants. 

* * * 


Flexible Body Filler 


A new flexible body filler, Blu- 
Flex, has been introduced by Mar- 
tin-Senour Co., 2500 S. Senour Ave., 
Chicago, Ill. 

Blu-Flex is said to be specially 
formulated to retain its flexibility 
and resiliency after curing and 
painting. When applied to car 
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NEW PRODUCTS 


doors and hoods, it withstands 
slamming and jarring, while con- 
stant road vibration and body flex- 
ing will not affect its adhesion, it 
is said. 

* * * 


Chrome Cleaner 


A spray-on chrome cleaner, Car- 
Rite, rinses away rust after it has 
soaked for 10 seconds, according to 
Car-Rite Division, Edick Labora- 
tories, Inc., 2344 S, Burrell St., Mil- 


waukee 7, Wis. 
* * * 


New Siphon Pump 


The “Porta-Pump” ig a new de- 
vice announced by Bertons, Inc., 
4844 Fullerton Ave., Chicago 39, IIl., 
that siphons gasoline from any ve- 
hicles quickly for use in another 
vehicle or mower. 

* * * 


Wilco’s Tire Sealant 


A tire sealant is being offered by 
Wilco Co,, 4425 Bandini Blvd., Los 
Angeles. Called Safeguard Tire 
Sealant, the product is guaranteed 
in writing for 20,000 miles. 

ok OK * 
Firefighting Agent 

Foray, a dry chemical extinguish- 
ing agent that is said to be effec- 
tive on Class A, B and C fires, has 
been introduced by Ansul Chemical 
Co., Marinette, Wis. 


* * * 





WHEEL ALIGNER—The Visualette wheel 
aligner, by John Bean Division, Food Ma- 
chinery & Chemical Corp., Lansing 4, 
Mich., features space-saving compactness, 
yet provides full-scale wheel alignment 
service, it is said. Background sign also 
serves as tool board. Models available 
with standard wheel stand or special sup- 
port stands for converting drive-on grease 
rack to aligner rack. The equipment uses 
magnetic gauges and the optical beam-of- 
light system for direct caster, camber and 


K.P.1. readings on adjustable targets. 
ue 


Oxwall Screwdriver 


The Big Boy screwdriver has 
been introduced by Oxwal] Tool 
Co., Ltd., 401 Park Ave., S., New 
York 16, N. Y. The handle meas- 
ures 1% inches wide by 6% inches 
long, allowing for excellent grip 
and maximum control, the firm 


said. 
* * * 


Wall-and-Floor Paint 


Teflate, a paint for walls and 
floors that is said to be odorless, 
quick-drying and durable, has been 
marketed by Flexrock Co., 3601 S. 
Filbert St., Philadelphia 1, Pa. 

ok * * 











COOLER—Only 13%, inches wide, the 
Jet Star is said to be powerful enough 
to cool the largest station wagon. The 
black case is of durable plastic. The face 
plate and ball and socket louvres are in 
chrome. The unit features twin squirrel 
cage blowers with a minimum of noise, 
it is said. Clardy Mfg. Co., 1728 Layton 


St., Fort Worth, Tex. 
ae 





LUGGAGE RACK—A luggage rack de- 
signed to fit all sports cars has been an- 
nounced by Canell Co., 63 S. State St., 
Hackensack, N. J. The Model SP rack is 
made of aluminum alloy and uses stainless 
steel fasteners in its assembly. The rack 
can be removed when not in use. Four 
cast fittings with rubber pads are fastened 
to the rear deck of the car with plated 
self-tapping screws. The rack is then fast- 
ened into sockets in the casting, and held 
firmly with set screws. Four caps cover the 


sockets when the rack is removed. 
ce oe 


Regulator Tester 


C. E. Niehoff & Co., 4925 W. Law- 
rence Ave., Chicago 30, Ill., has in- 
troduced as part of its test equip- 
ment line the new T-41 Regulator 
Tester. The unit is designed for use 
on all 6-12-24-volt systems, and is 
fast and easy to operate, the firm 
said. oe 

* 


Whitewall Tire Cleaner 


Osrow Products Co, Inc., Glen 
Cove, N. Y., is marketing a white- 
wall tire cleaner with a brush-top 
cap that is designed to aid the 
cleaning action. The cleaner comes 
in an aerosol-spray can which dis- 
penses a fast-acting, controlled, 
low-foaming agent which limits the 
cleansing action to the surface of 
the tire, the firm said. 

* * * 


Plastic Body Filler 


Custom Body Filler—a new plas- 
tic filler for auto-body repair—has 
been added to its line of Bond-Tite 
body fillers and solders by L, R. 
Oatey Co., 4700 W: 160th St., Cleve- 
land 35, O. 

* ok * 
Fuel Line Hose 


Three sizes of fuel line hose 
which fit all late model applica- 
oe * ed 

















tions have been introduced by Ac- 
curate Products, Inc., 135 N. Spring 
St., Indianapolis, Ind. 

* * * 


South Dakota Firm Offers 


Portable Car Washer 

Apache Model 210 Portable Air- 
plane and Car Washer is offered 
by Electronics, Inc., P. O. Box 150, 
Vermillion, S. D. 

The company said the device 
washes cars by spraying a chemical 
mixture under pressure of 150 
pounds per square inch. 

* * *x 


Wiper Blade Lubricant 


NuVue, all-season wiper blade 
lubricant, has been announced by 
Sharon Mfg. Co., 3807-11 N. Ash- 
land Ave., Chicago 13, Ill. The prod- 
uct is said to keep blades soft and 
flexible and to help prevent ice for- 
mation. 



















SEAT—A warm-weather automobile seq | 
which is said to act as a bellows to cit 
culate cool air around the driver has bees 
introduced by Comfort Conditioning, Inc, 
Virginia Beach, Va. Called the “Spacg 
Seat,” it is made of poiyethylene and 
woven fiber. The seat is uncovered in the 
back to allow maximum air motion. Ther 
are no springs or wires to work loos 
or to tear automobile upholstery and cloth. 
ing, it is claimed. 

1 a 


Water-Pump Assembly 


Electronically Controlled 


Water pumps rebuilt by S. 4 
Shenk & Co., 2101 S. High &, 
Columbus, O., have hubs and pul § 
leys mounted with electronic ac fF 
curacy. i 

The firm said that an electronic. ~ 
ally controlled hydraulic press 
which controls the pressure ex ~ 
erted against hubs and pulleys in~ 
assembly, automatically rejects — 
hubs and pulleys which fit im > 
properly. ; 












x * * 
New Magiseal Trademark 


Magichemical Co., 121 Crescent 
St., Brockton, Mass., has selected 
a new trademark and package de- 
sign for its line of Magiseal Seal- 
ants. The trademark is based on 
the letter “M,” and the package 
design in black and red has been 
simplified and modernized. The 
company plans increased national 
distribution for the Magiseal line. 

* * ok 










































* * * 


It?s E-Z-Free Now 


A dry-type, nonstaining lubricant 
and waterproofer now is being 
marketed under the trade name 
E-Z-F ree, according to H. Forsberg 
Co., 5103 Lakeside Ave., Cleveland 
14, O. It was formerly called E-Z 


CAULKING MATERIAL—A caulking ma- 
terial that can be thumbed into place in 
auto repair work has been announced 
by Minnesota & Mfg. Co., 900 Bush Ave., 
St. Paul 6, Minn. Strip-Calk will bond to 
any surface encountered in auto shop 


work, it is claimed. It is waterproof and 
can be painted immediately after appli- 
cation. The material will not shrink, and 
it remains soft after exposure to 180- 
in 


degree temperature laboratory tests, 


it is said. 


PORTABLE CAR—Diehimobile—a three 
passenger, collapsible, lightweight, motor 
driven, three-wheel auto with speeds up 
to 18 miles an hour—has been designed 
by the H. L. Diehl Co., South Willington, 
Conn. Held together with self-locking 
screws and quarter-turn fasteners, Diehl: 
mobile assembles or comes apart in less 
than five minutes with a 50-cent piece, 
the only tool needed, it is claimed. Be 
cause of the collapsible feature, all com: 
ponents are easy to handle by one person 
and storage is no problem. Diehimobile’s 
compactness when collapsed makes it pos 
sible to store in relatively small spaces. 
The three horsepower engine has variable 
speed drive. Four speeds forward and a 
reverse are achieved by pushing one lever. ‘s 

geri | 
Ramps { 

Allied Automotive Equipment Co, 
6818 5ist St., San Diego 20, Calif, 
has marketed the Porta-Lift roll-on 
ramps for use in underbody work 
on cars and trucks. The portable® 
units are available in three models. & 

ae See 


Lift Adapter Designed 


For Use on GM Compacts 
The Jetomatic Lift Adapter has 





FILTER RACK—Combination filter rack 
offered by AC Spark Plug Division, Gen- 
eral Motors Corp., Flint 2, Mich., said to 
be ideal for display purposes and large 
enough to hold a dealer's entire stock of 
oil filters. Made of 22-gauge sheet metal, 





PONTOON BOAT—The Galeon is an all-aluminum (except for stainless steel fast- 
eners and a marine plywood deck) pontoon boat. Her pontoons, 21 feet long, are 
said to contain sufficient styrofoam for flotation in emergencies. Of 12-gauge alumi- 
num (5052 alloy), rust resistant in fresh and salt water, they are bulkheaded into 
three air-tight compartments. The complete boat including railing and canopy (less 
motor) weighs 1,100 pounds and will carry a load of 4,500 pounds, it is said. The 
deck area is 8 by 19 feet (enclosed, 8 by 15 feet). Railing frames are 114" square 
aluminum tubing with welded corners. Galeon's steering column accommodates all 
the starting and steering controls. United States Marine Products Division, United 
States Steel Grave Vault Co., Galion, O. 


the rack will hold 144 oil filter elements. 
It may also be used to display a smaller 
stock of oil filter elements, along with 
the dealer's supply of air filters and fuel 
filters. The rack is six feet high and comes 
with five 36 by 15-inch shelves. Dealers 
can get the handy rack by ordering the 
AC merchandising package that includes 
the rack, six AC Triple Trapper oil filters, 
16-page AC product specification folder. 
a sales-building window banner, and a 
16-page AC product specification folder. 


been announced by Jetomatic, Inc, 
Ansonia, Conn., for use in the serv- 
icing of General Motors compat ® 
cars, 

The adapter can be applied or re 
moved without tools for rear-ende 
lifting, the firm said, and speed 
under-chassis work. It can be used) 
on all standard hoist equipment 
and converts all types of floor jacks} 
into auxiliary hoists, the firm® 
added. j 
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Over Good-Faith Suit .. . 


Dealer Bergstrom, GM 
In Preliminary Bout 


(Continued from Page 2) 


to engage a lawyer. Bergstrom did 
not do so. 

According to Boone, Bridenstine 
said that Gib Bergstrom Pontiac 
Co. could remain a dealer to ‘the 
expiration of its franchise (April, 
1962), but that GM felt it was not 
a good location and wanted Berg- 
strom to know that. 

Bridenstine also assured Berg- 
strom that he would be given con- 
sideration for another dealership 
if he could meet the financial re- 

ements. 

Following the meeting, Bergstrom 
signed a closeout agreement and a 
general release. He told the court 
he signed because he had faith that 
he would be given another dealer- 


ship. 

He said he has had no discus- 
sions with Pontiac people about a 
new franchise, although he admit- 
ted that he talked to Philip West- 
ern, assistant zone manager, about 
Fisher Pontiac. 


* Ea 

ERGSTROM said Western asked 

how much money he had. Berg- 
strom wanted to know if $10,000 or 
$15,000 would do it, and Western 
reportedly replied that amount 
“wouldn’t begin to do it.” 

Bergstrom told Boone he did 

not consider this a discussion of 
a franchise because he was not 
told how much money was need- 
ed. Boone said a Motors Holding 
man later discussed Fisher Pon- 
tiac with Bergstrom. Bergstrom 
denied it. 

During and after the cross-ex- 
amination, Feikens had some point- 
ed questions for Bergstrom. 

“If GM was treating you in the 
way you claim,” the judge asked, 
“why didn’t you ask for a commit- 


PR aS 


ment in writing about another deal- 
ership? ... You can’t say you had 
faith in them on the one hand, 
while on the other hand you say 
their treatment was high-handed 
and arbitrary... 

“Has GM ever said you are not 
stil’ being considered for a dealer- 
ship?” Feikens inquired, 

“No,” Bergstrom answered, 

“Have you talked to them?” the 
judge wanted to know. 

Bergstrom replied: “I called Har- 
old Milliken (Pontiac’s Detroit zone 
manager), but he didn’t call me 
back.” 

“Do you give up that easily when 
you’re trying to sell a car?” Feikens 
asked. 


eS of * 
7 judge also stressed the fact 
that there was no time limit set 
on GM’s offer to consider Berg- 
strom for another franchise. 

“They didn’t say ‘within X years,’ 
and you didn’t insist on a time 
limit,” Feikens noted. 

He added that it is still possi- 
ble that Bergstrom could be con- 
sidered for a Pontiac franchise, 
“although this lawsuit maybe 
renders it a little less likely.” 

Bacalis charged that at the time 
of the termination, GM had “no 
present intention” of giving Berg- 
strom another franchise. 

Feikens noted that no such evi- 
dence had been presented. 


-- Bacalis asserted that under the 


law, if no time limit is discussed, 
the period is presumed to be a rea- 
sonable one, but if there is no pres- 
ent intention to perform, the time 
limit doesn’t mean anything. 

Es * * 


N ADDITION to the franchise 
complaint, Bergstrom also 
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charges GM with fraud. He con- 
tends that GM concealed informa- 
tion about liabilities on certain cars 
financed by the predecessor dealer- 
ship. He also alleges that GM with- 
held information about a parts bill 
owed by the predecessor firm. 


On the first charge, Boone en- 
tered in evidence an audit pre- 
pared by a public accounting firm 
hired by Bergstrom, The audit 
mentioned liabilities to finance 
companies on certain cars. Berg- 
strom said he was not aware of it. 

Boone also showed cancelled 
checks in the amount of $6,882.38 
which, he said, Motors Holding 
issued to Bergstrom in full settle- 
ment of claims on the aforemen- 
tioned cars. 

On the parts charge, Boone show- 
ed that this, too, was mentioned in 
the audit made by the accounting 
firm. He also presented a letter 
from the secretary-treasurer of 
Bergstrom’s dealership to Pontiac’s 
parts department asking that in- 


formation on the parts account be 
furnished to the accounting firm, 
* * * 


peecerncss said he never saw 
the letter and that he had not 
examined the audit fully. 

Feikens remarked: “You say 
Pontiac defrauded you. Here is evi- 
dence of disclosure, and you say 
you didn’t take time to read it.” 

“They might have enumerated the 
items,” Bergstrom said. 

The judge replied, “What as- 
surance is there that you would 
have read it then? The informa- 
tion was in the audit that Robert 
Duffield made, and Duffield was 
hired by you.” (Duffield is a cer- 
tified public accountant.) 

Turning to Bacalis, Feikens 
asked: “Mr. Bacalis, what do you 
charge here? What do you claim 
was fraudulent in this transac- 
tion ?” 

Bacalis replied: “It now appears 
that there were records to which 
Mr. Bergstrom had access.” 


Buick Dealers 
To Preview ’62s 


In Chicago 


CHICAGO.W—Buick will hold a 
national dealer preview of its 1962 
line of cars in McCormick Place 
here in mid-September. 

This will be the first time an 
auto maker will hold a national 
preview for its dealers in Chicago’s 
huge lake front exhibition center. 

McCormick Place also will be 
the scene of regional dealer pre- 
views by Cadillac, Oldsmobile, 
Chevrolet, Lincoln-Mercury, Plym- 
outh-Chrysler and Rambler. 

Dealers and salesmen from 
Buick’s six major sales regions 
will attend the preview, which take 
up all the exhibition space and the 
theater of the air-conditioned ex- 
position center. 





Alternator Is Called Battery Aid 


TOLEDO. — Car owners reading 
about recent battery-less trips made 
by cars equipped with alternators 
should not jump to the conclusion 
that they soon will be able to get 
by with a much smaller battery or 
none at all, according to Joseph L. 
Rooney, engineering director for 
Prestolite batteries, Electric Auto- 
lite Co. 

However, owners of alternator- 
equipped cars generally can ex- 
pect to have less battery service 
troubles and somewhat longer 
service from their car battery — 


particularly if their car has a 


New VW Deal 


RICHFIELD, Minn, — Schmelz 
Bros. is the new Volkswagen deal- 
ership in the Minneapolis area, The 
owners are Daniel, Douglas and 
Wallace Schmelz. 


number of electrical accessories 
and is most used for short trips 
or in slow moving city traffic, he 
said. 

The reason for this, according to 
Rooney, is that a battery is much 
like a savings account of electrical 
energy and generator-equipped cars 
are increasingly unable to make 
regular deposits, 

When windshield wipers, head- 
lights, radio and other electrically 
powered accessories are all func- 
tioning, Rooney said, the electrical 
system must draw on the battery 
to bolster its supply of energy when 
the vehicle is operated at low en- 
gine speed. This can happen with 
both alternator and generator- 
equipped cars. 

Where the difference arises is 
that generator-equipped cars re- 
quire greater engine speeds to pro- 


duce the same amount of current. 
Thus, in typical driving patterns, 
they draw on their battery reserve 
sooner than their alternator- 
equipped counterparts, Rooney said. 

Similarly, when the electrical 
load is reduced, he said, the car 
with the alternator more quickly 
replaces energy withdrawals from 
its battery. 

This means cars confined to slow 
moving traffic or used only to make 
trips to the store and back, are 
more likely to be operating with 
a low-charge battery if they are 
equipped with generators, Rooney 
said. 

And, repeated draining of a bat- 
tery or their prolonged use at low 
charge is not good, according to 
Rooney. Batteries, like savings ac- 
counts, he said, are healthier and 
last longer if withdrawals are re- 
duced and deposits made more fre- 
quently. 








How to take the slack and 
bind out of idler arms! 


Ordinary idler arms with threaded or rub- 
ber-loaded bearings are often too tight 
when new, yet quickly wear too loose... 
resulting in (1) difficult, erratic steering 
(2) road wander (3) uneven tire wear 






MOOG STEERING STA- 


) BILIZER converts original 
equipment idler arm assem- 
y blies from rubber or threaded 
; “ey bearings to smooth ball-bear- 
mg action. The car owner notices the dif- 
ference immediately in improved feel of 
the wheel, faster steering response and 
More effortless driving. Eliminates ex- 
cessive steering play, permits better 
Wheel alignment, prolongs tire life. 

















How to make ball-joints fit 
snug ...and stay snug! 


All ball-joints gradually become loose 
due to the constant hammering of the 
wheel. Many are loose even when new! 
Results in (1) excessive tire wear (2) 
front-end noise (3) wheel shimmy 


MOOG 
BALL-JOINT has a special 
threaded plug that adjusts 
down with the twist of an 
Allen wrench and locks out 
front-end play. Permits custom-tuning of 
the ball-joint for perfect front-end align- 
ment. Can be re-adjusted-as necessary, 
thus providing a permanent solution to 
the loose ball-joint problem. And they pay 
for themselves through longer tire life! 


How to keep tie rod ends 
lubricated for longer life! 


Ordinary tie rod ends develop ‘‘dry 
sockets’’ due to improper lubrication 
and quickly become loose through wear 

. resulting in (1) front-end shimmy 
(2) erratic steering (3) uneven tire wear 


i, MOOG “GUSHER-BEAR- 
zy ING” TIE ROD END fea- 
of tures special porous bearings 
fed) that soak up oil like a sponge. 
‘asi They actually “breathe” lu- 
bricating oil to all bearing surfaces, thus 
preventing dry metal-to-metal contact 
for longer life of the unit. A MOOG Tie 
Rod End can’t pull out, burn out or blow 
out! Corrects front-end shimmy and 
erratic steering, increases tire life. 


2 build customer confidence 
by actually doing a better 








| Car repairs...leading to bo- 
hus sales of M006’s complete 


line of coil action and other 





| Spring-suspension parts. 


| Start ringing up your share 
of these profitable under- 
Carsales. Contact your M006 


jobber or distributor today! 


Mnwetaoic 





MOOG MEANS MORE 
UNDER-CAR BUSINESS 


MOOG INDUSTRIES Inc., St. Louis 33, Mo. 
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Finance Disclosure 
Debated in Senate 


(Continued from Page 1) 


awareness, this bill will help to 
make the cyclical fluctuations of 

credit costs a more stabilizing in- 
fluence on the economy,” Tobin 
said. “In times of boom, rises in 
finance charges will be more evi- 
dent to borrowers, while in pe- 
riods of relative recession, bor- 
rowers will be made aware of the 
more favorable terms on which 
credit is then availiable.” 

Tobin argued that better inform- 
ed consumers would be more re- 
sponsive to basic changes in the 
flow of money moderated by the 
Treasury and the Federal Reserve 
Board. 

This view of CEA, as Bennett 
pointed out, does not agree with 
the position taken by William McC. 
Martin, chairman of the FRB. In 
a letter to the Senate Banking 
Committee, Martin reiterated the 
board’s position of last year, 

* * * 


E REFERRED to FRB studies 

showing that expansion and 
contraction of credit are affected 
mostly by the availability of credit 
to lenders rather than by higher or 
lower finance charges, “Finance 
charges on consumer credit have 
not changed greatly over the course 
of recent business cycles, and con- 
sumer borrowers have not appeared 
particularly responsive to such var- 
iations as have taken place. 

“This is not to say that greater 
consumer awareness of interest 
rates may not influence the overall 
pattern of their spending, but this 
effect would seem to be more in the 
nature of a long-run rather than a 
cyclical change.” 

In the same letter, the FRB 
did put itself on record as be- 
lieving that “requiring lenders and 
vendors to tell the truth about in- 
terest rates and finance charges” 
is a “desirable social objective.” 
But it stressed it did not find the 
administration of such a bill “ap- 
propriate” for the Federal Re- 
serve System. 

What might appear to be a kind 
of intellectual fencing match be- 
tween high-level economists is ac- 
tually a serious matter that could, 
to a large extent, affect the fate of 
the bill. Feuding between the White 
House and the Federal Reserve has 
been going on for some time and 
Douglas looks upon CEA endorse- 
ment as reinforcement of his own 
views of the bill as a economic sta- 
bilizer. 

ea * od 

eat this question is taken ser- 

iously was shown throughout 
the early hearing days by repeated 
questions about the bill’s possible 
effect on employment. Moreover, 
Senator Prescott Bush, Connecti- 
cut Republican (who cosponsored 
the bill last year but is now oppos- 
ing it) repeatedly raised the ques- 
tion of whether use of Regulation 
W—szgiving the Federal Reserve 
standby powers to control down- 
payments—might not obviate the 
Douglas bill. Proponents of S. 1740 
thought such controls would be 
much more restrictive than disclos- 
ing annua] interest rates to con- 
sumers. 

Limited endorsement from the 
Commerce Department was also 
hailed by Douglas, but Bennett 
quickly pointed out that Com- 
merce Secretary Luther Hodges 
remained neutral and the decision 
for even limited approval was not 
unanimous within the depart- 
ment. 

At a press conference, Hodges 
praised the idea of providing in- 
formation on credit deals but ex- 
pressed doubts about the adminis- 
tration of the Douglas bill. 

In a letter signed by Edward 
Gudeman, Commerce Department 
undersecretary and former Sears, 
Roebuck executive, the department 


Why cut, sipe or buff 
“OUT OF ROUND” tires? 
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supports the bill but issues several 
warnings. It thinks the bill needs 
changes to apply to revolving credit 
used by many department stores 
and mail-order firms and wants 
consideration to be given “to limit- 
ing its scope to areas of relatively 
greatest need” and excluding pri- 
vate business credit. 

The Commerce Department letter 
also raises the question of whether 
the Federal Reserve Board or the 
Federal Trade Commission should 
be the administering agency. It 
takes no position on which should 
do the job, but it does want flex- 
ibility and provision made “for 
necessary trade and public consul- 
tation and hearings,” if necessary. 

Even with all the hesitation and 
warnings, the Commerce Depart- 
ment endorsement is important 
enough that it is thought likely that 
Douglas will consider some changes 
in the bill to handle revolving cred- 
it and possibly some easement for 
special situations. 

* ok cs 
7 bill was vigorously support- 
ed by a number of interested 
citizens, ranging from a free-lance 
writer to the head of the Navy 
Federal Credit League. 

The measure was condemned 
by the Chamber of Commerce of 
the United States, which said the 
bill would be a step toward plac- 
ing “the FBI in the role of a na- 
tional police force.” 

The chamber was represented by 
Edward J. Frey, president of Union 
Bank and Trust Co., Grand Rapids, 
Mich, Frey’s objections centered on 
two points: Computing annual] in- 
terest rates would be a great bur- 
den for merchants and credit 
should be regulated by the states, 
not the Federal government. 

During the second day of hear- 
ings, main arguments centered on 
(1) whether it was possible to fig- 
ure simple annual percentage rates 
for credit transactions and (2) 
whether this information was val- 
uable as a “yardstick” to consumers 
or possibly misleading, if concealed 
through manipulation, 

om oe * 

ROPONENTS of the bill—chief- 

ly Douglas and Senator William 
Proxmire, Wisconsin Democrat — 
contended that the only way to get 
rid of the “bewildering variety” of 
credit charges was to use the an- 
nual rate. Bennett countered by 
giving problems to witnesses to 
compute. Some of these—involving 
a purchase of one appliance for so 
many months and then adding an- 
other before the first was paid out 
—proved to be complicated going 


FTC Applies New Rules 


To Some Older Cases 


WASHINGTON. — The Federal 
Trade Commission’s new rules of 
practice—designed to speed pro- 
ceedings before FTC and its ex- 
aminers—have in large part been 
applied to cases now pending be- 
fore the Commission. Originally, 
the new rules were to apply to 
cases in which the complaint was 
filed on and after July 21. 

Now, FTC says that “to the ex- 
tent practicable” and permitted 
by law, the proceedings in cases 
in which the complaint was filed 
before July 21 “shall be conduct- 
ed expeditiously.” It adjures both 
the hearing examiner on each 
case and the lawyers involved to 
make “every effort” at “each 
stage of a proceeding to avoid de- 
lay.” 

Under FTC’s first plan for 
putting its new rules into prac- 
tice, consent settlements of cases 
were to be permitted only if they 
were reached before a formal 
complaint had been issued. Now, 
FTC says that outstanding cases 
can be ended by filing a notice 
of agreement to a consent order 
before Sept. 1. Pending cases in 
which all evidence was received 
prior to July 21 will continue to 
be governed by the Commission’s 
old rules. 


were four “correct” answers. 


to shop for credit wisely. 

Herbert E. Cheever, vice-pres- 
ident of First Nationa] Bank, 
Brookings, S, D., vigorously sup- 
ported the Douglas bill as an 
antidote to credit abuses. He was 
particularly concerned with car 
loans, 





























































ment, there is neither rhyme nor 
reason to charge such excessive 
rates as are being charged through- 
out the country for automobile 
loans,” he said. He pointed out 
some of the money going into fi- 
nance charges might better go into 
retail trade: channels, 
oe * * 

Pewee: deplored the practice 

of a “dealer kickback” (re- 
serve) and said his bank gave 
none. 

During Cheever’s complaint 
about the “dealer’s kickback” and 
the dealers’ refusal to sell paper to 
his bank, Bennett defended the car 
dealer. He pointed to the Federal 
Reserve Board figures on reposses- 
sions where the default rate for 
new cars was 2.5 percent and the 
default rate for used cars was 11 
percent. 

Bennett felt that, since the 
dealer had ultimate responsibil- 
ity, he was entitled to be paid 
for it, Bennett pointed to the 
record of Cheever’s own bank— 
only one repossession in two 
years—and commented that the 
banker was “talking only of gilt- 
edged paper.” 

The first major opposition wit- 
ness was Robert W. Johnson, pro- 
fessor of financial] administration, 

Michigan State University. John- 
son began by saying that in most 
instances credit charges are dis- 
closed in one way or another to the 
buyer although he conceded that 
sometimes they are buried in the 
selling price. 

Partly, he explained, this was a 
matter of legal requirements of 
states as well as a fair trade prac- 
tice of FTC for auto financing, but 
it also came about because “it is the 
best method suited to the nature 
of the business.” 

ok * * 

OHNSON failed to see how 

stating finance charges as an- 
nual rates would promote economic 
stabilization. He found a “number 
of defects” in the argument pro- 
pounded by the Council of Eco- 
nomic Advisers — that it would 
stimulate credit use in recession 
and discourage credit use in booms. 
He doubted this theory because “a 
large reduction in the cost of credit 
will cause only a smal] percentage 
reduction in the time price of the 
product purchased.” 

Johnson also noted that it was 
unlikely that consumer finance 
rates “would be sufficiently flex- 
ible to affect consumers’ use of 
credit.” He supported this state- 
ment by reference to the Federal 
Reserve Board’s study on con- 
sumer installment credit that 
“showed that over the 10-year pe- 
riod from 1946 through 1956 fi- 
nance charges on a popular- 
priced passenger car varied by no 
more than 10 percent.” He added, 
“Over the same period, average 
bank rates on business loans dou- 
bled.” 

The “real problem,” according to 
Johnson, “is whether or not prop- 
erly comparable rates can be pre- 
sented to the consumer in writing 
prior to the consummation of each 
credit transaction.” He thought it 
would not be possible “in a large 
proportion of consumer credit 
transactions, either because the fi- 
nance charge can be concealed or 
because the annual rate can not be 
calculated.” 

In the course of the hearings, 
Douglas announced that he would 
be willing to change the language 
of his bill in line with the sug- 
gestion of the Council of Economic 
Advisers. The word “untimely” 
would be substituted for “exces- 
sive,” so that the disputed section 
suggesting that the total volume 
of consumer credit outstanding is 
“excessive” would be changed. 


$50,000 Fire at Lomac 


PORTLAND, Ore.—Fire caused 
$50,000 damage at Lomac Motors, 
Ine. 


even for the mathematicians and 
economists, In one instance, there 


Spokesman for the Bowery Sav- 
ings Bank of New York supported | ™ 
the bill. They urged buying for cash 
whenever possible but, in any case, 


“In my frank and honest judg- 













Warehouse Is Air Supported— 


When this air inflated warehouse is filled to capacity it will contain 30,000 car tires. 
B. F. Goodrich Tire Co. expects its two air houses like this in Los Angeles will be in 
service at the same location for at least two years and possibly as long as seven years, 
Storage costs are said to be lowered by as much as 80 percent. Daylight coming 
through the translucent walls and roof provides all of the illumination needed. Tires 
are stacked four pallets high, 40 on each pallet. Fork lift trucks are used for stock 
handling. The airtight, watertight structure is made of 6'4-ounce nylon coated with 
B. F. Goodrich Geon vinyl resin. The air house manufacturer is CID Air Structures Co,, 


Chicago. 





Health Service Tells of Plans... 


U.S. to Push 


WASHINGTON. Automotive 
emissions will be one of the fields 
in which the Public Health Service 
will concentrate in fiscal 1962, ac- 
cording to Vernon G, MacKenzie, 
chief of PHS’s Air Pollution Divi- 
sion. 

“Several approaches will be 
used in a concentrated attack on 
the problems relating to the ef- 
fects of automotive emissions,” 
he said. “Animals will be exposed 
to artificially produced exhaust 
and its constituents under care- 
fully controlled conditions. Ani- 
mals will be exposed to naturally 
occurring exhaust near heavily 
trafficked areas, and analyses 
will be made of the biological] ef- 
fects. 

“An important element in all of 
these studies will be the collection 
and analysis of data on levels of 
automotive emissions in the air of 
representative cities and their rela- 
tionship to the general quality of 
the community atmosphere,” he 
added. 

MacKenzie told the House Ap- 


Goodrich Recalls 
Early Use of 
Two-Ply Tires 


AKRON.—The two-ply tires that 
are now going on some new auto- 
mobiles have a precedent in his- 
tory, according to B. F. Goodrich 
Co. 

E. F. Tomlinson, president of 
B. F. Goodrich Tire Co., says his 
firm manufactured and sold a two- 
ply tire for passenger cars from 
1913 until the middle 1920s, It was 
the Goodrich Silvertown Cord tire, 
which used individual textile cords 
instead of square-woven cloth for 
reinforcing the tire carcass, 

Two-ply construction was 
dropped when the weight of auto- 
mobiles began to exceed the load- 
carrying capacity of two plies of 
the cotton material then used for 
tire reinforcement. Today's two-ply 
tires are made with synthetic fibers, 
which are much stronger than cot- 
ton, Tomlinson noted. 

The origina] Silvertown Corg tire 
was invented in England before 
1909 and introduced in the United 
States in 1910 by Diamond Rubber 
Co., an Akron firm later acquired 
by Goodrich. 

“With the new tire cord mate- 
rials, the two-ply construction is 
again practical—at least for the 
small and medium-size cars,” Tom- 
linson explained. 

“The B, F. Goodrich two-ply tires, 
now being used by automobile man- 
ufacturers on new cars, have the 
same strength as four-ply tires of 
the same.quality level. They also 
give a somewhat softer ride and 
generate less heat at high speeds.” 





Fumes Study 


propriations subcommittee that the 
request for an increase of $988,400 
is needed for this work and for 
some general research grants. 
The 1960 Air Pollution Act re- 


quires PHS to make a study of au- | 


tomotive exhausts and report to 
Congress. The total fiscal 1962 


budget request—including the in- | 


crease—for air pollution is $8,100,- 
000. 

In earlier testimony before the 
appropriations group, Dr. James K. 
Shafer, chief of the Division of 
Community Health Practice, listed 
the states which are using general 
health grant funds to study air pol- 
lution. They are Connecticut, New 
Hampshire, New Jersey, New York, 
North Carolina, Ohio, Pennsyl- 
vania, Washington, Alaska and 
Hawaii. 

Rep. John E, Fogarty, Rhode 
Island Democrat, told Dr. Mac- 
Kenzie he thinks “that the auto- 
mobile industry and the petrole- 
um industry shoud be doing a lot 
more than they are.” 

MacKenzie admitted he was not 
satisfied with the amount of re- 
search being carried on by any of 
the participating parties, but said 
he did think “the research on de- 
vices has been stepped up in the 
last couple of years, not exclusively 
by the automobile industry or the 
petroleum industry.” 


NADA Puts Bryden 
On Policy Group 


WASHINGTON. William R. 
Bryden, Beloit (Wis.) Dodge-Plym- 
outh-Renault dealer, has been ap- 
Pointed to the Policy and By-Laws 


Committee of the National Auto- F 


mobile Dealers Assn. by President 
Thomas F. Abbott jr. 


Bryden, a franchised dealer since © 


1946, has been the NADA director 


for Wisconsin since 1955. During © 


1960, he served as secretary of the 
Association. He has also served as 
a regional vice-president of NADA 
and as a member of the Auditing, 
Membership, and Personnel Rela- 
tions Committees. 


Glass Production Begins 


At Ford’s Canadian Plant 

HAMILTON, Ont. — Windshields, 
side lights and rear windows for 
Ford Co, of Canada, Ltd.’s 1962 line 
of cars and trucks are already roll- 
ing off the production line at its 
new glass fabricating plant in Wel- 
land County. 

A. D. Walker, general manager of 


Ce lh SN a 


kee 


the glass fabricating operation, re- e 
ports satisfaction with the develop- |~ 
ment of the new plant, ground for § 


which was broken in Crowland 
Township just one year ago. 
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One-Time ‘Largest’ 8 


Epiror’s Note: One of the na- 
tion’s most interesting auto. deal- 
ers was the late Don Allen. Here 
is his story, as gathered from a 
former employe who was associ- 
ated with Allen for 20 years. 


By Trescot Goode 
Staff Correspondent ‘ 

IXTY years ago this coming 
S Oct. 28, Oyer Donovan Allen, 
sole offspring of Frank and Miriam 
Allen, was born in a modest cottage 
on the campus of 
Rio Grande Col- 
lege in Rio 
Grande, O. 

This youngster 
grew up to be- 
come the largest 
Chevrolet dealer 
in the world, Mr. 
Chevrolet himself, 
an outstanding 
merchandiser in 

i the automotive 
Don Allen field, When he 
finally succumbed to a heart attack 
in New York on June 16, 1959, he 
was a multimillionaire and owner 
and proprietor of 16 Chevrolet and 
one Pontiac dealerships. He was 
known throughout his business ca- 
reer as Don Allen. 

Young Donovan attended high 
school in Rio Grande, where he 
captained the baseball, football 
and track teams; then spent two 
years at Rio Grande College and 
wound up graduating from Ohio 
State University. 





After a year as principal of a]. 


small town high school, he jour- 
neyed to Detroit to sell real estate. 
This was his first contact with the 
automobile world, just then emerg- 
ing from its swaddling clothes. 

There was an overpowering fasci- 
nation for Allen in the production, 
sale and servicing of motor cars. 
Before a year passed, he lost inter- 
est in real estate and hot-footed it 
back to Dayton, O., to sell Chevro- 
lets for Hugh White. 

Allen was one of those rare per- 
sons known as a “natural born 
salesman.” From the outset he was 
a terrific “closer” and his rise with 
White was rapid. He advanced from 
salesman to supervisor, to sales 
manager to partner, and, although 
Allen severed connections in 1936, 
the company is still known as 
White-Allen Chevrolet. 

* * * 
ILE with White, Allen’s abil- 
ity and extraordinary energy 
came to the attention of Chevrolet 
officials. Allen himself got the bug 


» all automobile men seem to acquire 









. Obstacle 


—he wanted a dealership of his 
own. As a result, he made it his 
business to become friendly with 
all the factory people who had in- 
fluence in the appointment of deal- 
ers, and he was incessantly cam- 
paigning for a deal. 

A couple of years. earlier, the 
Chevrolet deal in Albany went 
bad. There was no Chevrolet out- 
let in this city of 75,000 until 
George Traendly, a secretary to 
a General Motors Corp. official, 
and Ike Livermore, who was con- 
nected with the Chevrolet Tarry- 
town (N, Y.) assembly plant, 
combined and opened a dealer- 
ship. 

Business prospered to such an ex- 
tent that Chevrolet wanted another 
dealership in Albany. To circum- 
vent this, Livermore and Traendly 
Separated and each took a fran- 
chise. Livermore became outstand- 
ing and Traendly, with other in- 
terests, decided to sell. 

This was Allen’s chance The only 
, was his lack of money 
Since his bank account was only 
$3,335. 

With the help of friends, he 
raised $10,000 and persuaded. Mo- 
tors Holding to finance another 
$40,000 to take over the Albany 


dealership. 
* * * 


| Allen Staffs First Deal 


AUN brought Joe Ray to Al- 
* bany (Ray had been a crony of 
his in Zanesville, O., who had a 
fleet of three taxis) as used-car 
Manager and hired Ray Benson 
from a Wellsville (O.) dealership to 


How Allen Built Empire 
















set up an office with one local 
employe. 

William Donahue made his ap- 
pearance as a representative of 
an auditing concern and helped 
set up the books, Most of the 
mechanics and a few of the sales- 
men were retained, the latter on 
@ pure commission basis, 

The Don Allen deal was opened 
for business the day before Christ- 
mas, 1936, From his meager capital, 
Allen gave each employe a $25 pres- 
ent and told them they were his 
partners in the business. 

This partnership idea was a 
fetish with Allen, and throughout 
his business life he was continual- 
ly offering incentives to his em- 
ployes in all departments for extra 
good work. 

Business at the Albany deal was 
extraordinary from the outset. 
Allen was on the floor from 7:30 
a.m, until closing, often at 11 p.m. 


AUTOMOTIVE NEWS, JULY 24, 1961 


Allen had a cubbyhole of an office 
on a balcony, heated by a small oil 
stove, With an eye to economy, 
second-hand furniture had been 
purchased. 
* * cd 

Am almost was put out of 

business when two hours after 
the doors opened, an employe wreck- 
ed a car and seriously injured a 
man. At the time, no one knew 
whether the insurance had been 
approved. Fortunately, it was. 

In February, another girl was 
hired and Don Seymour was em- 
ployed as a salesman. Seymour 
later changed over to office clerk 
at $100 a month. 

This is the same Seymour who 
was to become Allen’s right-hand 
man and who now owns the Chev- 
rolet and Pontiac deals housed in 
the General Motors Bldg. in New 
York. The deals delivered a record 
654 new cars in June of this year. 

Allen was a great believer in good 
service to customers and it wasn’t 
long before he offered 24-hour serv- 
ice, Although, from a money stand- 
point, it never paid, he continued 
night service in many of his deals. 

From this small beginning Allen 
became the top dealer in Albany 
the very first year, As a matter of 
fact, in every one of his succeeding 





Most Buick Special Sales 
Are ‘Loaded’ Models 


FLINT,.— The majority of all 
Buick Specials sold are deluxe 
models equipped with automatic 
transmission, radio, heater and 
whitewall tires, Edward D. Rol- 
lert, general manager, reports. 

More than 21 percent of all 
Specials sold are equipped with 
power steering. Rollert said 59 
percent of all Special sales were 
in the Deluxe category; 75 per- 
cent have automatic transmis- 
sions and 67 percent have radios. 
Nearly 74 percent have white- 
wall tires. 





dealerships he achieved top place 
within two years. 
* * + 


Buffalo Deal Added 


Anes looking for expansion, 
Allen purchased City Chevrolet, 
Buffalo, in 1938 and moved his 
headquarters to that city. He then 
appointed Benson as general man- 
ager of Albany, and transferred 
Seymour to Buffalo to work as his 
assistant in business affairs. 


In 1940, Allen secured a second 
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deal in Buffalo, moving Ray 
there as general manager, Then, 
in quick succession, he obtained 
an Olds-Chevrolet deal in Lock- 
port (N. Y.) and opened a new 

Chevrolet dealership in the Gen- 

eral Motors Bldg. in New York. 

There were two dealerships in 
the GM building, Allen’s Midtown 
Chevrolet and a Pontiac deal. Some 
time later Allen bought the Pontiac 
outlet. 

About this time Allen’s great 
imagination and intense enthusiasm 
were almost unlimited, Everything 
he touched seemed to succeed. So, 
he started one of his few failures 
with a concern called Motors Man- 
agement. 

The idea was that he would offer 
to take over the management of 
any dealership anywhere and run 
it for a percentage of the profits. 
This failed dismally and after a 
year he wiped it off the books 
without a single customer. 

ca * * 


Aan had a flair for showman- 
Ship and advertising. He was 
a great believer in employe parties 
and what would now be called 
“spectaculars” for the general pub- 
lic. 

In Lockport, when he opened 

(Continued on Page 36, Col, 1) 





NEW 60 H.P. ENGINE...NEW FULL SYNCHROMESH TRANSMISSION 


DATSUN Bluebird Sedan costs hundreds of dollars less, 
yet has the big features American Drivers want. Its big 
roomy interior seats five adults with plenty of leg and 
head room. Its heavier weight (1960 Ibs.) give a big car 
ride on the highway, yet for city driving DATSUN turns 
in a 16 foot radius. DATSUN combines economy (up 
to 33 mpg) with plenty of power and is easier to service 
because of its standard American type parts. DATSUN 
delivers fully equipped: including WSW tires, fresh air 


heater and defroster, vinyl interior, 4-doors, full fac- 


tory undercoat. 


DATSUN backs its selected dealer organization with an 


aggressive merchandising and 


advertising program. 


Investigate a protected dealership for this truly superior 


Import car. 


Write closest division office: 


NISSAN 


MOTOR CORP. in U.S.A. Eastern Division: 221 Freling- 
hysen Ave., Newark 8, New Jersey or Western Division: 
137 E. Alondra Blivd., Gardena, California. 


4-DOOR BLUEBIRD STATION WAGON—$1,916 © 12 TON PICKUP—$1,545 © 4-SEATER SPORTS CONVERTIBLE—$1,996 © ALL PRICES P.0.E. 
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How Allen’s Sagacity 
Built Chevy Empire 


(Continued from Page 35) 


his new building, he put on a | erating somewhat similar to Motors 

two-day show, with bands; hun- | Holding. 

dreds of prizes, including a new Other dealerships came along on 

car; live turkeys, geese, and | the same basis. The stock in some 

sheep; free hotdogs, soft drinks, | instances being held by one of the 
ice cream and pony rides, He also | other companies. In this manner 
set up a huge ferris wheel and | the chain of Don Allen deals grew 
released a thousand balloons with | and prospered. 

money prizes attached, A regular * 

carnival 

A double spread in the local paper 
advised: “Leave your money home, 
everything is free today and tomor- 
row.” As a result over 25,000 people 
attended the final day. 

This promotion was repeated in 
Albany and the crowds there were 
so large the police reserves had a 
difficult time handling them. 

The late Bill Power, then Chev- 
rolet advertising manager, got out 
an illustrated brochure which was 
circulated to every Chevrolet deal- 
er as an example of a “good, spe- 
cial promotion.” 

“I realize that a good press as 
well as a good reputation, is earned 
and not bought,” Allen said one 
time. “What I strive for is to have 
everyone say, when asked ‘Who’s 
the best auto dealer in town.’ ... 
Don Allen.” 





























* * 


LLEN has a number of “firsts” 

in promotions. Always person- 
ally interested in the welfare of his 
employes, he knew most of them by 
first name, and their wives and 
children, too. 

At employe birthdays, a rose in 
water, and a greeting card from 
Mr. and Mrs. Allen were mailed 
special delivery to the employe. 
When an employe had a new 
baby, a savings account for $5 
was opened for the child. 

Each year the Christmas party 
for all employes was an elaborate 
affair, with bonus checks, presents 
for the children, a dinner party and 
a Virginia ham for each family. 

An employe picnic was held each 
summer, with refreshments all 
afternoon, games and running races 
of all sorts (in which the Allens 
participated) and a rousing good 
dinner and professional entertain- 
ment. 

“A satisfied employe is just as 
important as a satisfied customer,” 
Allen said. 


* * * 


New Expansion Plan 


FTER Allen opened the New 

York deal, he was frozen at five 
dealerships. When he began dick- 
ering for Southland Chevrolet in 
Miami for $1.5 million, he had to 
sell South Park Chevrolet in Buf- 
falo, as he had to sell the Lockport 
dealership when he bought the deal 
in Pittsburgh. 

“There’s more ways to skin a 
cat than one,” Allen commented, 
when he started off William 
Green in a deal at Stuart (Fla.) 
and Fred Schermerhorn with the 
Wilmington (Del.) dealership. 

In these and later deals, the firm 
was in the name of the general 
manager with a 25 percent interest 
and the balance held by Allen, op- 


a * * 
Clubs for Employes 
AMONG employe activities were 
the 800 and 660 Service Clubs, 
probably the first of such organiza- 
tions for the mechanics. Eligibility 
was earned by certain standards of 
work throughout the year. 

The top four in each club, and 
their wives were sent on a week- 
long summer tour with pay. Each 
member was given an extra 
week’s vacation with pay. In ad- 
dition, all members of both clubs 
were given a weekend trip, us- 
ually to a World Series game, all 
expenses paid. 

In 1946, when new cars were 
hard to get, Allen gave a dinner 
in the Lafayette Hotel in Buffalo 
for the regional and zone officials 
and the managers of his dealer- 
ships. The entire cast of a Broad- 
way show provided the entertain- 
ment and the menu was in the 
form of a small newspaper. 

Allen wanted tc impress the fac- 
tory people with the amount of 
business he had done in his first 
10 years. 

The program read: “Ten years of 
D.A. business has netted the fol- 
lowing sales: 30,340 automobiles, 3 
million dollars in parts and acces- 
sories, 24% million dollars of service 
labor, 234,458 separate repair jobs, 
and 264,798 customers, all for a 
total of 21 million dollars.” 

Those were big figures for those 


GM’s DeLorenzo Heads 


AMA Committee 


DETROIT.—Anthony G. DeLor- 
enzo, General Motors public rela- 
tions vice-presi- 
dent, has been 
elected chairman 
of the public re- 
lations committee 
of the Automo- 
bile Manufactur- 
ers Assn. 

He succeeds 
Charles F. Moore 
jr, Ford Motor 
public relations 
" and advertising 
A. G. DeLorenzo vice ~ president, 
who has headed the committee the 
last two years. 








Training for L-M Salesmen— 


A group of 14 exclusive Lincoln Continental salesmen recently took part in a 
training session in L-M’s New York sales district. Similar dealer salesmen in the 
company's 21 districts across the country devote virtually all of their time to the 
sale of Lincoln Continentals. From left are Stanley Chason, Fletcher Lincoln-Mercury, 
Summit, N. J.; Louis DeSiena, Empire Lincoln-Mercury, New York; Joseph Angeletta, 
Rye Motors, Inc., Rye, N. Y.; Jerry Freeman and William Holzman, Empire Lincoln- 
Mercury; Al Latimer, Fette Motors, Inc., New Rochelle, N. Y.; Arthur Schulman, Gene 
Curran Lincoln-Mercury, New Rochelle; Howard Hupfer, district sales manager; P. A. 
Bresicia, assistant district sales manager; J. L. Hurlburt, L-M marketing office; Fred 
Krinka, Williams Lincoln-Mercury, Inc., East Orange, N. J.; Morton Kaufman, Central 
Lincoln-Mercury, Inc., Brooklyn; Charles Kook, Turner Lincoln-Mercury, Paterson, N. J.; 
Albert Quain, Hempstead Lincoln-Mercury, Hempstead, N. Y.; Carmine D'Ambrosio, 
Dushais Lincoln-Mercury, Yonkers, N. Y.; Leon Waite, Clairidge Motors, Montclair, N. J., 
and Frank Lindeman, Leeds Lincoln-Mercury, Newark, N. J. 


days and even Allen himself could 
little imagine that before another 
decade, the Don Allen dealerships 
would sell almost 50,000 cars in a 
single year and that the gross re- 
ceipts would jump to about $70 
million for one year. 
* * 


A= began his winter pil- 
grimages to Miami in the early 
1940s. Aside from his own apart- 
ment, he rented another by the 
year and had his general managers 
and their families spend at least 
two weeks in this Southern vaca- 
tion resort. ; 

In later years, Allen usually’ 
planned a special holiday for all 
his managers, either in Bermuda 
or on a ranch in Arizona, where 
they would get together for a 
week of business meetings and 
good times. 


Allen was a great follower of 
General Motors ways, and once 
replied to a query about all these 
meetings, “Well, GM has a lot of 
‘em, and what’s good for GM is 
certainly good enough for D.A.” 

Allen had very few hobbies, but 
he developed a liking for travel 
and, with his wife, Esther, went to 
the Orient and the Scandinavian 
countries. 


He purchased a house on swank 
La Gorce Island in Florida and 
became a horse racing devotee with 
Mrs. Allen, He belonged to Miami’s 
Surf and other social clubs and 
helped out financially with one of 
Miami Beach’s Baptist churches. He 
also built a large, modern adminis- 
trative building for Rio Grande 
College, which he named for his 


father. 
* a” + 


Allen Has Heart Attack 


N 1957, ALLEN decided to make 
his Albany dealership one of the 
best and largest in the country. 
When things were about ready for 
the big opening in the fall of ’57, 
he went to Albany to take charge 
of the deal. 

While there, he suffered a heart 
attack and returned to his Miami 
home, a weak and dejected man. 

However, on pure will power, he 
began to recover and within the 
year regained much of his health, 
although his doctors had warned 
him to take it easy. 

Allen was always one to look and 
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Designed for Presidents— 


A suitable roof type for use on any oc- 
casion in any weather is a feature of the 
new Presidential Continental now in use 
at the White House. The car is a Lincoln 
Continental which literally was cut in half, 
reinforced and extended in length by 20 
percent, or 34% feet, A series of roof 
choices make the car one of the most 
unusual custom automobiles ever built. 
An all-metal roof (top view) provides a 
formal appearance. A full transparent roof 
is comprised of six sections for covering 
both passenger and driver compartments 
(center). In minutes, the car is converted 
to an open-air version, Other roof options 
include a fabric covering or combinations 
of the metal, plastic and fabric tops used 
separately or interchangeably for the rear, 
middie or front compartments. The car 
also has retractable foot stands and an 
“elevator” rear seat which raises up to 
10% inches above the floor level. 


plan ahead. After the heart attack, 
he began getting his affairs into 
shape in case anything happened 
to him. He sold the Charlotte 
(N. C.) dealership to George Fo- 
garty, brother of Ray Fogarty who 
was general manager of Allen’s 
Miami deal. All the dealerships 
were placed on a buy-out basis, 
with the general managers having 


the options to buy in case of Allen’s 
death. 


Allen Dies 


LLEN suffered his second and 

fatal heart attack while in his 
New York office. The funeral was 
held in Ohio, attended by many of 
the high officials in the auto indus- 
try. Within a fortnight his ailing 
father died. 

Shortly after Allen’s death, the 
men who had been his partners 
in the dealerships gathered in 
New York to form a rather loose 
organization to carry on the Don 
Allen name and to continue the 
policies that had made Allen so 
successful. They decided to hold 
frequent meetings to exchange 
ideas and consult with each other 
to retain the advantages of group 
discussion on mutua] problems, 

E. H. Hallett, Buffalo, was named 
president, with Mrs. Allen as vice- 


president, and W. J. Fray, New | 


Castle (Pa.), as secretary-treasurer, 
and C. D. Seymour as chairman. 
No further mention of activities of 
this group has been forthcoming. 

Meanwhile, it is understood that 
all general managers, with the pos- 
sible exception of Albany, where 
Mrs. Allen held some stock in her 
own name, have exercised their 
options to buy. 

Ray Fogarty, along with his 
brother, George, and Leo d’Orsay 
purchased the Miami dea] in Febru- 
ary, 1960. Frank La Pointe, recent- 
ly general manager at Miami, went 
to Charlotte where he has acquired 
an interest in the George Fogarty 
company, along with d’Orsay. Fred 
Schermerhorn of the Wilmington 
dealerships, has pulled out of the 
organization altogether. 

Hallett is generally acknowledged 
as being the luckiest one of the 
former D.A,. partners. After he ex- 
ercised his option to buy the Buf- 
falo deal and was the actual owner, 
a paidup policy for $100,000 was 
found payable to the dealership. 


The Allen will, estimated at be- 


tween $15 and $20 million, was sub- 
mitted for probate in Miami about 
two weeks after his death, Mrs. 
Allen is the principal benefactor, 
with certain portions of the estate 
set aside for Alleh’s daughter, 
Hilah, and the five grandchildren. 
Allen’s mother received $50,000. 

The Don Allen Chevrolet dynasty 
was over. 


X-Raying Car Buying Habits 


MILWAUKEE. — How does an 
auto buyer go about purchasing the 
car he wants? How long does he 
shop and when? What body styles 
rate highest in popular favor? 
What does he think of the com- 
pacts? 

Answers to these questions and 
many more are found in a book- 
let, Profile of a Milwaukee Auto- 
mobile Buyer, prepared by the 
Milwaukee Journal in conjunc- 
tion with its 38th annua] Con- 
sumer Analysis of Buying Habits 
in Greater Milwaukee. 

The survey is based upon an- 
swers given by 489 of the 1,900 
Greater Milwaukee families who 
were asked whether they had pur- 
chased a car during the last 12 
months. 

New cars were purchased by 231 
of the families and used cars by 


258. 
Ford, Chevrolet and Rambler|} 


were the most popular makes, ac- 
counting for about one half of the 


total; The percentage for the three |} 
was: Ford, 18.6; Chevrolet, 17.3, and | ; 


Rambler, 13.0. 

The four-door sedan was the 
most popular body style, account- 
ing for 30.8 percent of the pur- 
chases. The compacts were next 
with 22.9 percent; two-doors, 19.5 
percent, and station wagons, 18.6 
percent. 

Three-quarters of the vehicles 
were in the $2,000-$3,500 price 
bracket, and 60.6 percent of them 
were financed. Of the 41,250 who 
bought new cars, the study showed, 
only 5,362 considered a used car be- 
fore making their decision. 

Banks were the most popular fi- 
nancing agencies, receiving 57.1 
percent of the business. The deal- 
ers got 27.9 percent and credit 
unions, 12.1 percent, 

The question, how many dealers 
did you visit before buying, left 
little doubt that car buyers shop 

| the market carefully. 
Sixteen percent said they made 





up their mind after one visit; 17.7 
percent after two; 18.6 percent 
after three; 10 percent after four, 
and 17.3 percent after five or more. 

It took 27.3 percent of the buy- 
ers from one to three months 
before making their purchase; 
32.4 percent, one to four weeks, 
and 31.4 percent, one week or 
less. It took a fraction (0.4 per- 
cent) more than 12 months. 

Buyers were asked to rate the 
compacts on economy, perform- 
ance, safety, styling, workmanship 
and comfort. 

A rating of “good” far out- 
weighed “fair” and “poor” in all 
categories except comfort. Here 
29.4 percent said the compact’s 


comfort was only fair, while 19.9 
percent said it was good. 
Among used cars Chevrolet, 


Ford, Plymouth, Buick and Olds- — 
mobile were the most popular | 
makes in that order. Projecting the — 


used-car figure, the study estimated 


that 45,980 were purchased in 1960, , 


The ’55 model was the leader, the 
survey showed, primarily because 
of the high number of cars sold in 
that year. The next most popular 
model years were 1958 and 1957. 

Sixty percent of the used cars 
bought in ’60 were in the price 
range below $1,000, and fewer used 
cars (52.3 percent) were financed 
than new cars. 
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Willys Trains Dealers, Salesmen— "7 

A series of intensive one-day sales training sessions for small groups of Jeep dealers—_  y 
and their salesmen across the country has been inaugurated by Willys Motors, Inc., 

Toledo. The meetings feature product films and training in basic retail sales techniques. 7 
Shown at a session in Columbus, O., conducted by Robert Bonnell, Willys district 

manager, standing, are dealer representatives William Johnson sr., and William © 
Johnson jr., Chillicothe, O.; Ralph Moyer, Troy, O.; John Woods, Lancaster, O.; A. N. @ + 





Stone, New Carlisle, O.; Loyal Cochran, Newark, O., and R. D. Ryan, Columbus, O. © 
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F-85, standard Oldsmobile, stand- 
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Week’s Rate Near 40 Percent... 


Compacts Get Peak Output Slice 





and Los Angeles, and Lancer and | Ford Motor plants may be down 
Valiant at Hamtramck, Mich. for inventory adjustments. 

























































































iS- ss * * * 
Pontiac, Studebaker Hawk,| The remaining Chrysler Corp. b 
ns ord Lark ana T t plants—Plymouth in Detroit, Dart LTHOUGH definite closeout 
Studebaker Lark and Tempest. at Hamtramck, Ply mouth-Dart- dates have not been announced, 
r In addition, Chevrolet closed Vaithattameee at Newark. Del,,| Chevrolet is expected to have all 
P out production of its Corvair at ; ; | plants down by the end of the first 
n t and Chrysler-Imperial-Dodge Pola- week: of t aF Mot 
e Oakland, Calif., and its standard | rg in Detroit—will close at the end will is heat — — . - 
n car at os and Los An- | of this week. a —— phasing out early nex 
e geles, and Chrysler Corp. halted Also closing out this week will| Near : 
o production of its Dart, Plymouth, | be Buick, Rambler and a few more doen aa rod oa. eae e 
d ver and Valiant in St. Louis | Chevrolet plants, In addition, some : fn tn 
: Lancer 2 . » 8 Studebaker, which is in its second 
: week of stamping and goes on a 
es . two-shift operation in its stamping 
> i Car, Truck Output Estimates department today (July 24). When 
é “ Studebaker begins production 
ed re By Automotive News around Aug. 7, it will be producing 
a 66 cars an hour, or nearly double 
< PASSENGER CARS nn schedules of recent 
mn. wer: vee nee ONLY) Pontiac and Oldsmobile are 
of Ended Same Ended Output, To. To! |scheduled to resume production 
| duly 22, Week, July 15, July, July 29, July 22, | Aug. 14, Oldsmobile will introduce 
at 1961 1960* 1961* To Date 1960* 1961 its ’62 models Sept. 22, 
= AMERICAN MOTORS Only make that is not scheduled 
rT SRRTTRIINOR « 50scsscosecsescsesssse0s 9,700 9,494 9,360 27,252 309,575 208,022 | for a changeover is Checker, which 
er CHRYSLER CORP.**.. 14,740 12,990 15,730 40,463 669,969 336,750|is not contemplating any changes 
ur Chrysler-Plymouth in its Superba, In line with past 
ORV AMINED. ccisesccnsicssscsvee 9,690 5,168 10,042 25,911 387,942 227,731 | practice, however, it probably will 
is CPUs oscscicsinscosscis 2,050 1,616 2,036 5,321 54,001 52,062| consider any car produced after 
ay Imperial .................... mee ea. 151 385 8,663 4,012 | Sept. 1 as being a ’62 model. 
u- Plymouth. .................. 4,600 1,614 4,872 12,314 156,898 101,729 ayes ays Pe 
.. Ns rcieye ch iaxseccaseeea 2,900 1,938 2,983 17,891 168,380 69,928 HANGEOVERS also are cur- 
ni Dodge Division .......... 5,050 = 7,595 «= 55,688 +=: 14,552 265,677 109,019 rently taking their toll in Ca- 
ed Dart-Polara............. 3,900 7,595 4,145 10,916 265,677 83,057 | nada where Chrysler Corp., General 
ty WRN 2S. civasosscksosssoeees BOD. Sica 18 = «= SAUE sila 25,962 | Motors and Studebaker already are 
ed FORD MOTOR. .............. 33,985 20,615 39,930 100,114 1,064,101 931,390|down and American Motors and 
- Ford Division. ............ 26,875 14,727 31,601 79,047 873,394 752,879 | Ford Motor expect to build out on 
” Ri piacecthineidanions 11,800 7,426 12,108 33,465 280,080 287,539 | ’61 models this week. 
Ford (Std.) .............. 15,075 5,059 17,468 43,557 539,595 415,743 Last week, with only Ford, 
Thunderbird «0.0.0.0... .......... 2,242 2,025 2,025 53,719  49,597| Rambler and International still 
L-M Division. .............. 7,110 = 5,888 = 8,329 21,067 190,707 178,511| in production, the industry turn- 
RENE Scasinticntcnnsupsncescss 4,800 4,785 4,795 13,487 83,435 103,313| ed out an estimated 2,580 cars 
MIEN, SispssdacSbcsacensaest.*:<dovescn's 295 613 613 11,571 +=: 16,166 | and 320 trucks, International will 
Mercury. .............:00+ 2,310 808 2,921 6,967 95,701 59,032} go down for its annual vacation 
GENERAL MOTORS .. 46,661 66,018 62,137 150,698 2,023,739 1,549,557 | and inventory at the end of this 
Buick Division ............ 7,166 5,397 7,191 18,970 178,306 152,538| week and will be down for two 
Buick (Std.) ............ 4,711 5,367 4,719 12,586 178,190 102,664| weeks. 
MMI = Giitss cass ostssssese 2,455 30 = 2,472 6,384 116 §©649,874| The commercial-car industry 
I Oo oes 1Gtbeee ee 8,423 2,873 4,904 100,865  89,376| here in the U. S. also was off last 
Chevrolet Division .... 31,300 39,425 37,484 93,869 1,224,392 937,153 | week as only 22,563 trucks were 
a 6,400 864,875 7,510 18,895 158,625 203,490 | built, compared with 23,280 assem- 
Chevrolet (Std.) .... 24,900 34,550 29,974 74,974 1,065,767 733,663 | blies a week earlier, and 20,599 
Oldsmobile Division .. 4,695 7,533 17,391 17,562 234,758 171,797 | trucks built during the week ended 
I etki iticse cats eid 1,170 99 1,320 3,518 234,441 36,461 | July 23 last year. 
Oldsmobile (Std.) .. 3,525 17,434 6,071 14,044 317 135,336 Pie aoe 
Pontiac Division. ........ 3,500 10,240 7,198 15,393 285,418 198,693 
Pontiac (Std.) ........ 2,000 10,240 4,561 9,583 285,418 129,719 1961 M odel Outp ul 
IIIB | oc nnnsccsnesseseeess ON veers 2,637 a saat 68,974 
SP CORP. ai uae. ae In Canada to Be 
Be ie ioecsartekbcetapansondes - xenteears ee. . ceaad” ~ goss 4 27 
CHECKER. ........c.00cs00000 100 97 103 276 4,403 3.220/ On, Par with 1960 
Total Cars, U. S.** ....105,186 112,276 127,260 318,803 4,142,039 3,058,466 TORONTO.— When Canada’s 
7 **Totals for 1960 include DeSoto production. auto makers total up their 1961 
t a model output about the end of this 
so COMMERCIAL CARS month, they will find that the figure 
(U. S. PRODUCTION ONLY) will just about equal the 298,033 
= barat i dan. 1 den. 1 | cars built in the 1960 model year. 
nde . nde utput, o i i - 
dug 22. Werk, Jubpig, July.” Jus, Jute 22, | endar year has been down from 
o ate = 2 . as 
pee) oe 7,400 7,091 «7,607 «20,022 258,472 194,841 ee ieee 
ee ” = = = bo by considerably ahead of the same 
Pat cinipleen Nessie Me ie on we ane aan _ eelied in 2000. This was beesmas & 
eater ers S| 5,537 7,648 19 490 213.962 192.792 steel strike in 1959 choked off sup- 
2 233 1362 3.565 67.213 40,264 plies of steel for stampings. 
2 604 2985 8479 78292  83342| . American Motors’ reeentry into 
"347 r "250 8.841 5452 | Canadian production, and Chrys- 
Pee 9.134 3,883 ler’s gain over its output for the 
309 "983 "396 10.810 9917 last two model years, kept the fig- 
1.946 1,678 3,962 83,909 64,732 ure up. Other companies are down. 
7 96 103 "O85 2 643 2 657 Rambler production at the Amer- 
2 . ican Motors plant will exceed 4,000. 
Total Trucks, U. 8. ... 22,563 20,599 28,280 61,826 183,399 638,960 aaah we, tee te ate re oes 
etal Care, one, 1960 models and will exceed the 
Me IRE errant es racsu saat 127,749 132,875 150,540 380,129 4,925,438 3,697,426 44408 care i turned cat tn. the 
CANADIAN PRODUCTION—CARS 1959 model year. 
Week Week a e General Motors will close down 
aes game sntes Outent, To To with a total slightly short of its 
uly 22, eek, uly 15, uly, duly 23, July 22, i i : 
1961 1960* 1961* To Date ° 1960" "1961 i sareent Taree ae tak jet 
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Federal, which had about $5 mil- 
lion in outstanding receivables, was 
acquired for 11,070 shares of As- 
sociates’ stock. 


157,927 399,468 5,200,976 3,938,579 


1961 





Dealer Reviews Sales, Progress— 


The sales and administration staff of Fred Jones Ford, Oklahoma City, recently 
gathered for their annual awards dinner-meeting. Fred Jones spoke on the firm's 
growth and progress during the successful fiscal sales year, ended June 30, and 
H. B. Jackson, general manager, discussed merchandising plans for the 1962 Ford 
products. Following the meeting, the group attended a Fred Jones luau, complete with 
all the Hawaiian foods and trimmings. 





‘Too Much,’ They Say . 


Makers Rip UAW Demands 


(Continued from Page 2) 


equivalent of $3.48 an hour, GM 
said. 

Ford’s Denise, in ripping the 
UAW’s demands, said they amount 
to “more pay for fewer hours with 
less work per hour.” 

“We estimate a bill of some one- 
half-billion dollars, over the two- 
year contract term mentioned by 
the union, on those features of the 
UAW’s program for which the 
union has so far disclosed a rea- 
sonable basis for determining 


costs,” Denise said. 
* 


cS * 


“q)yUR estimate indicates an in- 

crease in the level of hourly 
labor costs of more than $1 — or 
almost 30 percent. Average wages 
of Ford hourly employes already 
are one-third higher than those for 
employes in all U. S. manufacturing 
industries. 


“The most difficult to estimate 
of the items included in the half- 
billion-dollar calculation is the 
UAW’s program for reducing 
working time without reducing 
pay,” Denise said. “Here, the 
union not only has stayed flexible 
as to means, but has refused to 
reveal how great a reduction in 
working time, by whatever 
means, it would consider ‘mean- 
ingful.’ 

“In this ‘problem area,’ our esti- 
mate included only the effects of a 
reduction of four hours in the 
standard work week—wel] below 
some of the possibilities that have 
been discussed,” Denise said. 


Denise said the company’s esti- 
mate of future labor costs does not 
include any “potential cost-of-liv- 
ing escalation, which since August, 
1950, has added 51 cents an hour to 
base of Ford hourly rated work- 
ers.” 


“The half-billion-dollar estimate 
also includes no allowance for the 
increased cost of adopting the 
union’s many proposals in the area 
of production standards, which 
would result in less work per hour,” 
he said. “Nor does it include a 
number of other items, including 
special wage increases which have 
been requested by the union and 


New Florida Law 
Holds Up Title Till 


Flooring Is Paid 


TALLAHASSEE, Fla.— A state- 
ment of origin law, passed by the 
1961 Florida Legislature, becomes 
effective Aug. 1. 

The purpose of the law is to pre- 
vent an automobile or truck dealer 
from securing title for his customer 
prior to paying the floor-plan bal- 
ance to the financial institution 
with whom he is doing business. 

Under the law, the finance com- 
pany or bank may insist on holding 
the statement of origin until the 
dealer pays thé floor-plan charge 
at time of sale. 





still are being submitted at the 
local level.” 


Denise said a package of these 
dimensions “obviously poses a seri- 
ous inflationary threat.” 

* * * 


ANNON asserted Ford has 
raised the inflation issues as a 
“scare” tactic in negotiations. 

“We are just as concerned, 
even more so, than Ford to avoid 
inflation,” Bannon said. “The 
greatest danger to inflation in the 
economy from the automobile in- 
dustry is the administered price- 
fixing policy to which Ford and 
other companies so rigidly and 
arbitrarily adhere.” 


The UAW’s major demands this 
year have been an increase in the 
annual improvement factor from 
six to nine cents an hour; transfer 
of the 17-cent hourly cost-of-living 
payment to the base pay; full pay- 
ment of health insurance instead of 
half; shorter work time without 
loss of pay, and liberalized pensions 
and supplemental unemployment 
benefits. 

In Ford Motor’s first presenta- 
tion, Denise said the company’s 
ability to compete successfully for | 
the customer’s favor and to provide 
jobs depends on two factors: The 
level of wage rates and employe 
benefits, and efficiency of opera- 
tions. 

* * * 

peeves covering wages, in- 

surance, hospital - medical - sur- 
gery coverage, cost-of-living and 
annual improvement clauses, union 
shop and union dues, duration of 
contract, SUB and retirement plan 
agreements and other economic 
matters will be submitted later, 
Denise said. 


Denise told the union more jobs 
might be created in the auto in- 
dustry if the industry “can im- 
prove its competitive position.” 
He said the auto industry faces 
growing competition from “effici- 
ent foreign manufacturers.” 

“Foreign competition is often 
pictured as a threat to American 
industry and American workers,” 
Denise told the UAW. “But foreign 
competition is also an opportunity. 


“The foreign market for automo- 
biles will soon be much bigger than 
the American market,” he predict- 
ed. “There is no telling how many 
more jobs for American workers 
this market may provide in the 
future if the American automobile 
industry can improve its competi- 
tive position relative to foreign 
producers.” 
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After Legislative Probe... 


California 
Auto-Sales 


Tightens 
Rules 


(Continued from Page 3) 


every buyer will understand how 
much he pays for that privilege. 

11. Requires dealers to refund 
deposits to prospective buyers 
when a transaction “falls 
through.” 

Rees expressed appreciation for 
the cooperation of many dealers 
and lenders in the drafting of the 
Rees-Levering Act. “It is very much 
to the credit of those honest auto 
dealers who have lent their weight 
to this reform legislation as a result 
of recognizing that this is a busi- 
ness that needs cleaning up.” 

The law takes effect next Jan. 1. 

A State Assembly committee, 
under Assemblyman Rees, investi- 
gated automobile dealer selling and 
financing practices, during 1960. 
Public hearings were held, which 
resulted in strongly written revi- 
sions and additions to existing 
legislation, Prior to passage, Cali- 
fornia dealer groups consulted with 
the Rees committee and succeeded 


Obituaries 


H. W. Glasner 
TUCSON.—H. W. Glasner, owner of Na- 
tional Motors, Inc., here, was killed June 
28 in a head-on collision near Seminole, 
Tex. He was 7. 





Herbert A. Humphrey 
LOGAN, Utah.—Herbert A, Humphrey, 
69, a partner in Humphrey & Evans Motor 
Co., died July 4, He had been in the auto 
business in Utah since 1912, spending 35 
years with Blair Motor before becoming a 
dealer in 1947. 
* * * 
Homer E. Losey 
SOMERSET, Ky.—Homer E, Losey, 45, 
president of Somerset Motor Co., died July 
7 following a heart attack. He was also a 
partner in an insurance agency and was a 
former Republican state senator and rep- 
resentative, > “ 


* 
Austin W. Nichols 
SYRACUSE.—Austin W, Nichols, a for- 
mer auto dealer, died July 5, He was 88. 
Mr. Nichols once handled the Oakland au- 
tomobile. 
* * * 
Jess Bitzer 
COLLINSVILLE, Ill, — Jess Bitzer, a 
Dodge dealer here for many years, died 
June 30 at the age = 58, 


ao 
Madison E, (Pat) Rogers 
WINDER, Ga.—Madison E, (Pat) Rog- 
ers, 71, died July 13, He was a retired 
used-car dealer. 
* + * 
Frank J. Marsden 
BALTIMORE.—Frank J. Marsden, presi- 
dent of Marsden-Chevrolet, Inc., Towson, 
Md., died July 12 at 65 in a local hospital. 
A native of Detroit, Mr. Marsden came to 
Baltimore in 1946 as regional sales repre- 
sentative for Cheyer Cote. 
* * 


A. Roy Coggan 

DECATUR, Ill.--A, Roy Coggan, 84, a 
partner in the Cadillac dealership here 
from 1915 to 1926, died July 9 in Hot 
Springs, Ark. After leaving the auto busi- 
ness here, he was active in a number of 
other fields. He had been living in Hot 
Springs for several years. 

* * 


Charles Fairfax Speer 
BILOXI, Miss.—Charles Fairfax Speer, 
54, owner of Speer Motors here, died July 
14 in a local hospital atten a heart attack. 
* * 
Fred J. Grinker 
DENVER.—Fred J. Grinker, 79, a Den- 
ver resident who had operated auto deal- 
erships in Kansas City and Newton, IIl., 
died July 3 in Bedford, Va. 
* * * 


Kenneth M. Parker 
ATLANTA, — Kenneth M. Parker, 50, 
general manager of the Southern Division 
of Mack Truck Co., died July 9 at his home 


in suburban Clarkston, 
* * * 


Clarence J. Haggarty 
CANTON, O.—Clarence J. Haggarty, one 
of Canton’s early automobile dealers who 
later became a building contractor, died 


July 14 at the age of 87. 
* * * 


Joe B, English 
LOUISVILLE.—Joe B. English, 66, a re- 
tired assistant sales manager for Buick, 
died July 15 in Shelbyville, Ky, 
* * * 


Jess L. Murden 
PERU, Ind.—Services were held here for 
Jess L. Murden, 75, the first Ford dealer 


in Peru, 
* : * 


Hugh J. Toland 
PHILADELPHIA.—Hugh J. Toland, 45, 
former Philadelphia regional manager for 


DeSoto-Plymouth, died July 13, 
He * 


Harry Clark Hine 
HARTFORD.—Harry Clark Hine, 
joined his brothers in A, C. Hine Co. 
(Pontiac) here in 1921, died July 15 in 
Florida, where he had lived since his re- 
tirement. 


who 


* * * 


- Jack F, Krafsic Jr. 
PORTLAND, Ore.—Jack F. Krafsic jr., 
60, a truck dealer here, died of a heart 
attack. 


events of recent 
record in the auto industry, but the 
compact and so-called economy 
cars, with their potential impact 
upon manufacturing, 
ing and motoring, still are the in- 
dustry’s biggest news. 


in modifying many of the act’s pro- 
visions to more practical] levels. 

Among potential trouble spots 
of the recently passed legislation, 
mentioned by dealer association 
staff members, are a provision 
whereby the successful person in 
a lawsuit against an automobile 
dealer will also be awarded his 
attorney fees. It has been sug- 
gested that a buyer who could 
not maintain payments on a new 
car might cooperate with an at- 
torney on a contingent basis in 
prosecution of an embarrassing 
borderline lawsuit. 


Maximum interest rates estab- 
lished by the Rees-Levering Act 
apply only to motor vehicles sold 
for family personal use. Maximum 
is one percent per month. Trucks 
and fleet passenger cars are not 
mentioned in the act, which leaves 
legal advisors to believe their sale 
is subject to that portion of the 
State Constitution limiting interest 
to 10 percent per annum. 

Few dealers are reported to be 
aware that under the Rees-Lever- 
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ing Act they are subject to treble, 
in place of single, damages for vio- 
lation of the act. Nor may they 
depreciate repossessed cars in 
establishing values for a deficiency 
suit. Under the new act a retrieved 
car must be reduced in value ac- 
cording to use, not age. 

At the present time most trades 
are shown on contracts at their 
over-allowance figure. However, 
when the act comes in force Jan. 
1, 1962, a buyer claiming or suing 
for value of the trade is seeking 
the dollars or dollar value listed 
on his contract. 

Accordingly, for dealer protéc- 
tion, trades will have to be shown 
at actual cash value. 


Chrysler to Pay 


Rebate on Demos 


DETROIT.—Chrysler Corp. has 
joined General Motors and Ameri- 
can Motors in extending the 5 per- 
cent carryover rebate to dealer- 
owned demonstrators. : 

At all three companies, the pay- 
ment is based on the “factory re- 
tail” price of the car, not including 
Federal tax and dealer prep, The 
payment becomes a part of the 
dealer franchise and will be in ef- 
fect each year. 

At press time last week, Ford 
Motor had taken no action on the 
matter. Studebaker-Packard was 
studying the situation, but had 
reached no decision, 








Wilkie Views... 





Compacts Fattening Gains 


By DAVID J. WILKIE 


THE AUTO INDUSTRY’S busi- 
ness has begun to improve; Ford 


Motor Co. and Studebaker-Packard 
Corp. have new top executives; 
Chrysler Corp.’s 
problems with 
antimanage- 
ment stockhold- 
ers received wide 
publicity and 
General Motors 
has been indicted 
on monopoly 
charges in the 
diesel-type engine 
business ... 


These were 


David J. Wilkie 


merchandis- 


It isn’t very long ago that United 


States auto makers generally were 
scoffing at the inroads imported 
small economy cars were making 
on the American market. It was 
just a fad, they said. The demand 
for the small cars would level off 
somewhere around the 400,000-unit 
a year plateau. Later they said it 
might go as high as 500,000 units. 


As it turned out, the scoffers were 


just throwing up a smokescreen. 
While they were doing their best 
to belittle the importance of the 
imports, they were feverishly push- 
ing compact models of their own 
to completion to compete in a mar- 
ket that had demonstrated some- 
thing more than just modest profit 
possibilities. 


* 


. 2 
EVERY MAKER in the high- 


volume bracket has a smaller mod- 
el. And the profit possibilities also 
have attracted several makers in 
what for many years was known 
as the “medium-price” group. 


One of the major questions 
arising with the progress of the 
compact or economy models is: 
“Just how much of the overall 
market will these models event- 
ually absorb?” Another is: “Does 
their appeal lie in economy alone, 
or does the easier handling of 
a smaller vehicle stimulate de- 
mand for them?” 

Many industry observers, includ- 


ing this writer, have said that the 
compact cars would reach their 
maximum market penetration at 
about one-third of the total market. 


The estimate may have to be 


revised upward because an increas- 
ing number of buyers 
smaller-car field are demanding 
luxury appointments heretofore re- 
served for standard models. One of 
the things this trend has done is 
to persuade most of the makers of 


in the 





the smaller vehicles to add luxury 
models to their compact lines. 

Good examples of this are Chev- 
rolet’s new Monza and Lincoln- 
Mercury’s Comet S-22. The new 
Comet has not yet had adequate 
buyer exposure, but Chevrolet re- 
ports that more than half its Cor- 
vair output now is in the Monza 
model. 

* * * 

IT IS A FAIRLY safe assumption 
that demand for greater refinement 
in the low-priced compacts will 
mount as the entire new-car mar- 
ket expands in the months ahead. 


All this, obviously, leads to the 
conviction that the smaller econ- 
omy vehicles are steadily absorb- 
ing more of the market that for- 
merly belonged entirely to the 
standard models in the low price 
field. This was one of the predic- 
tions made for the smaller cars 
when they first were brought out 
in this country to compete with 
imports of the same classification. 


But just how much of the entire 
auto market will these U.S.-built 
compacts eventually take over? If 
the present trend continues—a 
gradual increase in the refinement 
along with availability of all the 
normal, extra cost options—they 
eventually could take over the en- 
tire low-price bracket as it now 
is constituted. 


That would mean, obviously, that 
the standard low-price models ‘will 
move into a field formerly held by 
the medium-price makes. Insofar as 
list prices are concerned that pro- 
gression already is apparent. Cer- 
tainly it is evident to the American 
automakers. 


All of them involved in the com- 
pact and economy-class models al- 
ready have another round of small, 
lower-price models either ready for 
their assembly lines or on their 
drafting boards. Eventually these 
units will move into the market to 
push everything currently in pro- 
duction into a higher bracket both 
in price and in quality. 

That trend has been traditional 
in the industry ever since the be- 
ginning of volume distribution of 
motor vehicles. 


Deal Drops Plymouth 


To Specialize in Service 


ROANOKE, Va.— Wright Motor 
Corp. has given up its Plymouth 
franchise to become the city’s larg- 
est automotive service garage. 
Plans call for the servicing of all 
makes and the former used-car lot 
will become a parking lot. 

Plymouth and Valiant sales have 
been transferred to Salem Motor 
Co. in nearby Salem, Va, J. A. 
Meador owns both companies. 











HELP WANTED 





Specialty and Promotional 
Salesmen—Add $50 Per Day 
‘To Your Present Income 
























HELP WANTED 


NEW CAR SALES MANAGER—Well qual- 
ified to take complete charge of a volume 
operation in Midwestern city, Must be 
good organizer and closer, Outstanding 
opportunity for qualified man not over 
the age of 45 years. Send complete 
résumé in confidence to Box 2634, c/o 
Automotive News, Detroit 7. 

















— 











We need experienced, high caliber salesmen, 
who are now calling on auto dealers with 
other lines, to sell ‘The Basic Approach," a 
complete package sales program that is com- 
pletely new and is now being used success- 
fully by many of the Midwest's finest and 
leading dealers. This is a high-type, quality 
and prestige program that is legal and ethi- 
cal in every respect. Every dealer is a pros- 
pect regardless of the size of his operation 
or the market in which he is located. This 
program is also sold to other types of busi- 


ness including Home Improvement Com- 
panies, Stotm Window Dealers, Fuel Oil 
Companies, etc. "The Basic Approach" is 


unique since it requires no advertising of 
any kind and will enable the dealer to reduce 
his present advertising budget 25% to 50% 
and increase sales and profits substantially. 
Write immediately giving personal and busi- 
ness references, age, experience, territory you 
are covering and other lines you are selling. 


SALES CONSULTANTS 
OF AMERICA 


Room 100 — Landmark Bidg. 
Spy Run and Tennessee Aves. 
Fort Wayne, Indiana 












WANTED — TOP NOTCH FORD SALES 
MANAGER. We just placed our last sales 
manager in a Ford dealership of his own. 
We are a Ford dealer located in central 
North Carolina, our potential is 500 units 
per year, If you can take over all car 
and truck sales, and have the experience 
and can stand stiff investigation, send 
complete résumé of yourself, We are 
young and growing. Box 2656, c/o Au- 
tomotive News, Detroit 7. 























USED CAR MANAGER—Capable of tak- 
ing complete charge of used-car depart- 
ment of a large metropolitan dealer in 
New York City area, handling a Chevro- 
let franchise, Must have executive ability, 
be a leader and organizer, and experi- 
enced in all phases of the used-car busi- 
ness. Frankly we don’t want a man look- 
ing for a job. We want a good man, now 
employed as a used-car manager, who 
wants to make a change for personal 
reasons, We are willing to pay this man 
what he’s worth, Confidential, Box 2675, 
c/o Automotive News, Detroit 7. 


AUTO SERVICE MANAGER—A tremend- 
ous opportunity to lend your service 
background to executive position, We 
need a top quality man, sober and hard 
worker, that knows all phases of serv- 
ice, can run a complete operation at a 
profit, has good education and mechanic, 
customer and factory relations, Willing 
to work hard and able to hold customers 
and expand service and body department, 
diagnose and estimate body repairs. 
There is no limit of expanding potential. 
We are a new car dealer that has been 
in the service business many years, lo- 
cated in Chicago, Give résumé and tele- 
phone number to Box 2664, c/o Auto- 
motive News, Detroit 7. 


MEN WANTED: Are you making over 
$20,000 per year? We want men to dem- 
onstrate and sell simple device that stops 
shimmy and shake in cars; eliminates all 
wheel balancing and tire truing and most 
front end work. Requires less than 30 
minutes per car. Instrument costs dealer 
$159.00, Write for details to J. Lavinger, 
B & B Mfg. Co., Box 816, Sioux City, 
Iowa. 





General Manager 


Texas Volume Deal 


Need top quality, experienced management 
for old established “Big 2'' volume deal 
2,400 new). Choice location Texas Gulf 
oast. Be assured that this is not just another 
good position, but is an excellent opportunity 
for the right man. Incentives and salary in 
Proper proportion to man needed. Full op- 
erating authority to be given, therefore must 
have background of education and extensive 
experience in actual management of all de- 
partments of volume operation to qualify and 
meet factory approval. If between age 30 
and 45, and qualified as stated, send back- 
ground material and current photo. All com- 
munications will be held in strictest confi- 
goeee, Box 2674, c/o Automotive News, De- 
troit 7. 





News, Detroit 7. 









EXPERIENCED NEW, USED-CAR MAN- 


AGENCY HANDLING DODGE in metro- 


DEALER NOW HANDLING VOLKSWAG- 


DEALERSHIP NOW HANDLING FORD, 


—<—<——<— 


HELP WANTED 


General Sales Manager 
High Volume Ford Dealership in Southeast 


Trade area encompasses 600,000 people. Dealership has new car potential of 
1,200 units per year. Desired age 30 to 40, must be conscientious, sober family 
man, full of aggressive sales ideas. Salary and percent of net profit com- 
mensurate with ability. Send photograph, 
family status and other pertinent data. Reply to Box 2673, c/o Automotive 
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NEW OR USED-CAR MANAGER — 25 
years’ experience. Must be $20,000-$30,000 
per year potential, I can bring it out if 
it’s there, Can buy and have wholesale 
contacts. Now employed, averaging $15,- 
000 per year — need more. Complete 
knowledge of reconditioning and alj 
phases of automobile sales, Can train 
new salesmen, Will relocate if necessary 
—prefer Midwest. Box 2679, c/o Auto- 
motive News, Detroit 7. 


SALES REPRESENTATIVE covering state 
of Louisiana for past fourteen years, 
strong new car dealer following—espe- 
cially Ford and Chevrolet—wants line or 
lines which include body hardware, parts, 
accessories, mats, carpets and glass shop | 
supplies. Must be priced for volume sales, 
Give all pertinent facts first letter—not| 
interested in pipe dreams or outer space/ 
plans—they are reasons for this ad. Box 
2676, c/o Automotive News, Detroit 7. 


SERVICE MANAGER—well qualified, Past — 
six months in sales department, wants to 
relocate in South or Southeast with dealer 
of over 500 planning potential, Expected © 
salary over $8,000. Age 46, married. GM © 
dealer preferred, Box 2677, c/o Automo- 
tive News, Detroit 7. i 


SALES MANAGER—fast closer—top of 
table. More profit and sales—use less » 
manpower, High honors Rambler, Olds- * 
mobile over many years. Located Fort 
Worth, Box 2678, c/o Automotive News, |” 
Detroit 7. 


GENERAL SALES, new a/o used-car 
manager, capable handling and operating 
your way, 24 years’ ‘‘Big Three’’ success- 
ful East and West Coast experience, High 
‘*fixed expense absorption’’ producer, plus 
Motors Holding management background, 
Proven record, good organizer-leader, ef- 
fective sales promotional advertiser, Top 
factory, business and personal references, 
Thoroughly familiar all financing types 
and phases. Prefer ‘‘management—plus 
profit-sharing deal,’’ but would consider 
investment or buy-in proposition in es- 
tablished, sound dealership, Available on 
reasonably short notice. Box 2665, c/o 
Automotive News, Detroit 7, 
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AGER—Experienced all phases wholesale, 
retail, Will accept small-large dealership, 
References furnished, Box 2666, c/o Au- 
tomotive News, Detroit 7. 


FINANCE MAN NOW EMPLOYED with — 
same company for 12 years desires © 
change. Single, 35 years, would prefer © 
travel. Experienced dealer contact, credit, 
collections, direct loans. Salary range © 
$7,500.00. Box 2648, c/o Automotive 
News, Detroit 7. 

OFFICE - BUSINESS MANAGER, volume , 
dealership and factory experience. History 
record will be forwarded if desired, Box 
2658, c/o Automotive News, Detroit 7. 


DEALERSHIPS AVAILABLE 


politan area, No real estate to purchase, 
walk in with small cash, Completely 
equipped. Real opportunity for live-wire. 
Must be company approved, Box 2667, 
c/o Automotive News, Detroit 7, 


EN will sell part of business to individ- 
ual who will assume the position of gen- 
eral manager. Auto management experi- 
ence necessary. Located in the South, 
Write to Box 2616, c/o Automotive 
News, Detroit 7. 


Mercury, Continental and complete line® 
of trucks in Midwest. Sales last year 506] 
new, 658 used. Parts and equipment only, | 
Practically new building on reasonable 
lease. Write Box 2637, c/o Automotive 
News, Detroit 7. d 

AGENCY FOR SALE handling Rambler, 
Oldsmobile and Pontiac, Beautiful new 
modern building for lease with small in-| 
ventory to purchase, Located in Ana-7 
cortes, Washington, growing community 
with refineries and other industries. Only; 
agency handling these cars. For further 
information write Fox Motors, Box 580, 
Anacortes, Washington. 
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DEALERSHIPS AVAILABLE 


—_—_———— 

PROFITABLE DEALERSHIP handling 
Chevrolet, Oldsmobile, Cadillac in fast 
developing area of Colorado. 150 Chev- 
rolet planning potential, successfully 
operated over 25 years. $50,000 buys in- 
yentories and equipment, Lease real es- 
tate. Dealer decided to retire. Box 2661, 
c/o Automotive News, Detroit 7. 


_—_—_— 

EXCELLENT OPPORTUNITY—Now han- 
dling Buick in progressive and growing 
city in heart of Tennessee Valley, Ala- 
pama. City today, metropolis tomorrow. 
Population is 35,000 with trade area of 
118,000, and per family income of $5,472. 
Potential of 120 new units and more, In 
pusiness since 1941—owner retiring, Fine 
facilities with adjoining used-car lot, In- 
vestigate now and be in business for the 
1962 models. Write Box 2668, c/o Auto- 
motive News, Detroit 7, 


BUSINESS OPPORTUNITIES 














A BANK FINANCE PLAN 
FOR EUROPEAN DELIVERIES 
OF AUTOMOBILES TO 
U. S. TOURISTS OR MILITARY 


Write to: 
Atlantic Fiscal Corporation 


375 Park Avenue 
New York 22, N. Y. 









































CARS WANTED 














FOR SALE OR LEASE—Dealership han- 
dling Valiant, Plymouth, Chrysler, Impe- 
rial, established over 20 years. Building, 
pody shop, used-car lot, customer park- 
ing, 50,000 population, southern Indiana, 
five minutes from downtown Louisville, 
Kentucky, Truck franchise available, Po- 
tential unlimited, Box 2669, c/o Auto- 
motive News, Detroit 7, 


i — 
SOUTHERN CALIFORNIA—Now handling 
GMC trucks in best truck franchise area 
of Los Angeles. Major corner location, 
new, complete service building, sales of- 
fice, flood lighting, etc, Illness forces sale 
for price of real property only, $50,000 
handles, Forest E, Olson, Inc., Realtors, 
13745 Victory Blvd., Van Nuys, Califor- 
nia, TRiangle 3-5555—STate 1-3910. 

"7 DEALERSHIPS WANTED 
EXPERIENCED VW MAN seeks author- 
ized Volkswagen agency or opportunity 
to buy half interest, Factory approval 
assured—cash waiting—excellent refer- 
ences. Box 2587, c/o Automotive News, 
Detroit 7. 

WANTED: GENERAL MOTORS deal in 
Florida, preferably Chevrolet. 200 and 
up potential. Please reply to Box 2642, 
c/o Automotive News, Detroit 7. 


' GM OR FORD, single-dual, Ohio-Michigan 

(200-400 potential), Factory approved 

former dealer. Buy-out or buy-in, Replies 

confidential, Box 2670, c/o Automotive 

News, Detroit 7. 

' WANTED: CHEVROLET OR DUAL, 250- 

- 400 unit potential, 75 mile radius New 
York City, Cash waiting for right deal. 
Box 2671, c/o Automotive News, De- 
troit 7. 

4 DEALER SERVICES 


“‘WANTED”’ GOOD CLEAN USED '58-’59- 
"60 icenaults and 403 or 404 Peugeots. 
Must be in excellent condition. We will 
buy 5 or 500. Phone MA, 4-4424, Mr. 
Dees, vice-president, Renault Motorama, 
Tucson, Arizona. 






















WE WILL PAY TOP DOLLAR FOR 


Mercedes-Benz 
OR 


Opels 


Any Year — Any Body Style 


STONE 


BUICK & MERCEDES 
Box 388 
250 Broadway, Bedford, Ohio 
BE 2-4400 



































CARS FOR SALE 
























IMPORTANT NOTICE 


purnashn iy iapat pucineios 
pur g any import s 
or trucks, they should be sure to 
check the seller as to what, if any, 
excise taxes and duties have not 
been paid on the vehicles. 











ee 
MARKETING AND MERCHANDISING 
SYSTEM to increase volume with in- 
creased profit, This system proven and 
tested through years of research and 
practical usage. New-car and used-car 
dealers with extensive facilities, Apply 
for free résumé, Box 2672, c/o Automo- 
tive News, Detroit 7. 














1960 


ting ) TWO ESSENTIAL SERVICES 

|) INVENTORY SERVICE | FORD TAXICABS 
ce APPRAISAL SERVICE $485 and $585 
ma "Tapert Tax, Banking nd insrence Delivery Arranged 

0 OO oe ene Serine Power bookies. | COMMERCIAL CAR CORP. 


AUTOMOTIVE INVENTORY & APPRAISAL CO. 














c/a 

10040 Freeland a Detroit 27, Michigan 2040 N. Clark, Chicago, i. 
[AN- 
ala BU 1-5806 
ship. 
Au- 
wi} BE OUR GUEST |- 
sires ‘ . 

Free copies of Detroit's most valued news- Ik 
bes letters from Box 4812, Detroit 19. Trade letter- 61 Vo swagens 
ange | head or business card requests only. Fully Americanized 
Ses a et ee ae ae aes ee eee 

. 

SALES MEETING: A completely fresh program 
lume ,) for your sales meetings, airmailed weekly. IN STOCK 
story ( Inspires salesmen, saves management time. o A 
et We car te a be os ee tas Immediate Delivery 


7 _¥) DETROIT SALES NEWSLETTER: Import and 
domestic forecasts with behind the scenes 
f news for profitable management decisions. 





os 
Excise Taxes Paid 
MINIATURE VEHICLES 


277 Clinton Ave., Newark, N. J. 
N. J. phone: Bigelow 2-6161 
N. Y. phone: WHitehall 3-7390 


Mail your business card today! 
Box 4812, Detroit 19, Michigan 






CARS FOR SALE 


BULLETIN 















1960 FORDS 


STANDARD SHIFT $59500 


6 CYLINDER 
A-1 CONDITION EACH ‘oa 





PHONE! SID LAVENE 





Phones: 


Hoboken, N. J.—SWathmore 2-0888 or 














USED TAXICAB SALE! 
1960 DODGES 


DARTS 
STANDARD SHIFT 


A-1 CONDITION 


BEST TAXICAB BUYS, INC. 
16th & GRAND STS., HOBOKEN, NEW JERSEY 


(7 Minutes from Times Square—7 Minutes from N. J. Turnpike) 


New York City— BArclay 7-0685 


We will arrange delivery by bonded driver to any point in the United States for fifty dollars 
plus gasoline and oil. We can also arrange reasonable delivery via trailer, in four car loads. 


PARTS FOR SALE 


LLOYD PARTS for all models. Complete 
stock, Fast service, Foreign Cars Corpo- 
ration, 1812 South Andrews Ave., Fort 
Lauderdale, Florida. JA 2-7491. 


LLOYD PARTS—complete stock, Prompt 
shipment, Green County Motors, Cats- 
kill, New York, Phone: 2000. 


WESTINGHOUSE SEAL BEAM BULBS 
No. 4001- No, 4002, $1.05; No. 6006- No, 
6012, $1.15, prepaid in gross lots, Auto- 
motive bulb No, 1034, $14 per c; No. 
1154, $15; No, 1073, $13; No. 67, $7; 
No. 57, $5.50 prepaid. Acme Sales Co., 
3885 Federal St., Camden 5, N, J. 


NSU PRINZ & SPORT PRINZ SPARE 
PARTS. Largest stock West of Missis- 
sippi. Fast service, We also have large 
stock of Borgward and BMW parts. 
Write, phone or wire Ted Cser, warehouse 
manager, Earle C. Anthony, Inc, (auto 
distributors since 1904), 1000 South Hope 
St., Los Angeles, RI 9-4044, 


NEED PARTS for a Chevrolet heavy duty 
truck? Try Bill White Chevrolet, Tulsa. 
$250,000 inventory perpetually controlled. 


PARTS WANTED 
"28 


NEW DE SOTO-PLYMOUTH PARTS, 
through '41, obsolete, Will buy one item 
or your lot. Need running boards, fend- 
ers, grilles, hood ornaments, radiators, 
hub caps, bearings, accessories, etc. 
Sarnoff Sales Co., 1167 E. Park Ave., 
Vineland, N. J. 


WANTED — 1955 KAISER MANHATTAN 


body—must be good, Write details, price. 
Wisler Esso, Welch, West Virginia, 


TRUCKS WANTED 
TRACTOR AND CARRIER—or just car- 
rier, To haul four cars, In good condi- 
tion. Write: Manager, Jack Beasley 
Ford Sales, Inc., Altoona, Pa, 
TRUCKS FOR SALE 
TWO 1958 FRUEHAUF TRANSPORTS— 
like new. Always privately owned, $2,500 
each, Vickers Motor Co., Huntingdon, 
Tennessee. Phone: YU 6-5274. 








75 AUTO TRANSPORT 
TRAILERS FOR SALE 
M.H.S.—fruehauf—W & K 
$250 to $1,000 with headramp. 4-car and 5-car 


trailers. 
Don Henley 
SPEEDWAY TRANSPORTS, INC. 
Kenosha, Wisconsin Phone: Olympic 8-1606 


BUSES FOR SALE 


FORD 1955 SCHOOL BUSES, 60-passenger, 
B700, eight available, $2,000 each. Six 
GMC 60-passenger, $4,250. 1958 Chevrolet 
12-passenger Airporter. Greyhound 41- 
passenger Silverside diesel cruisers. Write 
or wire Box 2663, c/o Automotive News, 
Detroit 7. 


SCHOOL BUSES 


Ford, Chev., Dodge, Int'l., GMC 
1955-1961 — Capacity 54-66 


Good Mechanically — Clean Bodies 
Good Paint — Tires 


From $1,200 up, Terms 
Immediate Delivery 


COUNTY SCHOOL SERVICE, INC. 
23 South St., Danbury, Conn. 


J. Egan — Tel: Pi 3-4437 


ANTIQUE, CLASSIC CARS FOR SALE 


CLASSIC — 1940 Cadillac sedan, actual 
50,000 miles, Original black finish and 
interior, like new. New tires—mechanic- 
ally perfect. Drive anywhere, Can de- 
liver. $700, Cartwright Motors, Elgin, Ill. 


CHEVROLET TRUCK (’25), $275—Lincoln 
Zephyr (’35) like new, $850—Cadillac 
(41) perfect $475—Ford roadster (’26) 
near mint, $950—LaSalle roadster (’30) 
perfect, original, mint, $3,500, J. C. Car- 
ter, Phone 237-3516, Scottsville, Ken- 
tucky. 

1902 RAMBLER-OLDS (Replica), used 
slightly. Complete with 4-wheel brakes, 
turn signal, sealed beam lights. C, B. 
O'Malley, Box 101, Winnetka, Illinois. 


1937 FORD SEDAN, 2-door, excellent con- 


dition, Sell for best offer. Call Lincoln 
1-2696, Oak Park, Michigan, or write: 
237 W. Tacoma, Clawson, Michigan. 

















$685 


EACH 










WIRE! 








SHOP EQUIPMENT FOR SALE 


Public Auction 


Shop and office equipment, 
tools, parts, garage service 


equipment and parts bins. 


Thurs., July 27th 


10 A.M. until sold. 


Laurel C. 


Worman, Inc. 
1511 Madison Ave. 


Toledo, Ohio 


(Former Pontiac dealer) 


Sale conducted by the Montpelier 
Auto Auction Co. of Montpelier, O. 


CLAYTON DYNAMOMETER, flush floor 
mounted, complete attachments including 
speed, horsepower, torque, vacuum, tach- 
ometer and cam gauges. Cost $3,000 and 
has been used about 20 hours, Must sell 
—will sacrifice for $875. Goetz-Everson 


Motors, Wadena, Minnesota. 


<cueassseenssertensinsiomansstsesaniiviseseaiessetpastiounssaeemaiineneasmssieme 
USED WEAVER TWIN POST HOISTS, All 
included. 
$480. Donohoe Chevrolet, Brooklyn, Mich- 


components and _ instructions 


igan, 


MISCELLANEOUS 






“ORIGINAL YELLOW BRAKE BAR” 


Automatic Braking 













































































ONLY BAR MANUFACTURED TODAY 
WITH THE UNIVERSAL $ 45 
“WRIST ACTION" 5] 
Incldg. BRAKE HOOK-UP 
Universal Wrist Action Bar 
COMPLETE WITH ADJuUST- 
ABLE LONG 36” DRAW $950 
BEAM BAR AND STEERING 
GUIDE CABLES 
- 4 Point 
TowKinG occu; $45°° 
TRAIL KING ° $3750 
BALL BAR ...... 
Compac-Tow Intra- * $3750 
State Tri-Bar .... 

* SPECIAL, 3 FOR $100.00 
NOW AVAILABLE! BERLUTI GEE HOOK- 
ALL CON-VER-TOW 3-in-1 ADAPTOR 
ee 
All 2” Ball Hitches ONLY 
SAFETY CHAINS, ‘sot ofS; aoe Sa.98 
Our Dealers’ Net F.0.B. Factory Prices 

Include Federal Excise Tax 
Tow Bar Sales Co. 
Exclusive Factory Distributors— 

U. S. A. and Export 
DE 2-0700 AN 3-8888 Nites: BA 1-8717 
wi char, 
Call Collect .¢ poy charges, 
40 So. Clinton St., Chicago 6, Ill. 























WHY SETTLE FOR LESS ... 


No Other Tow Bar 
Can Give You These 
Outstanding Engineering Features 


*CADALLOY STEEL CAST 
COUPLING HEADS LINED 
TO PROTECT CAR BUMPERS. 


@ 
*CADALLOY STEEL CAST 
YOKES WITH HEAVY DUTY 
TUBULAR STEEL "Vv" 
SECTIONS TO RESIST 
STRAIN & STRESS. 


*Cadalloy Steel Castings 


Minimum Yield Point: 
46,000 Lbs. Per Square Inch 





€ 
UNIVERSAL SWIVEL ACTION 
ON COUPLERS FUNCTIONS 
IN UNISON WITH SPRING 
SUSPENSION ON ALL CARS 

FOR SMOOTH & SAFE 
TOWING. 
* 


BOLTS, NUTS & WASHERS 
ARE USED TO MAINTAIN 
SNUG FIT OF ALL CONNECTIONS 


NO RIVETS TO LOOSEN AND 
CAUSE PREMATURE WEAR 


® 
THE SUPERIOR 
BLUE CHIP 


TOW PILOT 


With Lubricated Automatic Brake 
and Brake Cable 


Dealers’ List Price, F.O.B. Factory. . .$69.80 


Dealers’ 25% Discount .......... 17.45 
Dealers’ Net with 4 $52 35 
Standard 2 Large o 

Adapter = Fed. Tax. Inc. 





THE FAMOUS 
MOTO-MATIC 


TOW GUIDE 


With Universal Swivel Action! 


Four Clamp Hook-Up 


Dealers’ List F.0.B. Factory 
Dealers’ 25% Discount 












"ON THE BALL" 


TOW PILOT 


with *Cadalloy Steel Safety Coupler 


Dealers’ List F.0.B. Factory ................ $51.00 
Dealers’ 25% Discount ..................0006 12.7: 
Dealers’ ith 

Standerd plus 2 sires $38.25 
Adapter Clamps Fed. Tax. Inc. 





Substantial Discounts 
To Distributors 
Write for Illustrated Catalog 
PILOT DISTRIBUTING CO. 
Factory Sales Division 
BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Depts. 
“Leaders in the Industry 
since 1939" 





Street Address........ owe 


eeeeeees 


Car Dealer [J 


Jobber [] Insurance [] 


Tice enerehiasgeimenaiicsetaigminmiipeniniintieiietnnatianeniiinescttititcia i a s 


New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [] 


All Other Countries — One Year $13 [] or Two Years $22 [] 





AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 


COs coc 0an0 05060cenegeseks)seeondenwuawanaed 


TRADE CONNECTION: 
Truck Dealer [] 


MONE OOF i bin: bxdeekincaeethenedenaneachebekiciL ieee 


Manufacturer [] 


Financial [] Supplier TF] 


eeeeesesee 


7-24-61 


3 A R PEE 


80-Ib aluminum forgings take 100-ton wallop 


You*re looking at a moment of truth—a jetliner landing 
Phe plane in the picture is 150 ft long. Carries up to 162 passengers. Weighs 100 tons. Lands hot at 120 mph 


Che job of pillowing that 100-ton wallop is shared by the husky shock absorbers, the big rubber tires—and 
the small aluminum wheels. They're 80-lb Alcoa® Aluminum Forgings. 

One of the outstanding characteristics of aluminum is its ability to absorb tremendous impact loads. 
Strength without weight. That’s why the world’s aircraft industry is built around aluminum. 

It's also one of the reasons why the amount of aluminum in cars has quadrupled iny/10 years—15 |b per car in 
1952, 63 lb in 1961. 


Aluminum for rugged transmissions. For glittering brightwork. For grilles that resist the ravages of salt. For 


lighter engines that cut dead weight . . . give better performance and gas mileage, 
Aluminum can give you almest anything you want in a car—style, corrosion resjstance, weight saving and 


strength. 


ALUMINUM COMPANY OF AMERICA 


WORLD'S LEADING PRODUCER OF ALUMINUM 


For complete sports coverage listen to.‘‘SPORTS SHOW’ with Bob Reynolds, 


6:15 to 6:30.p.m. every weekday on WJR, Detroit 
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